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Boost the Red Seal 


This Is the Psychological Time to Do It 


Salesmen’s Compensation 


By JOHN S. MAXSON 


Profit in Factory Lighting 





Satisfaction to seller and buyer 


Mr. B. G. JABORG, proprietor of the St. Nicholas 
Auto Supply and Radio Shop, New York City, 
says: “It gives me great satisfaction to handle 
the Eveready line, as it fits 
absolutely 100 per cent my 
set policy of quality mer- 


chandise only. You have 
stood back of me in the few 
instances where the guaran- 
tee on your merchandise has 
been called upon, with the 
result that I have increased 
my sales on radio batteries, 
increased my clientele 
through the satisfaction your 
batteries give, and have made 
a just and fair profit for 
myself, 


Tuesday night means Eveready Hour 


—8 P. M., Eastern Standard Time, 


through the following stations: 
weEaF-New York 
wyar-—Providence 
WEEI—Boston 


wsal—Cincinnati 
wTamM—Cleveland 
ww)J-Detroit 
woGNn-Chicago 
woc-Davenport , 

: { Minneapolis 
WCCO) St. Paul 


WTAG—W orcester 
wFi-—Philadelphia 
wor-Bufialo 
wcaE-Pittsburgh 
Ksp-St. Louis 


Radio Batteries 


-they last longer 


EVEREADY 


“Tt is certainly my experience that the 
Eveready Radio Battery line is an ideal line 
of merchandise. This is particularly so in my 


case, for I also handle Ever- 
eady Columbia Dry Batteries 
in my garage business. 
Each line helps the other— 
they work together.” 

Eveready Radio Batteries 
are fast-turning items, profit- 
able for you and your trade 
to handle. 

Manufactured and guaranteed by 
NATIONAL CARBON CoMPANY, Inc. 
New York San Francisco 
Atlanta Chicago 

Kansas City 


Canadian National Carbon Co., Limited 
Toronto, Ontario 
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VERY month we send out to all 
electrical jobbers a blank form 
CONTENTS headed “What’s the News.” This con- 


tains a _ series of eight leading 
Prize Winners in the July Half of the “Summer Sales Prize questions designed to remind the nl 
Contest” ecutive who receives it to write us the 
news concerning recent happenings in 
. or connection with his company and_ its 
4g le in Better Factory Lighting—By Frank H. personnel. A great many come back 
each month with all sorts of interest- 
ing information which is later em- 
bodied in the news section of Tue 
Jopper’s SALEsMAN. But not nearly 
enough as yet lend their co-operation 
Putting Red Seal Over the Top in this way to make the magazine 
This Plan, of Great Potential Possibilities for the Jobber, more live and readable. And we hope 
Has Been Built on a Good Foundation—Co-operation of more will take an interest from 
Every Jobber and Jobbers’ Salesman Now Needed for 100 now on. 
Per Cent Success. Frequently someone sends in the 
blank with some snappy item of news 
The Jobbers’ Side of the Radio Story and forgets to sign the name of his 
Prominent Jobbers Give Their Opinions on Important Poli- company at the bottom or mention it 
cies That the Radio Manufacturers Are Expected to Pursue. in the body of his notes. Here’s one 
signed by Nat Feldman, office man- 
“We Want to Rent Your Christmas Week Windows” ste Ee the nepali om He 
A Suggestion for Arousing Your Dealers Into Early Action nality of a ae pe na 
on Christmas Buying. M. L. Kleid, who was formerly a 


; successful public accountant, but who 
Salesmen’s Compensation—By John S. Maxson has turned jobber and is doing good 


Method Employed by the John S. Maxson Co., of Homer, work of administrative character. 
N. Y. Adopted as Most Satisfactory After Trying Practically That’s news of good quality, but 
Every Other Method Over a Period of Five Years. doesn’t mean anything unless you 
know what company he is with, and 
The Salesman’s Follow-up—By James V. Murray............ seo? , it would ordinarily have to be con- 
Learn to Recognize the ‘No Sale Just Now” Situation, But signed to the waste basket, for there 
Put Some Time into Pleasant, Friend-Winning Conversation is absolutely no way of “back order- 
and a Few Shrewd Questions to Ascertain the Inside Sit- ing” in a case like this where there 
uation. : is something missing. 


Advancing Standards Are Enlarging Sales Opportunities— 
The Salesman Who Can Show That Better Lighting Saves 
More Than It Costs Wins and His Customer Wins Also. 


The Worriers—By Dr. Frank Crane , 2. 


It is the Worriers, After All, Who Make the World Go EAD L. A. White's article in this 
Round. Not Too Much, But Just Enough Worry Seems 


issue. No, we are not going to 
to be Necessary. 


give the title, hunt it up. He wrote 
this in response to our suggestion in 
Market for Electrical Supplies 6c caiae ye oe pe iT a the August issue that we would pay 
$5.00 for an account of a real ex- 
Pictorial Review of Electrical Developments perience in selling an industrial 
through the “side door” route. He is 
the only one out of 4000 jobber sales- 
men who made the effort. It prob- 
ably took him about 10 minutes to 
write the article—50 cents a minute 
less two cents postage. White is no 
doubt a good salesman. He is also a 
wise gazebo. 
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Prize Winners in July Contest 


Twenty-five Dollar Prizes Will Be Given by THE JOBBER’S SALESMAN to 
the Men Listed Below—The Result of the July “Summer Sales Prize 
Contest.” Those Who Competed in the August Half of the 
Contest Are Now Urged to Send Their Score Cards 
in to Their Sales Managers at Once— 

Another Big List of Cash Prizes 
Awaits the August Winners 


PRODUCTS OF WINNER : COMPANY 

pL ee ee eR ae Een aaeaeere = Morris Blumberg Elec. Co., Detroit. 
Benjamin Elec. Mfg. Co........ nonctotaciaa ....-H. H. Bream........................Moock Elec. Sup. Co., Canton, O. 
eg SE a Alfred E. Heroux................ Commercial Elec. Sup. Co., Detroit. 
8 eae Dewey W. Peterson.............. Illinois Elec. Co., Los Angeles. 

Cee Te Tics aed i Ti, PI ose s..-.. ilectric Appliance Co., Chicago. 

I, BS BU cscs anestidetstesocncaceonenees Dewey W. Peterson.............. Illinois Elec. Co., Los Angeles. 

Economy Fuse & Mfg. Co....................-.+---- R. i Goieee...................... W. T. McCullough Elec. Co., Pittsburgh. 
Edison Elec. Appliance Co.......................-« ee Peerless Electrical Co., Minneapolis. 

Erie Malleable Iron Co........................-....-4 J. F. Clark-...........................Moock Elec. Sup. Co., Youngstown, O. 
Pauuteet  Premecte Cec............................ Clasende ‘Willer.................... Hyland Elec’l Sup. Co., Chicago. 

Flexible Steel Lacing Co..........................--: Ce See Wetmore-Savage Elec. Sup. Co., Boston. 
Gould Storage Battery Co................. ere .......--50. New England Elec. Co., Hartford, Conn. 
Hamilton Beach Mfg. Co.....:.............-.......-. a ee eee Commercial Elec. Sup. Co., Detroit. 
Hemingray Glass Co..............-.--- seviceieiiag Mi. 7, Te epee Central States Gen. Elec. Sup. Co., Chicago 
Eee Ene., Tidivey.....2-2..........20 ©. C.F ins Wetmore-Savage Elec. Sup. Co., Boston. 
Indiana Rubber & Ins. Wire Co................. |. Wa) Seca Central States Gen. Elec. Sup. Co., Chicago. 
Memwies, Bowmen & Co...........................Anh E at... Morris Blumberg Elec. Co., Detroit. 
Mid-West Metal Prods. Co.................---..--. OO: By Rie Otto Reiman, Inc., Chicago. 

Mutual Elec. & Mach. Co.....-...................Theodore E. Pfischner........ Iron City Elec. Co., Pittsburgh. 

National Carbon Co................... ee ee enn Terry-Durin Co., Cedar Rapids, Ia. 
{| LS Oe: a es) ee Electric Appliance Co., Chicago. 

Plymouth Rubber Co........... xpaneeasis tiveness Sdatnabeteisieaaes Interstate Elec. Co., New Orleans. 

Radio Corp. of America.......... iGuchiniiegah a ee Peerless Elec’] Co., Minneapolis. 
oe Se ee ee Lindley Elec. Sup. Co., Philadelphia. 
SF ee. ae Jack F. Vote, Jt................ Crown Elec. Sup. Co., St. Louis. 
Roach-Appleton Mfg. Co...........-...22..2---+-+- Be ee ae A. Shemel & Co., New York. 

ae TE er oT ae SS, 8. Melee... W. T. McCullough Elec. Co.. Pittsburgh. 
oC UL eres A ee ee Wetmore-Savage Elec. Sup. Co.. Boston. 
BT ee ee TIT z. F. Liapee.......-...:.c00c Central States Gen. Elec. Sup. Co., Chicago. 
Triangle Conduit Co................... ee ee Otto Reiman, Inc., Chicago. 

A. | i. Sen one eat, “Clarence Willer..............-.-.-. Hyland Elec. Sup. Co., Chicago. 

Wakefield Brass Co., F. W..........-.-.-------+- Mm 4. Welw... -Hyland Elec. Sup. Co., Chicago. 


Wika Ts Gi cdc eee eh B. By Chass isis J. P. Simons & Co., Chicago. 
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Year In and Year Out 


Jobber Salesman’s Report 


September 1, 1936: 


‘I flew over my territory yesterday after- 
noon. As usual | got a lot of orders for 
‘Okonite’ tape by just asking for them 
when I was selling my other regular items. 
I used to do the same thing when I drove 
acar. I've heard that old timers used to do 
the same thing when they rode trains. 
‘Okonite’ has been in the game since the 
first jobber salesman. Everybody knows it 
and likes it, so it’s easy to sell.”’ 











““Okonite” tape is an unvul- 
canized rubber compound made 
from the same high grade rub- 
ber, and ingredients and with 
the same care that characterizes 
all ‘‘Okonite’’ tapes and insulat- 
ing compounds. 


It readily molds into a homo- 
geneous mass and makes a joint 
impervious to moisture and 
equal electrically and mechani- 
cally to the covering on the 
highest grade insulated wire. 


Get the point. Although it 

comes in rolls and is applied 

rome like tape and when slightly 

heated, it molds into a solid 

covering like a wiped joint in 
Sc4. piumbing. 


5 ee 


Our friction tapes to meet any 
and all conditions where such 
tapes are needed are the well- 
known “‘Manson,”’ “‘Dundee A” 


and “Dundee B.”’ 





AKE THIS AN OKONITE YEAR— MAKE THIS AN OKONITE YEAR — MAKE THIS AN OKON 


THE OKONITE COMPANY 


THE OKONITE-CALLENDER CABLE COMPANY, Inc. 
Factories: PASSAIC, N. J. | PATERSON, N. J. 


roe ta CES: NEW YORK CHICAGO PITTSBURGH ST. LOUIS 
ATL we AN FRANCISCO LOS ANGELES SEATTLE 





Lawrence Electri¢ Co., Cincinnati, O. 
Novelty Electric Co., Phils Pet ttingell-Andrews Co., Boston, Mass. 


Canadian Pat fen Engineering Materials Limited, Montreal 


CG Ps Cuban Representatives: Victor G. Mendoza Co., Havana 
an 
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Profits for All in Better 
Factory Lighting 


Advancing Standards Are Enlarging Sales Opportunities—The Salesman 
Who Can Show That Better Lighting Saves More Than 
It Costs Wins and His Customer Wins Also 





By FRANK H. BERNHARD 


oped for jobbers, dealers, contractors, manufac- 

turers and central stations as the result of the 
nation-wide Industrial Lighting Activity begun last fall. 
Originally this was planned as an intensive drive to last 
not more than six months. The campaign gained momen- 
tum as it got well under way. In those places where the 
start was delayed the interest was at fever heat when 
the scheduled closing time was reached, so it was deemed 
wise to continue the good work indefinitely and cash in 
on it to the limit. 

Jobbers’ salesmen deserve a great deal of credit for 
the active part they took in this drive. Even where the 
actual total in lamp, lighting equipment and wiring 
material sales was not large, valuable experience was 
gained in going after this business that should come 
handy when the interest in lighting is revived with the 
steadily shortening days of early fall. 

Big as the accomplishments of the recent drive may 
seem, they were only a scratch on the surface. In fact, 
the need for improvement in factory lighting has not 
diminished very greatly in spite of the considerable 
number of plants that have been relighted in the last 
10 years. There is no danger of approaching satura- 
tion in this line for an indefinitely large number of 
years. In a recent survey of 440 plants conducted by 


Se: million dollars of new business was devel- 


an unbiased investigator it was shown that in about 60 
per cent the lighting ranged from only fair to very 
poor; in less than 10 per cent was the lighting of a 
grade that could be called excellent. Thus, in nearly 
60 per cent there was more or less urgent need for re- 
lighting while in the 32 per cent that were graded as 
good there was considerable room for improvement be- 
cause lighting standards are continually being raised. 

A factory lighting system that was new seven or eight 
years ago, or remodeled so as to be considered good 
according to the standards of that time, is liable to be 
obsolete now or at least not entirely satisfactory for the 
more exacting requirements of today. The lighting art 
has progressed. Its manufacturers have improved their 
lamps and accessory equipment. Lighting units are now 
available that can fully satisfy the modern cry for “More 
and Better Light.’”’ The value of having the best possible 
lighting has been conclusively demonstrated and the rela- 
tively low cost of providing it has been shown in numerous 
modern installations. 

As evidence of the rising standard of factory lighting 
may be noted the considerable number of installations in 
which illumination values of 20 to even 50 foot candles 
are now being provided. 
rare five years ago, as also were factory installations of 
indirect lighting. The latter are now becoming quite the 


These high values were very 
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proper thing for rooms where sharp shadows and even 
moderate glare are not desired. 

As more direct evidence of this upward trend it will suf- 
fice to mention one typical installation including a very 
interesting test made over three years ago. It was in 
the plant of the Timken Roller Bearing Co. at Colum- 
bus, Ohio. One of the inspection departments occupied 
about 30 by 60 ft. near the corner of a modern one-story 
mill-type building with large glass wall surface and saw- 
tooth roof giving fairly good daylight. This was supple- 
mented by four 200 and two 150-watt clear lamps in 
enameled steel reflectors. These six lamps were not well 
spaced, however, yet with the daylight present gave an 
average of 5 foot-candle illumination on the work benches. 
The lighting effect is shown in an accompanying view. 
Some 10 years ago this’ would have been classed as tol- 
erably good lighting. 

A new lighting system was installed consisting of 28 
“Glassteel” diffuser units mounted 12 ft. from the floor 
on 8 by 10-ft. spacing. They were equipped successively 
with 100, 200 and 300-watt lamps and each combination 
tested for a week, then the lighting was again decreased 
and increased to various stages by changing the lamps and 
testing each setup for a week to get average results. The 
old system had first been tested two successive weeks. 
The new one was tested eight weeks, during which time 
the skylights were blackened to prevent variable degrees 
of daylight from affecting the results, which are sum- 
marized as follows: 


Average Average Pieces Per 

Foot- Inspected Per Cent 

Candles Person Per Hour Increase 
5.0 (Old System) 407 0.0 
6.0 (New System) 424 4.0 
13.0 (New System) 440 8.0 
20.0 (New System) 458 12.5 


It should be noted that the change from the old system 
with its nonuniform and glaring illumination to the lowest 
illumination value of the new system was made with an 
increase of only one foot-candle, but gave four per cent 
increase in production because of greater uniformity and 
diffusion of the light. The other two changes were in- 
creases in illumination without altering its quality and 








Ten Years Ago This Roller Bearing Manufacturing Plant 
Would Have Been Considered to be Fairly Well Lighted As 
Shown at the Left. The Same Room is Shown at the Right 
After It Had Been Re-lighted With Modern ‘Glassteel’’ 





they gave further increases of four and 4.5 per cent in 
production. The combined increase in _ production 
amounted to 12.5 per cent and was obtained at an in 
crease in the cost of lighting that was only 2.1 per cent 
of the payroll! 

The total hourly wages of the inspectors employed 
amounted to $13.20. With the new 20-foot-candle light- 
ing system they produced 12.5 per cent more work. With- 
out it 12.5 per cent more inspectors would have been 
required for this additional work. With it, therefore, 
there was an hourly saving in labor of $1.65, which is 
nearly six times the added hourly cost of the new light- 
ing! The total cost of the new lighting, including current, 
maintenance and fixed charges, was 32 cents, figured on 
the hourly basis, as against four cents for the old lighting. 
Thus what at first sight might seem to be a prohibitive 
increase in lighting cost actually proves a source of de- 
cided economy. 

Right here you have a powerful argument for use when 
directly approaching an industrial plant executive. The 
latter is usually keen for effecting a reduction in cost of 
production if this can be obtained at a figure that still 
assures a good net saving. You have a typical case here 
where the saving was big in spite of a large increase in 
lighting cost. You can get many more examples from the 
leading manufacturers of lamps and reflectors. 

Among them should be the interesting 15-month test of 
the Detroit Piston Ring Co., whose president reported 
that each improvement in the lighting increased the pro- 
duction, the final one showing over 25 per cent increase. 
This was obtained at an increase of 48 per cent in cost 
of lighting, yet this represented only two per cent 
measured in terms of the payroll. Further, he found that 
the costs of all the spoilage, accidents and other wastes 
due to poor lighting could be offset by a one-per cent 
increase in production. And the 200-watt lamp installa- 
tion had given them a 25-per cent increase ! 

Many plants have no records to show just how much 
they lose through spoiled goods, accidents and excessive 
labor turnover caused by bad lighting, yet it invariably 
follows that good lighting diminishes these wastes. This 


fact should be strongly emphasized and the Detroit case 


(Turn to Page 82) 


may be used as a basis of figuring 














Diffusing Units. Remodeling the Lighting Gave 12.5 Per Cent 
Increase in Production at an Increase in Lighting Cost of 
Only 2.1 Per Cent of the Payroll. Here is a Powerful Argu 
ment to Use in Approaching the Plant Executive. 
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Putting Red Seal Over the Top 


This Plan, of Great Potential Possibilities for the Jobber, Has Been 
Built on a Good Foundation—Co-operation of Every 
Jobber and Jobber’s Salesman Now Needed 
for 100 Per Cent Success 


F ALL the works undertaken by the Society for 
Electrical Development, there has probably been 
none more soundly conceived or having greater 
potentialities than the Red Seal Plan. It was first 
“sprung” in this country about two years ago and has 
been in actual operation about 18 months. 
By this time, the plan should be familiar to every 
reader of this magazine. But 


cedure after the community is once organized, along the 
lines found most successful by communities now in oper- 
ation, can be secured from the Society for Electrical 
Development, 552 Fifth Ave., New York. 

Here then is a plan having tremendous potential possi- 
bilities. What are you going to do with it? Every job- 
ber and every jobbers’ salesman is interested in the elec- 

trical industry and what it will 





for the benefit of those who 
have read about and _ heard 
about it but have failed to com- 
prehend its significance, the 
whole plan may be summed up 
in a few lines. It is very sim- 
ple, therefore operable. 

The plan is carried out 
through representative groups 
in individual communities 
the Electrical 
The various interests 


—for co-operating 
your trade. 





usually local 
League. 
—jobbers, 
architects, central stations, etc. 

-work in harmony. 

Standard house wiring spec- 
ifications are prepared and sub- 
mitted to the Society for Elec- 
trical Development. These pro- 
vide for ample and adequate 


contractor-dealers, 


ing the home. 


the realization 





electrical wiring for the aver- 


An Opportunity 


with the 


—for helping your customers to organize 
themselves locally as leagues. 
to bring about a higher standard of work- 
manship and better ethics in the business, 
through the elimination of price cutting. 

—for the contractor, your customer, to get 
more and better business and to perform 
a real service for the consumer. 

—for more sales of higher quality wiring 
supplies, lamps and appliances, due to the 
desire created through “adequacy” in wir- 


—for larger orders from a more prosperous 
trade, in a more active territory. 
to garner the satisfaction that comes from 
that, in 
you are helping vourself. 


mean in his territory if the man 
on the street—the home builder 
—can be at last provided with 
a measuring stick, a standard, 
elements of that he can rely upon when it 
comes to wiring his home—a 
matter that heretofore has been 
Greek to him and put him at 
the merey of the unprincipled 
price cutter, job skimper and 
slipshod contractor. 

This is the best plan so far 
provided for the uplift of your 
contractor—something that will 
enable him to do good work 
at fair profit, and meet the 


gyp with a shot of tear gas 
that will send him to cover 


helping others, ; 
ping once you get the public to un- 


derstand what the Red Seal 
Plan means to them and get 








age American home and must 
meet with the approval of the Society itself. 

The local organization having decided to adopt the 
plan also applies to the Society for a license and after 
due formalities are complied with this is granted. 

After that, the local organization seeks in every way 
possible, by advertising and by word of mouth, to edu- 
cate the public on the advantages of having their homes 
wired according to the Red Seal specifications so as to 
derive the full benefits of electricity in its modern appli- 
cations and at the same time add to the resale value of 
their property by so doing. 

Every job that is completed under the Red Seal 
specifications is inspected by a committee once during 
roughing in and once after completion and if conforming 
it is then labeled as a Red Seal Home, and a permanent 
decaleomania seal is affixed and a certificate of award is- 
sued to the home. This is a lasting indication to every 
owner of the home thereafter that it is amply and ade- 
quately wired. 

Full particulars as to every detail of the plan, steps 
to be taken in organizing a community that is not already 
organized, and constant aid and instruction as to pro- 


them to demanding Red Seal 
Homes. After looking for years for a plan or method to 
put your poor contractor on his feet, here it is, one of 
demonstrated worth, and it’s up to you, an army of 6,000 
jebbers and jobbers’ salesmen, to get behind it. 

As said before, the plan is operable and is already in 
operation. Let us see how it is getting along. 

At the semi-annual meeting of the Associated Manu- 
facturers of Electrical Supplies held June 9 last, the 
Red Seal Advisory Committee handed in an interesting 
report of progress. This showed that from the grant- 
ing of the first license, March 24, 1925, to April 20, 1926, 
a period of a little over a year, exactly 50 licenses had 
been granted, involving 816 communities, having a popu- 
lation of 11,163,076, and furthermore, that 960 Red Seal 
At the time of the report there 
were also four applications in. for licenses, which have 


homes had been built. 


been granted since that time. 

It was significant in this report that in the first six 
months of operation eleven licenses were granted, while 
the following six months witnessed the granting of 39 
more. At the time of 
the report there were some 30 good-sized communities 


This in itself shows acceleration. 
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where consideration was being given to the plan, and it 
is understood that at the present time the number of 
applications for licenses is taxing the facilities of the 
Society’s headquarters staff. 

The Society is certainly doing its part in the way of 
organization and promotional work. The population cov- 
ered by Red Seal activities is astounding in magnitude. 
The meat of the proposition, however, is not in the num- 
ber of communities enlisted and the population covérage, 
but in the number of Red Seal homes actually built in 
The number of such homes probably 
at the present moment amounting to approximately 1000 is 


those communities. 


nowhere near what it ought to be, considering the high 
purpose of the idea, its practicability, and the inestimable 
good that it can be: to the industry if all take hold. 

To illustrate conditions in a general way, the reports 
to Tur Jopper’s SaLesMAN from 16 prominent jobbers 
located in widely separated parts of the country will be 
Please understand that these do not consti- 
But they do repre- 
sent straws which show which way the wind is blowing— 


interesting. 
tute a real survey—nothing like it. 


a cross-check as to what is going on. 

In the case of the cities represented by these 16 job- 
bers, there were nine in which the plan had not been 
started, six in which it had been started with encourag- 
ing results to date and one in which it had been started 
without encouraging results, at least to that one jobber’s 
way of thinking. To a considerable degree this is en- 
Forty-three per cent are working on it and 
The plan 
is a big one and, like all big things, it takes time to get 
Forty-three per cent sold on the idea in 
approximately a year and a half is not bad, considering 


couraging. 
only one out of the lot showing lack of spirit. 


under way. 
that 100 per cent on a proposition like this is never 


achievable. 
In the seven localities where the plan is under way, 


four of the jobbers expressed interest and were backing - 


it, the other three were apathetic—just about knew that 
such a movement was on foot, as could readily be seen 
from their letters. 

How a jobber 
can possibly know that this plan is being worked out in 


To put it frankly, this is ‘“‘not so good.” 


his city and not be back of it with energy and with the 
co-operation of every last one of his salesmen is a mystery. 
Ili is inconceivable that he has not been invited. Perhaps 
it is because he has not understood exactly where he be- 
longed in the picture. One jobber, in fact, wrote: “I 
think that the with of the Red Seal 
literature that came to us was that it lacked a definite, 


trouble some 


concise explanation of the plan and what part belonge« 
to the jobber, so in my case as one of a class, don’t yo 
think it would be a good thing to restate that issue?” Per 
haps it would be a good thing to restate the issue an 
keep on restating it. But as to clarity, nothing could by 
clearer than the explanations sent out in the printed mes 
sages of the Society and the explanations of its field men 
who have borne the brunt of the organization work among 
the Leagues. 

Again it is repeated, “What are you as jobbers doing 
with the Red Seal Plan?” If the plan has been started 
in your community, is every salesman familiar with thi 
method of operation? Are the executives active in th 
movement and represented on the local committees? Ar 
you getting the contractors into the League and thereby 
in touch with the plan? Is every salesman talking Red 
Seal every day to at least one or two of his contractors? 
Is every salesman merchandising to his contractors tl. 
Red Seal advertising, both newspaper and direct so that 
the contractor will realize that a really constructive work 
is going on among the people in that community so that 
he will get the spirit of the plan and in turn promulgate 
it by word of mouth among those with whom he comes 
in contact? 

In communities where the plan has not been put into 
operation, are you, as vitally interested members of the 
electrical fraternity, taking any steps toward the forma 
tion of an Electrical League or similar organization so 
as to get this good work started at once? 

If you are not doing these things you are letting slip a 
brilliant opportunity. Aside from the fact, as before 
stated, that it is of high purpose and calculated to makv 
better electrical homes and give the people what they 
really want in the way of electrical conveniences, there 
is back of the plan increased business for every one in 
the industry—jobber, central station, manufacturer, con 
tractor and dealer. If, in every home that is built, 50 
outlets are made to grow where otherwise only 25 would 
have been installed, ultimately 100 per cent increase in 
business will be attained pretty nearly all the way down 
the line. 

The Red Seal plan is not in a critical stage. It has 
gone far enough so that fruition is certain. But it is in 
that certain stage of its development where the kernels 
are just “setting,” so t> speak, and a good shower will 
do more toward a big harvest than all the cultivating in 
the world. Now it’s up to this army of 6,000 jobbers 
and jobbers’ salesmen, strategically distributed, to step 
in and turn on the hose. 





Don’t Forget the August Prizes 


EK HAVE just completed our second 

annual “Summer Sales Prize Contest” 

and again the results have proved that 
we have accomplished something worthwhile for 
the industry. In all, 35 manufacturers were rep- 
resented in this contest and over 1,000 jobbers’ 
salesmen competed for the $25 prizes offered by 
THE JOBBER’s SALESMAN to the men having the 
greatest gross sales in each line represented. 
In this issue appear the names of the winners 


in the July half of the contest. But do not 
forget that there is more money waiting for 
those who are successful in the August half. It 
is urged therefore, that every salesman entere< 
fill in his August score card at once and get it 
in to his sales manager for signature. Prize 
winners for the August half will be determined 
from the reports that are in this office by Sep- 
tember 15, so do not delay or you may lose some 
money. 
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The Jobbers’ Side of the 
Radio Story 


Prominent Jobbers Give Their Opinions on Important Policies That the 
Radio Manufacturers Are Expected to Pursue 











Some Jobbers Are Even Going So Far As to Establish Radio Dealers’ Schools. 
Many Who Are Educating Their Dealers in This Fashion. 


HE problems of the jobber handling radio are in 
reality of two major types. First of all, he must 
decide on manufacturers which have a substantial 
product, a strict jobber policy, and are well advertised. 
His second problem is his work with the dealers. 
It is no easy task to make the first decision. The radio 
industry is settling down to the point where manufactur- 


ers in general recognize the importance of functioning: 


along the lines mentioned above and as a consequence it 
is becoming more and more difficult for the jobber to make 
his choice. To give the jobber’s view on this point, it 
might be well to quote L. T. Hare, sales manager of the 
Rumsey Electric Co., Philadelphia, Pa., who announces 
that, “Our policy is to handle two or three nationally as 
well as locally advertised sets of unquestioned merit.” 
On the other hand, “Our efforts in radio,’ writes J. L. 
Buchanan, president of the Wesco Supply Co., St. Louis, 
Mo., “are confined entirely to the product of the Radio 
Corp. of America.” This, of course, takes care of the 
problem for the R. C. A. distributors, but the jobbers 
handling independent lines, generally “make it a plan to 
push lines which are advertised well, which are con- 
stantly pushed by the manufacturer by the furnishing of 
representatives to do missionary work in the territory 
from time to time, and with manufactuers who appear to 
have a very definite policy and have a definite procedure 
in research, manufacturing and in merchandising.” These 
sentiments by D. C. Wallace, radio specialist of the 
Peerless Electrical Co., Minneapolis, Minn., express the 
general view of jobbers on the subject. 

H. H. Tully has taken the time to outline at length 
the opinion of the Doubleday-Hill Electric Co., Pitts- 
burgh, Pa., on the same subject. To quote Mr. Tully: 





The Illinois Electric Co., Chicago, is One of 


“Being one of the first jobbing houses in the country to 
handle radio and being one of the first to visualize tie 
great possibilities in the radio field, this company has 
naturally passed through practically all the phases of 
manufacturing and merchandising changes which were 
necessary due to the rapid development of this new 
industry. 

“Fortunately, we have had little cause for complaint, 
having received the assistance from our manufacturers in 
helping solve the problems the distributor has in the 
mechandising of radio. 

“The manufacturers in whom we placed our confidence 
in their ability to produce quality merchandise, plus a 
policy equally favorable to the distributor and dealer, 
have endeavored in every way to extend sales helps, such 
as placing field representatives in our territory, adver- 
tising helps in the way of co-operative dealer advertising, 
co-operative distributor newspaper advertising, national 
magazine advertising, window and counter displays, etc.” 

There is one thing which the jobber does not like and 
that is the changing of models in mid-season for, to 
quote an eastern jobber, “it has been one of the most 
serious problems faced by distributors and dealers. 
Salable and valuable merchandise has been rendered 
obsolete and of no salvage value over night. 

“‘Why yearly models?’ A very prominent and suc- 
cessful automobile manufacturer advertises, ‘No yearly 
models, but constantly improving.’ A slogan of this sort 
will, without doubt, help stabilize radio buying as, at 
present, the prospective purchaser always fears his set 
may become obsolete over night.” 

On the other hand Mr. Buchanan states that “as far as 
changing of models is concerned, (Turn to Page 104) 
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“We Want to Rent Your 


A Suggestion for Arousing Your Dealers 


, "hie after year the dealer continues to be late in 
his Christmas ordering. Both jobber and dealer 
lose business in the last grand rush because of the 

dealer’s lack of foresight. The wise jobber’s salesman 

begins no later than September to urge his dealers to 
early action. However, he needs all the help that the 
house can give him to back up his personal efforts. 
Without going into a long-winded discussion of the 
subject, here is one concrete suggestion for a four-time 
mailing approach to the dealer that the house might make 
to pave the way for the salesmen. Four dealer messages 
are printed below. They may be multigraphed on your 
letter head, sent out as printed cards or in any other 
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form you see fit. The main thing is, that they should bh. 
started at once—by September 15—and follow at week 
to 10-day intervals. 

To make an impression on the dealer some central idea 
must be embodied in the series—something that will stick 
in his mind and before the series is completed cause him 
to say to the salesman—‘‘What’s the big hubub all about, 
or words to that effect. 

The central idea in this series is the statement on thi 
part of the jobber—“We Want to Rent Your Windows 
for Christmas Week.” That in itself should be striking 
enough to catch and hold the dealer’s attention. What 
jobber ever made such a request? With that as a key 
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No. 1 


WE WANT TO RENT YOUR 
CHRISTMAS WEEK WINDOWS 


In Chicago, last May, a firm rented a store for 
$15,000 a year. The store was not large, but 
it had a large window located on a busy street. 
The company who signed the lease figured that 
the rent of the window alone was $7,000. 


No matter how large or how small your win- 
dows, they are the most valuable things about 
your whole store on Christmas week. 

When we say that we want to “rent’’ them 
for the week we mean it in the sense that we 
want to share with you the responsibility of 
arranging and stocking the windows in a way 
to make them the biggest business producer that 
you ever had over a given period. 


We have a plan for doing it. Ask us. 
Yours for an early start, 
Tue Parapise Evec. Suppry Co. 








ARE YOU ROOMING AND BOARD- 
ING AN ELEPHANT? 


You recall that we wrote you the other day 
about “renting”? vour windows for Christmas 
week. 

From your standpoint, the Holiday period 
means September and October. They are the 
months when you have to get your plans in 
shape—when your arrangements for stock must 
be made if you are to get what you want when 
you want it. 

Your windows can be made your biggest stock 
in trade, otherwise you are rooming and board- 
ing a white elephant free. 

Our “Rent-Your-Windows”’ plan isn’t one of 
these high-falutin, riproaring campaign ideas 
that in the end puts no toys in the baby’s sock, 
but it does call for a lot of practical co-oper- 
ative work on our part which will make those 
windows pay a profit for both of us. 

Write or ask our salesmen for the “dope.” 
Yours for an early start, 

Tue Parapise Exec. Suppty Co. 
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Christmas Week Windows” 


Into Early Action on Christmas Buying 


note, the theme running through the letters is two-fold 
(1) That the show windows during Christmas week are 
the most valuable asset that the dealer has. That he 
should know early what he is going to put into them 
and have a pretty clear cut idea of how he will dress 
them—then provide stock to meet all the trade the win- 
dows will bring. (2) That you have a clear cut plan for 
laying out the window stock and displaying it—a plan 
by which, although you do not actually rent the windows 
for cash, you enter into a sort of partnership with him on 
the profits that the windows can be made to produce. 
Finally, since a percentage of the dealers. from the re- 


peated suggestion that you wish to get in on their Christ- 
mas window plans will ask as to the details of your plan, 
a thorough course of procedure should be mapped out 
and given to the salesmen in concise form so that they 
can follow through. This will naturally include first a 
list of the things which you wish the dealer to stock and 
display and a good variety of window trims and ideas 
worked out in advance that will embody part or all of 
these items. In short, each salesman should be pre- 
pared with a definite program on which to get busy in 
a positive, concrete way every time the “We Want to 


Rent Your Christmas Windows” question comes up. 
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No. 3 


IT ISN’T TIME TO HANG THE 
CREPE 


Neither is it time to get out the old barrel 
hoops and the red and white muslin that some 
people ‘think can be knocked together with a 
few gold stars and some odd merchandise to 
make a “good enough” Christmas window dis- 
play. 

But the time is here now to make plans to 
avoid just such makeshifts, that, when put in 
place actually drive people away from certain 
stores on Christmas week. 

If you will let us “Rent-your-Windows-for- 
Christmas-Week,” we have plans already 
worked out to increase the profits of our joint 
interest in your windows. 

Our salesmen, Bill Smith, Tom Jones (men- 
tion the names of your salesmen) have full 
Ask them. 


Yours for lower rents, 


particulars. 


Tue Parapise Exec. Suppiy Co. 








No. 4 


ARE WE GOING TO RENT THOSE 
WINDOWS? 

In your interest we have written you three 
letters impressing on you the value of proper. 
window displays and the necessity for prompt 
action on your part in planning for the Christ- 
mas season. 


It means money to you to be prepared for 
the Holiday demand—actual dollar and cents 


profit. We have worked out a plan with our 


men to help you make this preparation. Are 
you taking advantage of their knowledge? 
“Rent-Your-Windows” to us for the ideas 


we have in mind to make your Christmas sales 
show volume and profit. 


Our 10 (?) salesmen (mention names of 
salesmen) all know the full details of the plan. 
Talk it over with any one of them. 

Yours for greater Christmas profits. 
Exec. Supprty Co. 


Tur PARADISE 
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Salesmen’s Compensation 


Method Employed by the John S. Maxson Co., of Homer, N. Y. Adopted 
as Most Satisfactory After Trying Practically Every Other 


UR salesmen are paid on a percentage of profit 
@, basis. Space is provided on the office or billing 
copy of each invoice for extending both cost and 
selling price on each item billed, and the total subtracted, 


showing the gross 
profit on that par- 
ticular invoice. 

Mon- 


statement 


On each 
day, a 
is presented to 
the salesmen list- 
ing all invoices by 
date and number 
covering the pre- 
vious week’s busi- 
ness. In one col- 
umn, opposite each 
invoice number, is 
shown the amount 
of the invoice and 
in another’ the 
amount of the 
gross profit on 
that invoice. After 
deducting profits 
on credit memo- 
from the 
total gross profit 
for the week, 20 
percent is deduct- 
ed, which 
a portion 


randa 


covers 
of the 
overhead expense, 
and from. this 
amount 50 percent 
is deducted for 
of the 
profit and the re- 
maining 50 


our share 


per- 
is the sales- 
compensa- 


The 


cent 
man’s 


tion. one 


and only exception to this arrangement is sales made 
through Form A_ or Probationary A lamp agents. 
tlement of these sales is made on the same basis on the 
first day of April and October of each year. 

Each salesman receives the same compensation from 
sales made in his territory regardless of whether he per- 
sonnally solicited the business or whether the orders 


Method Over a Period of Five Years 


JOHN S. MAXON COMPANY. HOMER, N. Y. 


By JOHN S. MAXSON 





DAILY SALES REPORT OF 


case No Day Date 


USE OTHER SIDE FOR REMARKS 
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ENTER THE ESTIMATE OF YOUR ORDERS IN COLUMNS PROVIDED ABOVE 


DAILY EXPENSE REPORT OF 





MAIL EVERY DAY FROM TOWN WHERE YOU SLEEP 
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JOHN S. MAXSON COMPANY, Homer, N. Y. 


Daily Report Forms Used With Success 


were received by telephone or mail. 


When an account becomes 60 days past due, according 
to our regular terms, the salesman is charged back for 


By the John S. Maxon Co. 


Set- 


the exact amount which he received on this particula 
account and is again credited for this amount if collec 
tion is made without expense to us. 
expense be incurred, and the account collected, such ex 


Should collection 


pense is deductei 
from the - sales 
man’s profit, but 
never in excess of 
the total amount 
of the profit he re 
ceives. 

We would mak 
it plain that thi 


salesman _ receives 
no remuneration 
whatever other 


than that mention 
ed above. In other 
words, he has no 
drawing account 
for salary or ex 
penses and he sub 
mits to us daily 
sales and expense 
reports, samples 
of which forms 
are here’ shown. 
Expense _ reports 
are required mere- 
ly for the sales 
man’s benefit since 
we often find we 
can help him cut 
corners on ex- 
penses and in this 
way increase his 
net profits. 
During our fiv: 
years of expe 
rience in the elec 
trical supply job- 
bing field we have 


tried paying straight salaries, salaries and commissions, 
commissions with drawing accounts and have found our 
present method employed during the past two years by 
far the most satisfactory. This arrangement gives to the 
salesman a business of his own and instills in him a re 
sponsibility toward us and his trade. 

Anyone will realize that this is a rather complicated 


and difficult matter to explain within the limits of 


brief article. 





However, it is hoped that the principles o! 
the system have been made sufficiently clear. 
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The Salesman’s Follow-Up 


Learn to Recognize the “No Sale Just Now” Situation, But Put Some Time 
Into Pleasant, Friend-Winning Conversation and a Few Shrewd 
Questions to Ascertain the Inside Situation 


By JAMES V. MURRAY 


An Interview With H. D. Havey, Sales Manager Electric Appliance Co., San Francisco 


66 OW FAR ought a salesman to go on follow- 
H up?” repeated H. D. Havey. 


“That's a question I have often asked myself 
when on the road. 

“Even when selling from 
$150,000 to $175,000 worth 
of merchandise a year for 
an electrical goods house, I 
always found time to do a 
good deal of, what seemed 
to be on the surface, un- 
profitable calling. 

“Following up customers 
is where many new salesmen 
fall down. Perhaps spoken 
to brusquely on the first few 
visits, the salesman turns in 
a report that this is a ‘dead’ 
account, and he quits call- 
ing, following the line of 
least resistance and visiting 
the more amiably disposed 
members of the trade. 

“Right here is where he 
may make a big mistake. For 
very often your pleasant- 
spoken man is simply too 
easy-going to turn you down 
flat, and the result is you 
call on him again and again, 
only to have the news 
broken to you gently, at 
last, that there is no possi- 
ble chance with him due to 
business reasons. 

“While your ‘grouch’ may 
turn out to be the finest 
account on your lists. 

“One account I had, a small store in the Middle West, 
by a simple little maneuver, was changed from a swear- 
ing enemy of the concern to a life-long friend. 

“It seems we had only partly filled an order of his. 
It was for a dozen Klaxon horns, we then handling auto- 
motive electrical goods, although doing so no longer. We 
shipped away eight; all we had at the time. The list 
price ran better on a dozen order than on an order for 
eight, and our office billed this customer on the eight 
price. 

“When I called at the store, this customer was boiling 
tad at our house, profanely so, in fact. Even when I 
finally was able to learn what he was so angry about, and 
sceing the situation, offered to adjust the matter with 








H. D. Havey 


But he 


“‘He said he was done with our house forever. 


him right there and then. refused my offer. 

“Happening in the same territory, at a later period, 
I left my catalog case out on the sidewalk and came into 
his store empty-handed. 1 
offered him my hand and 
he refused to take it. He 
said—I thought I told you 
I didn’t want to do 


more 


any 
business with your 
concern.’ 

And I 
am here, not as the repre- 
sentative of the electrical 
goods company, but as 
Havey, an old friend who 
wants to shake hands with 
you and ask you how the 
wife and babies are. The 
electrical company I left out 
on the sidewalk.’ 


“He reluctantly shook my 


“TIT said, ‘You did. 


paw, and then walked with 
me to the doorway to see 
what I meant. When he 
saw my the 
sidewalk alongside his dis- 
play window, he looked at it 
for a moment, and then sud- 


case out on 


denly burst into a roar of 
laughter. I had got under 
his skin. 

“When he recovered his 
breath he said, ‘Bring in 
your old electrical company, 
catalogs and all. I want to 

give you an order.’ 

“Persistency in this case brought its own reward, for 
that customer has been a steady, reliable account with 
us ever since. 

“That’s a case of following up a tough, lost account, 
and bringing it back home again. 

“In another case, I visited a certain 
60 days for a period of three years before winning it 
over. Even though amiably warned that I had no chance 
at all, the concern having three suppliers and wanting 
to do business with no others, I called just to pass the 
time of day. 

“Finally the head of that concern asked me my object 
in coming to see him, knowing what the conditions were. 
I said: ‘You are doing business with only three concerns 
But one of these three may die some 


account every 


in your buying. 
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day, and my concern may then have a chance to take its 
place.’ 

“Sure enough, one of his suppliers finally moved into 
another territory, and I obtained one of the most valu- 
able, reliable accounts I have ever handled. 

‘Although it is wholly a matter of opinion, I believe 
that the salesman can do something for himself in the 
matter of ‘follow-up’; something that lots of them don’t 
do. And that is, to recognize a ‘no-sale just now’ sit- 
uation, and, instead of persisting in trying to sell, to 
put in the time in pleasant, friend-winning conversation, 
interspersed with a few shrewd questions which will in- 
form him of the ‘inside situation.’ 

‘He then can make up his mind whether or not. to 
continue to call. If big money is involved, I would say, 
call anyway, the same as I did on the man with his three 
Had _ this I don’t 
believe I would have worn out good shoe leather in per- 


connections. been a small account, 
sistent calling. 

‘But on the other hand, a small account which is dis- 
satisfied with the deal he is getting is the very one who 
should be followed up, if for no other reason than to 
keep intact the prestige of the house, and to build up 
good will. Any amount of work is justified to bring 
about satisfaction in such a case. 

“For the jobbing house that has much ‘gyp’ competi- 


tion to face, based wholly on price, the best argument 


for the salesman is to tell his dealer, who is being tempt 
ed by cut-prices, that the ‘gyp’ jobber is often a ‘gy 
buyer. He gets ‘gypped’ himself, buying hastily on letter 
and catalog offers. And he must get rid of his stuff at 
any price in order to recover enough of his capital to 
finance his more regular deals. 

“Such men, doing a regular business in one territory, 
will often hop over into a strange one, for the purpos: 
of making a ‘once-over’ trip among strangers whom li 
can load down with his own poorly advised purchase. 
This done, he will ‘return to his muttons’ unconcerned. 
never expecting to visit that section of the country again 

“When a dealer feels that he is never going to see that 
man again, and that he will have nobody but himself to 
kick if he gets stung, it is then he will listen to the stor) 
of the house which is in his territory on a permanent 
basis for business He doesn’t feel quite so ‘all-alone’ in 
the deal, knowing that the responsible jobber of regular 
lines at fair prices will give him ‘service,’ as well as 
merchandise. 

“T do not believe in having any set formula on sales 
men. Not long ago a young man came in here and stated 
that he had worked with his hands all his life on elec 
trical lines, and now wanted to try his fist at selling. He 
admitted he didn’t know a thing about selling, but he 
has since developed into one of our strongest men. This 
was because he was probably a (Turn to Page 86) 








What is said to be the first fight to be especially fought for radio listeners was broadcast direct from the studio of “WRNY, 





. : c 2 s ~oo+ 
New York. Benny Martini, junior national bantamweight champion and Jimmy Rappaport fought a four-round bout in a ring sé 


up right in the studio, with gong, sponges, towels and the usual impedimenta of fistiana. 
round: Left, Martini; right, Rappaport; Referee, McDonald in center—Herbert Photos. 


This shows the beginning of the first 
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The Other Side 
of the Story 


The Worriers 


It is the Worriers, After All, Who Make the World Go ’Round. Not Too 
Much, But Just Enough Worry Seems to be Necessary 


By DR. FRANK CRANE 


so much banal advice has been given to the finger-nails and with run-down heels and with 
effect that no one ought ever to worry, that his cuffs frayed out. 
we forget there is There are those who 
something to be said on never worry about 
the other side. This finances. ‘They just 
article is in defense of spend all they get and 
the worriers. let it go at that. They 
It is the worriers, are very delightful 
after all, who make the people as a rule and 
world go. People who a happy-go-lucky class, 
are content, who don’t but they create quite 
care, and who accept as much misery as they 
whatever conditions do happiness. They do 
may exist, never not provide for their 
change anything much. families, they leave 
It is the woman who their dependents help- 
worries about dirt and less after they are dead. 
disorder, that is, the because they have neg- 
woman to whom these lected life insurance, 
things are painfully and they don’t pay 
disagreeable, who is their debts when they 
not content to sit down are due. 
in the midst of confu- Those people whom 
sion, who keeps her debts worry and whom 
house clean. uncleanness worries al- 
It is the woman who ways have been and al- 
worries about her per- ways will be the back- 
sonal appearance that bone of society. 
keeps her clothes neat Not too much, but 
and her face up to the just enough worry 


): MUCH has been said against worrying, ance he does not go about with mourning in his 





mark all the time. If seems to be necessary 
she does not care how in the right kind of 
she looks her neck is apt to be grimy and her make-up. 

hair unkempt. In other words, its the stuff that makes the 


If a man worries about his personal appear- world go round, as was said in the beginning. 


Copyright, 1926, by Frank Crane 





An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 


Jobbers, on Market and Price Conditions for 22 Key Products 

























































































































































































































































































































EASTERN STATES* CENTRAL STATES* WESTERN STATES* 

MARKET PRICES MARKET PRICES MARKET PRICES 

July 15 to General July 15 to General July 15 to General 

COMMODITY August 15 Trend August 15 Trend August 15 Trend 
he he * he 

eialglele/ElglalalSizielgiaig/sii/é 

SOlail& /Zla] 4 Bl/e/tlals Bla lZlals 
Transformers, insulators, distribution equipment) 6 | 14 0; 231] 0 Pw to} OO | Bl 0 1 4 ¢tet #1 0 
Poles and pole-line hardware 7/14] 6) 3) 2) O 3/14; 9] 7| 14] 1 So. 81 St AG ie) 0 
Switchboards and accessories 5] 14] 5] Of 20 | 0 1} 12; 12; 0-| 2; O 2) 4 1 0; 5] O 
Motors and control apparatus 4)14/10{ 0] 2] 0 3; 12/10] 0} 21 1 1/82) 2 Oy st 0 
Safety switches 14.) 16 | 2 1°00 aT 1 32 7 8 8 ee Kins+*O) C1 Si s 
Wiring devices 10.| 19 3 0 | 27 1 18 | 17 1 0 | 20 3 4 0 0 3 3 
Conduit and fittings 161165) 3 Ores | 14 17 [18 fT 21 0|;25/] 0 ) SO) 81 6! 0 
Fuses 15 | 16 1 0 | 28 0 || 13 | 17 1 0 | 25 0 2 6 0 0 5 ] 
R. C. wire and cable 11 | 21 0 1} / 10 HWY 3 wT ah i ae 3 4 1 0 0 6 
W. P. wire 9 | 14 8 8 | 15 + 7 | 14 7 8 | 11 + 1 6 1 0 3 3 
Lamps 13 | 15 + 0 | 27 0 8 | 14 + 0 | 24 0 3 5 0 0 5 ] 
Industrial reflectors 9/14; 7] 0/|26| 0O 6 Pais 1 FoR TS) OC 2} €teo)] 81 6] O 
Commercial lighting units 8/18/ 8} 0|2/] O §/15| 8] 0;%]| 0 oT tS i ey OO 
Residential lighting units 71201 37 (oO Pe te TP ge ee Se 1a). 2 oy eee eT ay 1 
Street lighting equipment 5 9 8 0; 19 0 3 8 | 138 0 | 19 0 1 3 3 0 5 0 
Heating appliances 7 | 19 5 O | 24 3 &§ | 12 | 12 0 | 18 7 2 4 2 0 5 1 
Motor-driven appliances 0/16} 9} 0} 22] 1]| 4/10/12] oO} 19} 2] Oo} 2] 5] O} 5] Oo 
Fans 12 | 16 + 0 | 26 0 S142} 0 | 25 0 4 3 1 0 6 0 
Radio 1 | 12} 16 1 | 20 5 0 718i 0 | 17 + 1 1 6 0 3 3 
a IS EEN Gite Geneet GARR lines Gna doane eae | SS Eee —_ 

Flashlights and batteries 7/22} 3$| 0/26] Of] 3/2/13 | 0] 25] O|/ O| 7] 1] O| 6] O 
Telephone equipment 0/ 8/11] 0/16, O}/ 2] 7} 12] Of 19] Oj] Of 4] 2] Of} 4] 1 
Storage batteries .................... 1 a 143 0! 14 2 3 8 | 13 0118 Q 0 5 2 0 5 1 




































































“Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 
Oklahoma and Texas; Central States all between. 
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Pictorial Review of Electrical Developments 





Left: Try to get away with it 
now! A new method tried out re- 
cently by the Los Angeles police 
department in the questioning of 
criminals and suspicious characters 
is hoped to do away with the tor- 
turous third degree. ‘lhe party 
questioned is walked onto a stage 
and lights focused on him. He is 
unable to see anyone before him, 
and in this manner detectives are 
able to study the suspect’s manner- 
isms, and so ferth. It is hoped 
that the “Shadow Box” will break 
down a_ suspect’s defiance and 
bring about a confession. This pic- 
ture shows detectives questioning 
suspects in the shadow box.—P. & 


A. Photo. 





























Right: Here is certainly a good idea on a “Stop and Go” 
light. ‘The light goes on and you stop. Miss Audree Evans 
is shown wearing the startling novelty which she recently intro- 
duced in Los Angeles. It consists of an electric light in the 
heel of the pump, which is connected up with a wire leading 
to a battery worn at the waist. The wire passes through on 
the inside of the stocking, but in order to demonstrate it, Miss 
Kvans is shown wearing it on the outside. Underwood & 
Underwood Photo. 











station announces that 





wood & Underwood Photo. 































WCFL., the broadcasting 
station of the Chicago Fed- 
eration of Labor, located on 
the Municipal Pier, Chicago, 
has begun broadcasting on 
its regular schedule. The 


will not be conducted for 
pecuniary profit, but that its 
purpose is to advance the 
principles of trade union- 
ism. Our photograph is an 
extraordinary view of the 
Municipal Pier, showing the 
aerial over WCFL.—Under- 
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Wood, then coal, now elec- 
tricity. When the Illinois Cen- 
tral inaugurated its new electric 
train service in Chicago re- 
cently, old No. 1, the first I. C. 
suburban engine, which went on 
duty in 1878, when the fireman 
used cord wood for fuel and 
twenty miles an hour was main- 
tained, was brought out to see 
the new No. 1188, electric train 
do its stuff, and when the 
new electric-powered train was 
moved into the central station, 
lined up on two other tracks 
were Old No. 1 and its succes- 
sor, the steam locomotive, which 
now has given way to the 
speedy electric.—Underwood & 
Underwood Photo. 








Yes, sir, all the pictures we get these days, from the coast, have someone in 
a bathing suit in them. However, this photo shows the smallest lighthouse in 
service in the world, located at Lake Arrowhead, Calif. It is also the highest, as 
it is located in the mountains near Los Angeles, a mile above sea level. It 
throws its really powerful beam over the surface of Lake Arrowhead, to guide 
the lake boats into port at Lake Arrowhead Village—Herbert Photo. 

Below is a group of men who were responsible for the construction of the 
world’s largest and most powerful turbine generator, which is capable o* 
generating 80,000 horsepower electrical energy at the East River Station of the 
New York Edison Co. The men standing in front of the turbine rotor, which 
rotates at the terrifice speed of 12 miles per minute, are, left to right: W. H. 
Chapman, turbine engineer for General Electric Co.; J. H. Lawrence, vice- 
president of Thomas E. Murray, Inc.; E. H. Cranwell, general contractor, and 
J. S. Kerins, construction engineer for Thomas E. Murray, Inc. The dimen- 
sions of the turbine generator are 60 feet by 26 feet by 47 feet—Underwood. 


Marconi’s first and latest radio tubes are here shown, 
in comparison with a half-penny (English coin). The 
first tube made by Marconi was in 1895, and is part of 
the interesting collection of wireless apparatus to be 
seen at Marconi House, London—International Photo. 
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Mail in Your 
SaleStarters 


ERRY is ready and waiting to 
J give you personal attention on 
your lighting jobs! All you have 

to do is fill out a “SaleStarter” 
{you should have a whole stack of 
= Z them—if you haven’t let us send 
SB you some]}—telling Jerry all about 
your prospect, drop it in the mail, 
and let Jerry do the work for you. 


Jerry has a large and competent 
engineering department at the 
Chicago office to help handle your 
jobs. A filled-out “SaleStarter” 
from you will receive Jerry’s im- 
mediate and personal attention, 
and a complete and thorough 
engineering report with recom- 
mendations will be on its way to 
you in a short time. 


CURTIS LIGHTING, Inc. 


1119 West Jackson Boulevard 
CHICAGO 


New York—31 West Forty-Sixth Street 
Los Angeles— 3113 West Sixth Street 


A “SaleStarter”’ 
is shown at the left. 
If you fill out the 
questionaire on the 
inside, you cannot 
help but give the in- 
formation needed. 
Send for a package 
of “SaleStarters” — 
they will help you! 





Get acquainted 

with Jerry— 
Co-operate with him— 
Let him Helb YOU! 
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The original cost of a 
conduit fitting represents 
but a small proportion of 
the complete installation 
cost. A greater proportion 
of this cost is made up of 
labor—the cutting of threads 
and screwing conduit into 
the fittings. 


The Kondu-Box has been 
so designed as to eliminate 
these costly ope€rations and 
to furnish many other eco- 
nomic advantages as well. 
A few are mentioned on 
this page. Study them— 
send for a sample Kondu- 
Box and you will appreci- 
ate just what they mean t 
you and your contractors. 
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Patented August 24, 1926 
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EXPLANATION OF FEATURES 


. Cutting of threads on conduit is a waste of time and money. Kondu Threadless Fitting: 
eliminate this operation as well as the investment and maintenance of stocks, dies and 
threading machines. 

. The necessity of screwing conduit into fittings is also another costly operation which 
Kondu Threadless Fittings has reduced to a minimum. Only slight eftort is required to 
tighten Kondu Threadless Fittings in the desired positions. 

. No more loss of time in starting tight or damaged conduit threads into fittings. No pipe 
wrenches or expensive equipment needed. Slide the conduit into the Kondu Threadless 
Fitting until it seats on the bead, tighten the lock nuts and the job is finished. 

. Tests have shown % inch Kondu Threadless Fittings to have a holding power of over 
2,500 pounds. This is far greater than normal requirements. The secret lies in the 
parallel grip of the tapered bushing—the greater the tension, the tighter the bushing grips 
the conduit. 

. It is immaterial whether the conduit be with or without threads as the tapers on the 
bushing causes it to conform to any variation of size or shape of conduit. 

. Kondu Threadless Fittings are made of certified malleable iron and are not affected 
materially by rust or corrosion. They are unbreakable and are, therefore, ideally suite 
for all work requiring strong fittings. 

. The large rectangular openings of Kondu Threadless Fittings, with the cover screw lugs 
out of the way, give great accessibility. Splicing becomes an easy operation. 

. Underwriters’ tests show excellent grounding is obtained without scraping enamel off the 
conduit. 
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REGISTERED IN CANADA 


DUIT FITTING 


Underwriters Laboratories 









THE “SIMPLIFIED LINE” 


The most “Simplified Line” in rigid conduit construc- 
tion is the Kondu Threadless Line, developed and 
manufactured by the Erie Malleable Iron Company 
one of the oldest of certified malleable iron manufac- 
turers in the industry. 











Ks 


Cx KX KA 






\/ 


\/ 
a 


C2 


~ 


a 


fx KATY DY 


The amazing results obtained by the electrical con- 
tractor and engineer in using the Kondu Threadless 
Fittings, are a confirmation of this “Simplified Line.” 
The merits of this fitting will be found on the oppo- 
site page. 









YZ 


Kondu Threadless Fittings are marketed through the 
jobber and jobber’s salesman, backed by an extensive 
dvertising and sales promotion program, which will 
‘gmake Kondu Threadless Fittings the last word in 
‘Beid conduit construction. 
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Send for full particulars regarding jobber’s proposition 
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Couch Tilting 
Mail Boxes 


(Patented) 


Approved by U. S. Post Office Department 





No. 3303 
Speaking Tube Type 


Here is a fast selling item for jobbers and jobbers’ 
salesmen—The Couch Tilting Mail Box. They are 
supplied with a call button and speaking tube mouth 
piece for each suite or a call button for each suite and 
a single mouth piece for a common tube serving sev- 
eral suites. 


The Post Office Department’s demand for a liberal 
mail capacity per receptacle has been complied with in 


the Couch Tilting Mail Box. 


Complete data and specifications covering any layout 
for mail boxes or private telephone systems will be 
furnished to contractors and builders. 


We have catalogs and bulletins covering the entire 
Couch line that we will gladly send you upon receipt 
of your request. Address our nearest office. 


S. H. COUCH COMPANY, INc. 


TELEPHONE MANUFACTURERS 


Main Office and Factory: NORFOLK DOWNS, MASS. 





reset sno SALES OFFICES 
Se Lp BOSTON CHICAGO NEW YORK 
. hes. A 170 Purchase Street 809 W. Jackson Blvd. 76 Varick Street 
SALES REPRESENTATIVES 
515 Market Street, San Francisco A. E. Bacon, 1429 18th St., Denver, Colorado 
Sierra Electric Co., Inc., ! ae Se “or ae G. S. Felt, 3310 North 58th Street, Omaha 
John R. Hollingsworth, 1723 Sansom Street, Philadelphia Cadillac Metal Products Co., 1444 Park Place East, Detroit 


G. H. Steinhans, 917a Pine Street, St. Louis MacGillivray-Beatty & Co., Ltd., 3 St. Nicholas St., Montreal 
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Forty broadcasting stations have 
co-operated with the Department of 
Agriculture for the “United States 
Radio Farm School” which will go 
on the air October 1. Enrollment 
cards have been mailed out to farm- 
ers throughout the nation, and Sam 
Pickard, Chief of Radio Service, ex- 
pects an enrollment of 1,000,000 
farmers. Courses will be given in 
livestock and poultry raising, dai 
ing and allied subjects. In this 
photograph, Mr. Pickard is shown 
beside a map showing the distribu- 
tion of the broadeasting station 
“schoolrooms.”—Underwood & Un- 
derwood Photo. 
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\n innovation in airplane control was tested at Hendon, 


England, recently. Orders to planes flying above were sent 
by radio and a public S 1 on the ground enabled the 
spectators to hear the directions to the aviators and the move- 
ments of the a ( ) Herberts Photo. 
Below: ‘The increased demand for special wiring harnesses 
or cables for airplane applications has lead to the development 
of such a cable by the Belden Mfg. Co. The photograph 
shows a typical airplane harness. It contains in one assembly 


the wires for landing lights, radio battery supply, ignition sys- 








tem, and wires for heating the aviator’s suit. The cable was 

signed by K. A. Sipp, iormerly a lieutenant in the U. S, Air 
Service, who in that capacity, was assistant chief electrical 
engineer in charge of the development and production of all 
electrical equipment for aircraft. 

The photo to the left shows the radio knife which has been 
used with much success at the Vanderbilt Clinic at 60th St. and 
Amsterdam Ave., New York. Through the cutting edge of 
the knife, which resembles an ordinary needle, are run high 
frequency currents. A cold spark is emitted bringing about an 
electric cauterization which does not burn or mar the tissues. 
—lInternational Photo. 
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C. J. Litscher 


President, C. J. Litscher Electric Co., Grand Rapids, Mich. 
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MEN YOU SHOULD KNOW 


C. J. Litscher 


lishing the “Men You Should Know” stories we 

have always had in mind to put in one about Chris. 
Litscher. The only reason it was not done long ago was 
because we were waiting to see if he would grow up. 
But now we have come to the conclusion that there is 
no use in waiting any longer. Chris. is, and always will 
be, the big boy of the indus- 
try. At 70 or 80 he will still 


I ALL the six or seven years that we have been pub- 


President 
C. J. Litscher Electric Co. 


The new company made substantial progress. It has 
always covered a small territory—lower Michigan—and 
covered it efficiently. Lately, a distributing warehouse has 
also been added, at Jackson, Mich. 

About 1918, Chris. went on a sort of hegira, or, more 
aptly, a form of commercial jag. Like many others at 
the time he had lapped up a vast amount of propaganda 

as to the great possibilities in 





be skylarking, his drolleries 
will continue to break up the 
most dignified meetings and he 
will still be charging up and 
down golf courses, hotel lob- 
bies and ballrooms like a veri- 
table wild bull of the pampas. 

This gentle introduction is 
not made in the way of an in- 
dictment. If Chris. out-boys 
his own youngsters, his carry- 
ings-on are at the proper time 
and place. In his place of 
business he is the business man 
—a good one, with the same 
youthful zest in his work that 
he has in his play. 

Christian J. Litscher was 
born in 1880, in Chicago, 
where he went through the pub- 
lic schools and then started on 
his commercial career at the 


whole. 





Only One Chris 


HRIS. LITSCHER is the 
> fastest moving, most en- 
thusiastic, hell-raising member 
of the electrical jobbing fratern- 
ity of the present era. 
a good head on him, which he 
uses at intervals with consider- 
able effect in the promotion not 
only of his own business interests 
but those of the industry as a 
He has a sweet, likable 
character in the same sense that 
a bunch of fire crackers is sweet 
and likable when one is in a mood 
to see the world go round. 


the farm lighting field until he 
had gained a distorted view of 
the future of the business. So 
he started in to manufacture 
what he called the “Litscher- 
Lite.” He spent three years 
trying to put it over, but, ac- 
cording to his own version, lost 
his shirt and then slid grace- 
fully back into the active man- 
agement of his jobbing busi- 
ness in 1921. Fortunately he 
had left it in competent hands 
during the time he was light- 
struck and consequently no 
great harm was done. 

Then the, to him, 
eventful December, 1922, when 
fire destroyed his place, lock, 
stock and barrel. The fire oc- 
curred early in the morning of 
December 7. He was utterly 
cleaned out. That is to say, 


He has 


came 








age of 15—as office boy for 

the Central Electric Co. In the three years he was there 
he progressed to the position of bill clerk, when he de- 
cided to cast his lot with the Illinois Electric Co., also 
of Chicago. He started as office boy and chief clerk 
in 1898 and by degrees worked his way through the 
office, holding all the usual positions until he was put 
out on the road as salesman, 1901 to 1909, traveling the 
state of Michigan. 

While traveling this excellent territory he saw the 
‘pportunities for starting a business of his own. Since 
he could not buy out the Illinois Electric Co., and had 
ilso reached about the limit of his earning power there, 
he and Nate Harvey went into conference over the matter. 
Nate allowed that if they could not hold him, and since 
they were bound to have a Michigan competitor anyway, 
they might as well have a square shooter. So Nate got 
‘bout as much interested in the project as Chris. himself 
ind helped him in many ways—in an inspirational and 
advisory capacity. 

The C. J. Litscher Electric Co. was started in Grand 
Rapids, Mich., in 1909, with $7,500, almost the first 
‘heck. on this small hoard being written for a member- 
ship in the Electrical Supply Jobbers Association, of 
which he has ever since been an active and enthusiastic 
member. 


his stock of goods was cleaned 
out, but not Chris. Litscher. As early as 6:30 telegrams 
were going out to manufacturers, saying: ‘Total loss; 
fire; ship what you think best.’’ The response was in- 
stant. By 9 o'clock he had received replies from most 
of them—mostly saying: “Complete stock prepaid ex- 
press today,” or words to that effect, and adding expres- 
sions of sympathy. They didn’t wait to find out whether 
he was cleaned out financially. The goods came and in 
almost no time he was doing business again out of a 
temporary warehouse in a cold-storage building. 

Chris. never got over the experience. He tells of it 
yet, and you will never hear him condemn “business” as 
cold blooded. The friendly, tangible response from men 
all over the country, many of whom he had before con- 
sidered only business acquaintances, was the most heart- 
ening thing in his life. 
friends to the front. 

Recovery from the fire was rapid and the company has 
gone on at a rapid rate since. In 1923 it was made a 
General Electric distributor, also distributor of R. C. A., 
Electric Household Utilities, Edison Electric Appliance 
and many other nationally known lines. 


It takes disaster to bring real 


As before men- 
tioned, a.distributing warehouse was opened in Jackson 
and progress made in other directions. 


Chris. Litscher is bringing up (Turn to Page 88) 






























26 


THE JOBBER'’SMA)SALESMAN 








“FOUNDED ON THE BELIEF THAT 


CWS of the 





THE 








oT 


Old-time Jobber Passes Away 
Carl R. 
northern New England because of his 


Fish, widely known in 
early connection with the jobbing in- 
dustry, died recently at his home in 
Cambridge, Mass. For many 
he was a supply salesman in New 
Hampshire and Vermont for the then 
Stuart-Howland. 


vears 


Boston house of 
Later he was engaged in public utility 
engineering in Santo Domingo, and 
for a time was chief engineer of the 
North ( Mass. ) Light 


Company. 


Adams Gas 


* * * 


Percival and Christian Do 
Europe 

Will Rogers said in one of his open 
letters to President Coolidge that if 
France could have 10 paying tourists 
she could easily make enough from 
them to pay her national debt. Two 
such are over there now—presumably 


they will not miss France—Chris. nf 


SALESMAN OF THE JOBBER IS THE 


MOST IMPORTANT MAN 


IN THE INDUSTRY,’ 









































Litscher of Grand Rapids and Percy 
Stern of New Orleans. Both are on 
European tours. Palm Beach used to 
be considered swell enough for any 
Europe. What is 


jobber—now it’s 


the world coming to? 
* * # 


Illinois Electric’s Good Meeting 
in Peoria 

The Illinois Electric Co., 104 
Chestnut St., Peoria, Ill., held its first 
radio dealers’ meeting of the season 
on Thursday, August 19. 

The especially 
ranged for the radio dealers located 
in the district around Peoria, who do 
not find it convenient to come to Chi- 
cago for the Electric Co’s 
service school. It will be followed by 
other service meetings to be held at 
Peoria the last Friday of each month. 

Among the dealers present was one 
who remarked that he bought the first 
“Aeriola Junior” receiver sold by the 
Illinois Electric Co. in its start as a 


meeting was ar- 


Illinois 









“Radiola” distributor, and that he is 
now planning on a “Radiola 30,” hay 
ing carried all models put out by th 
Radio Corporation of America. 

Among the speakers at the meeting 
were A. G. Beyer, assistant district 
manager of the Radio Corporation ot 
America, and E. W. Shepard, man 
ager portable sales, of the Philade!| 
phie Storage Battery Co. 

The business meeting was ad 
journed for supper and informal dis- 
cussion at the Mt. Hawley Country 


Club. 


*+ + ** 


Ostrander Consolidates 
W. R. Ostrander & Co., New York. 
consolidated its Brooklyn 
Long Island sales offices and _ stores 
with its main office at 371 Broadway. 

Irving A. Graham has been ap 
pointed general manager and treas 
urer of the corporation. W. H. Vogel 
is vice-president and general sales 
manager. 


has and 











“For its always fair weather when good fellows get together.” 
It was doubly so, on the night “Jo” Kurzon dedicated his new 
five-story building at 110 West 31st St., New York. 
‘ertained in his own inimitable way and saw to it personally 





“Jo” en- 





that spells “Success. 





that each and every one enjoyed the occasion thorough!) 
Ten years in business, and now firmly entrenched in a hous: 
befitting “Jo’s” prominence in the electrical jobbing field 
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Hundreds of 
prospective users 
of Buffalo Breezo 


In every community 
there are hundreds of 
prospective all season 
users of Breezo Fans— 
for stores, clubs, cream- 
eries, dining rooms, 
kitchens, theatres, gar- 
ages, laboratories, bil- 
liard parlors, cleaning 
and _ pressing’ shops, 
printing and typesetting 
shops, bakeries, laun- 
dries, wash-rooms and 
toilets. 


Made in 
Two Styles 


Buffalo Breezo Fans 
are made as shown for 
wall mounting, and with 
adjustable steel panels 
for installing in home- 
kitchen windows. 
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THE INDUSTRY.” 

1. MORE CAPACITY than other fans of 
the same diameter, speed and power 
consumption. 

2. STREAM LINE design and construction 
of the pressed steel ring permits the air 
to enter the wheel without frictional loss 
or eddy currents. 

3. BEARINGS are of extra large dimen- 
sions bronze bushed (the shafts are 
nickel steel). 

4. LUBRICATION of bearings (waste- 
packed type) is such that each fan so 
equipped will run 2,500 hours without 
re-oiling. 

5. BAND and RING are locked and spot- 
welded to the arms which are very ; 
strong. 

6. HUBS are of machined steel locked se- 
curely to the wheel. 

7. NO BOLTS are used in the assembly of 
the rings and arms. 

8. PRESSED cold-rolled steel plate con- 
struction, die-formed to accurate dimen- 
sions, perfect uniformity and balance. 
No loss by breakage in shipment. 

9. WEIGHT far less than other fans made 
of cast iron, even lighter than aluminum 
and far stronger. 

10. MOTORS are totally enclosed type to 
keep out dirt and water. Large enough 
to carry the load continuously. 


and remember— 


the Buffalo Breezo fan is given with a sales plan that makes 
ventilating fans more attractive to handle than they have ever been 
before. 

The Breezo Ventilating Fan is not a seasonal article but an all-year 
necessity. There is a constant market, in every community. We'll 
be glad to tell you how to cultivate this market, but act NOW, so 
that you may benefit this year. 

Write us now for an outline of our proposition and for details on 
the fan itself. 


Buffalo Forge Company 
201 Mortimer Street Buffalo, N. Y. 


In Canada: Canadian Blower and Forge Company, Ltd., 
Kitchener, Ont. 


BUFFALO 
BREEZO 


VENTILATING FANS 
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Hendrie & Bolthoff Picnic 
The annual picnic of the Hendrie 
& Bolthoff Mfg. & Supply Co., Den- 
ver, Colo., was held on July 24, at the 
H. & 3B. 
Colo. As was related a year or two 
ago, this home is located on the South 


summer home, Riverview, 














E. B. Hendrie, President, Who Made the 
Hendrie & Bolthoff Summer Home 
a Possibility 


Platte river, 39 miles from Denver by 
way of the Colorado & Southern Rail- 
way and 48 miles by automobile road, 
and is surrounded by inspiring moun- 
tain scenery, unequaled in beauty and 
location by any other mountain site. 
The entire property consists of 200 
acres of land, on which are located 
one double and six single cottages, all 
of which are completely furnished, 
and equipped with every convenience, 
including dishes, bed-clothing, electric 
lights, and an abundance of clear 
spring water that is piped into the 
kitchens direct from its mountain 
source one mile away. 

These cottages provide accommoda- 
tions for seven families at a time, 
while a separate cottage is maintained 
for the use of the caretaker. There is 
also provided a spacious recreation 
and dance pavilion, with a large fire- 
place, which not only adds a cheerful, 
homelike beauty to the rustic sur- 
roundings, but wards off the chill of 
the mountain air when needed. The 
pavilion is provided with a piano and 
victrola, and is the center of much 
good fellowship and friendly feeling, 
the families mingle in games, 
dances and other diversions. There is 
a cooler for storing foods and vege- 
tables; also a bathroom, toilets, gar- 


as 
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age, etc., while swings and _play- 
grounds are provided for the children. 

The vacation season extends from 
June 1 to October 31, during which 
period each employee is permitted to 
spend one week at the Summer Home, 
there being no charge of any kind 
made for the use of the cottages. The 
employees’ only expense is transpor- 
tation and food. 

The annual picnic is the general 
round-up and a big sports program is 
gone through with including real ball 
game, imitation ball game, tug o’ war, 
horseshoe pitching, golf contests and 
special events for men, women and 
children. 

* * * 
Devou Celebrates 43 Years of 
Service 

George N. Devou, 43 years in the 
service of the Post-Glover organiza- 
tion in Cincinnati recently celebrated 
this event as well as the thirty-fourth 
anniversary of his service as repre- 
sentative on the road, at a dinner 
given at the Gibson Hotel. It was an 
informal gathering with only employ- 
ees of the Company present. 

















Geo. N. Devou 


Mr. Devou began his electrical life 
work with Post & Co., on June 15, 
1883, as office boy. 
was the predecessor of the Post- 
Glover Electric Co. He worked up 
through the various branches of the 
business until he became vice-presi- 
dent of the Post-Glover Electric Co., 
now the Post-Glover Division of the 
Lake States General Electric Sup- 
ply Co. 

For 


This company 


the last 34 years he has 


past 10 years as a territory salesman, 





traveled the southern territory in- 
cessantly and is still at it. F. D. 
Lawrence of the F. D. Lawrence 
Electric Co. was one of the men with 
the Post-Glover bunch at the time 
Devou’s road experience began. 
* * * 
Neitzel Promoted by Terry- 
Durin 
C. H. Neitzel has recently been 
made sales manager of the Terry- 
Durin Co., of Cedar Rapids, Ia. He 
has been with this company for the 








C. H. Neitzel 


past 10 years as a territory salesman, 
in which capacity he has been highly 
successful and he bears an enviable 
reputation with the trade. Before go- 
ing with the Terry-Durin Co. he was 
in the hardware business at Deep 
River, Ia. 

Mr. Neitzel succeeds Kenneth Lind- 
say who left active service with 
Terry-Durin a short time ago to be- 
come general manager of the Iowa 
Novelty Co. of Cedar Rapids. He, 
with four other men, purchased this 
business and the good wishes of his 
many jobber friends go with him in 
his new enterprise. He still retains 
his interest in the Terry-Durin Co. 
and remains a director. 


Brown & Hall Entertain 300 
Dealers 


As this issue was going to press. 
announcement came from the Brown & 
Hall Supply Co., St. Louis, of its 
Atwater Kent dealers’ convention to 
be held August 26. N. S. Brown, 
president, wrote that they expected in 
the neighborhood of 300 dealers from 
Missouri and southern Illinois and 
that a long program had been ar- 
ranged, with suitable entertainment. 
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20 
Reasons Why 


the Toastmaster 








levers. 





1 Drop the bread into 
the oven slot. 





Now an automatic electric toaster 
for the home—with 20 selling features 


2 Press down the two 








3 Pop! When the toast is 
done, up it comes— and 
the electric eurrent is au- 
tomatically turned off. 





and a handsome profit for jobbers and dealers. 
Write for details at once! 


Here is the new Toastmaster—the first 
100% Automatic Electric Toaster for home 
use ever marketed. A toaster which makes 
the finest, golden-brown toast—without 
watching, without turning, without burning. 


3 Simple Operations do the trick 


All you have to do to make toast with the 
Toastmaster is this: 1—Drop a slice of 
bread into the oven slot; 2—Press down 
the two levers; 3—Pop! When the toast 
is done, up it comes—and the electric 
current is automatically shut off. 


Both sides of the bread are toasted at the 
same time. Hence, the toast is piping hot 
when served. Both sides are toasted uni- 
formly and to the individual’ s liking. For 
by moving the timing button up or down 


Fre TOASTMASTER 


you can regulate the length of time the 
bread is toasted. 


A Proved Success 


While the Toastmaster is brand new—it 
has actually been tried and tested and found 
highly successful. For it is just a compact 
edition of the Strite Toastmaster which 
has been used for years by famous Res- 
taurants, Hotels and Sandwich Shops. 


Find Out NOW 
We are now ready to market this highly 
improved toaster—through Jobbers. 


will sell quickly 


1 New and different 

2 The only 100% Automatic 
Electric Toaster 

3 Attractively finished in 
flashing Nickel 

4 Toasts 2 sides of bread 
at once 

5 Toast is always piping hot 
when served 


— 6 Toast kept warm by 


retained heat 
7 Toasts bread to individual’ s 
liking 
8 Fascinating to use 
9 3 simple operations do the 
trick 
10 Electric Current shuts off 
automatically 
11 No watching—no turning 
—no burning 
12 Same as used in famous 
Hotels and Restaurants 
13 Other duties can be done 
while toast is being made 
without fear of burning 
14 Impossible to overheat and 
burn out heating element 
15 Hard Rubber legs prevent 
burning of tablecloth or 
marring table 
16 Makes perfect uniform toast 
17 Saves electric current 
18 Prevents burning of fingers 
19 Easily operated 
— even by a child 
20 So well constructed it will 
outlast any other toaster 





Writeat once for list priceandliberal i 
. 4 . MAIL E COUPON FOR DETAIL: 
discounts. Just sign and mail the MAIL THE COU DETAILS 
coupon. We will send complete in- Waters-GENTER COMPANY : 
formation, without cost or obliga- 4 215N. 2ndSt., Minneapolis Minn. 1 
tion. WarTers-GENTER CoMPANY, =} Gentiemen: 
215 N. 2nd St. Minneapolis, Minn. 1 lam interested in your new Toastmaster for home J] 
fuse. Send me list price, Jobber discounts and full J 
{ details. This does not obligate me in any way. | 
I 1 
Name ; 
1 Street 1 
! ! 
I Town e ! 
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ROMEX now bears 
‘The Label 





ROMEX—the original non- 
metallic sheathed cable, backed by 
nearly four years of manufacturing 
experience, and exacting field tests— 
has now added the approval label of 
Underwriters’ Laboratories to the 
warm endorsement of countless users. 


All RomeX manufactured since July 15th, in sizes No. 14 to 8 inclusive, 
bears Underwriters’ labels. RomEX manufactured prior to the date on which 
such labels were available is guaranteed to be equal to the labeled product. 


Genuine RomeX is identified by its Blue Mica Finish and patented double sheathed kraft tape construction 





























WRAPPED like an 
automobile tire, it 1s 
light in weight and 
easy to carry. ... Three thousand feet 
can be put in the back 
of a Ford coupe, while 
any wireman can carry all 
he will need for a small 
job on his shoulder. 





Every ROMEX job that 
your contractor custom- 
ers do means a safe job 
and a profitable one. 


If you are not familiar with RomeX, we suggest 





that you get full information about it at an early 
date by writing for the latest booklet, “Some facts 
about the installation and contruction of RomEX.”’ 


ROME WIRE COMPANY 
Patentees and Makers of RomEX 
ROME, N.Y. 


OME 





N 
SHEATHED CABLE 


Genuine RomeX is identified by its Blue Mica Finish and patented double sheathed kraft tape construction 
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Rhode Island Electrical Bunch 
in Action 

On Wednesday, August 18, the elec- 
trical industry of Rhode Island held 
its co-operative outing. This was a 
joint outing of the Master Electrical 
Association, the local association of 
and of the Electrical 
League of Rhode Islani which, of 
course, includes in its membership all 
sections of the industry. Contractors, 
dealers, manufacturers and especially 


contractors 


jobbers were well represented. These 
outings give the jobbers and the job- 
bers’ salesmen an opportunity to mix 
with their customers which they can 
hardly afford to miss. 

At eleven in the morning, over 60 
cars were lined up back of the rail- 
road station in Providence ready to 
proceed in the parade to the War- 


wick Club about 15 miles distant where 
the outing was held. Shortly after- 
wards two motorcycle policemen 
started the line of gayly decorated 
cars and convoyed them to the city 
limits. 

Upon reaching the scene of the out- 
ing a lunch consisting of clam chow- 
der, fried eels and all the fixings that 
go with such a lunch was served to 
the nearly 300 men present. Follow- 
ing this came the sports. There were 
a sack race, a pipe race, a balloon race, 
a three legged race, quoits, and a nail 
driving race. The nail driving fur- 
nished the greatest degree of amuse- 
ment to the spectators as the contest- 
ants were each supplied a small tack 
hammer, and two very large spikes 
which they were required to drive 
down to their heads in sticks of hard 


wood. A baseball series between re:|. 
yellow, pink and blue teams, final! 
won by the reds in a final game wit 
the pinks with the score of 11 to 
created a degree of excitement. Ther 
was also a tug-of-war. In _ oth: 
words the entire day was filled wit 
events which were participated in |) 
a large number of contestants. 

The winners of first and 
place in each event were award! 
prizes which had been donated fo: 
the purpose and each member of tli: 
winning baseball team and of the tug 
of-war team was given a prize. Alto 
gether nearly 70 prizes were distri!) 
uted to those present and as an effort 
was made to give but one prize to « 
person everyone had an opportunit) 
to win something. 

(Turn to Page 38) 
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Those in Attendance at the Rhode Island Outing. 
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P y a’ 
st a , —— 
Heavy Duty Gas and Glassteel Diffuser 
Vapor Proof Fixture = Ti White Porcelain 
Forinstallation where | | | Enameled Steel Re- 
Gases and Explosive | 1 Published in the interest of a more complete i} — and Totally 
Vapors Exist yt 1 fellowship with Salesmen everywhere, ju nclosing Glass Bowl 
N cS gt by the Benjamin Electric Mfg. Co. a ae 
Chicago, September, 1926 
. . . Wb. . 2.32 & } , . . B e 
Benjamin Publ n Advertis enjamin Direct 
in Septembet Mail Advertising 


3enjamin publication advertising in 
September will reach a point seldom at- 
tained by even the most aggressive ad- 
vertisers. In publications reaching a 
wide range of major industries, electrical 
dealers and contractors, electric light 
and power companies, radio dealers, 
storekeepers of every description and a 
host of housewives this publicity is cov- 
ering a multitude of prospects of the 
best kind. 

The advertising in publications may 
be summarized as follows, giving the 
names of the publications and the fields 
they cover: 

Electrical World and Electrical South, 
6,000 Electric Light and Power Com- 
panies, with many thousand industrial 
executives, illuminating engineers, con- 
sulting engineers, dealers and contrac- 
tors. 

Architect & Engineer, 6,000 Archi- 
tects and Engineers, particularly in the 
Pacific Coast States. 

Factory Magazine, 31,000 
Executives, the very cream of the light 
and heavy industries. 

Textile World and Cotton, 18,000 
Owners, Executives and Superintendents 
of the big textile mills of the country. 

Iron Trade Review and Iron & Steel 
Engineer, 15,000 of the leading Steel and 
Metal Trades Executives. 

Industrial Engineer and Chemical and 
Metallurgical Engineering, 24,000 of the 
Owners, Executives, Engineers and Plant 
Electricians of the big industrial, chem- 
‘al and mechanical engineering insti- 
tutions. 

American Miller, 5,000 Flouring and 
Seed Mills. 

Inland Printer, 12,000 Book, Maga- 
ine and Job Printing establishments. 

National Laundry Journal, 5,000 Com- 
iercial and Industrial Laundries. 

The Timberman, 5,000 Lumber Manu- 
icturers and Woodworking plants. 

Electragist, Electrical Record, Journal 
vi. Electricity, 18,000 Electrical Con- 
actors and Dealers. 

Electrical Merchandising, 18,000 of the 


Factory 


best Electrical Contractors and Dealers. 

Association News, 5,000 Outdoor Ad- 
vertising plants. 

Dry Goods Economist, Atlantic Coast 
Merchant, Chicago South- 
west Merchant, Pacific Coast Merchant, 
40,000 Storekeepers. 

Radio Retailing, Radio 
30,000 Radio Dealers. 

Radio News, Popular Radio, Radio 
Broadcast, Radio Digest, Q. S. T., Radio, 
Radiocast Weekly, Citizens Radio Call 
Book, 500,000 Radio Set Owners and 
3uilders. 

Ladies’ Home Journal, McCall’s Maga- 
zine, Good Housekeeping, Delineator- 
Designer, 5,000,000 Housewives. 


Merchant, 


Engineering, 


Campaigns 


Along with the big publication adver- 
tising program for September, reaching 
into practically every industrial field. 
retail merchants, radio dealers, electric 
light and power companies, 
tors and dealers, radio 


contrac- 
retailers and 
homes, we are carrying on a widespread 
campaign of direct mailing of letters, 
broadsides, folders, circulars and fulle- 
tins. 

Covering the various phases of Indus- 
trial Lighting we are sending distinct 
mailings to the Canning, Printing, Paper, 
Laundry, Oil Refinery, Chemical, Paint 
and Varnish, Flouring and Seed, Grain, 
Railway and Iron and Steel industries. 

A special bulletin on Industrial Sig- 





Stanley @ Patterson in New Building 





Stanley & Patterson have recently finished their fine new building at 150 Varick street, New 


York City. 


They put in as one of the first window displays a fine layout of Benjamin lighting 


and panel board equipment. The window is a dandy and the photograph does not do it justice. 
The back of the window is trimmed with crinkled gold streamers and the floor is grass green. The 
windows, of which there are many, are still under construction, 
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The Benjamin Reflector 


being sent to 5,500 Industrial 


nals is 
Plants. 

Thousands of 
being sent new bulletins on Stand Lamp 


dealers in Lamps are 
Clusters. 

A new Radio Catalog is being mailed 
to all radio dealers, and several pieces 
dealing with the new assortment of 
Two-Way Plugs, Cat. No. 373, is being 
non-electrical 


mailed to electrical and 


dealers. 


Industrial Lighting 
Campaign Going 
Forward 


The Pacific Gas & Electric Company, 
San Francisco, Cal., has had a _ very 
successful result in its industrial light- 
satisfactory 
from 


ing campaign, some most 


installations coming to the lines 
these activities. 

The Ohio Public Service 
Mansfield, Ohio, is hard at the job and 
reporting good results. 

The Burke Electric Co., St. 
Mo., is the kind of contractor who gets 
there. They are putting on an indus- 
trial lighting campaign and doing a good 
job. 

Seven other campaigns are ready to 
be scheduled and will probably start in 


Company, 


Louis, 


September. 


Much Interest in 
Show Case Lighting 
Campaigns 
September will be a month of real, 


Light- 
power 


concrete activity in Show Case 
ing. Three light and 
companies are hammering away _ this 
month. They are Public Service Electric 
and Gas their 


electric 


Company, covering all 
properties in New Jersey from Newark; 
Ohio Power Co., Lima, Ohio, and East- 
ern Texas Electric Company, Beau- 
mont. 

An extensive campaign will be launch- 
ed by the Commonwealth Edison Co., 
Chicago, and the Utah Power & Light 
Ogden, will also start its 


Lighting campaign this 


Company, 
Show Case 
month. 

In addition to these activities under 
way this month, 33 Show Case campaigns 
have been arranged for, coming along 
within the next few months. 

The jobber’s salesmen have a big stake 
in pushing their end in these activities. 
To those who are not entirely familiar 
with the very practical plan we have 
worked out, we would be glad to send 
full information. 











Office and Laboratory Building of the 





Portland Cement Association, Chicago 


Unique Office Building Installs Benjamin 
Equipment 


Chicago boasts a building built to a 
standard that is singular for its excel- 
lence in appearance and_ ultra-modern 
construction. 

This building, designed by Holabira 
& Roche, Architects, houses the offices 
and research laboratory of the Port- 
land Cement Association. It is a monu- 
ment to the discoveries of scientists, in- 
asmuch as the entire construction is 
100 per cent of concrete and exempli- 
fies in many ways the adaptability and 


~~ 


he 





artistic possibilities of concrete and con- 
crete products. 

Where other buildings have 
plaster or marble, this structure has con- 
crete. The exterior is of cast concrete. 
Concrete art marble is used liberally on 
the interior. Especially noteworthy is 
the floor surface in the entrance vesti- 
bule, reception room, elevator lobby, 
main stairway and some of the executive 
offices. 

Lighting equipment in 


steel, 


keeping with 


Moisture Proof Lighting Equipment in the ‘Curing’? Room, Portland Cement Association 
Laboratory Building, Chicago 
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Daylight and Night Views in the Cupola Room of the Office and Laboratory 


the beauty, utility and modernness of 
this unusual office building, was installed 
under the direction of Mr. O. Swen- 
ingson of W. A. Beile & Co., electrical 
contractors and engineers. Benjamin 
Ben-ox Ceiling Units are used on the 
office floors. The basement, sub-base- 
ment and cupola are lighted by Ben- 
jamin R. L, M. Porcelain Enameled 
Steel Reflectors. 

Of more than passing interest is the 
lighting equipment in what is known as 
the curing room. Because of the severe 
atmospheric conditions of this room, 
lighting equipment of great durability 
is needed. The room is used for “cur- 
ing” specimens of concrete which are 
exposed to the continuous action of va- 
por over a period of years to determine 
what effect a moist atmosphere has at 
different periods on various specimens. 
After the room is in operation and on 
entering, one is reminded of a London 
fog. The material in the room is sub- 
jected to the wear of a perpetual fog, 
since the water-laden air fills the room 
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The Benjamin Reflector 





at all times. Hence lighting equipment 
of a construction that resists this weather 
was put in. Six Benjamin Gas and 
Vapor Proof Fixtures are the units used. 

All Benjamin equipment was supplied 
by the Revere Electric Company, Chi- 
cago. 


6 


Canad Extends the 
Glad Hand 


Mr. L. W. (Fergie) Ferguson, sales 
manager of the Benjamin Electric Mfg. 
Co. of Canada, Ltd., wants all of our 
good friends to know that if they attend 
the Canadian National Exhibition, which 
is being held from August 28 to Sep- 
tember 11 inclusive, at Toronto, he 
wants to hear of it. 

A cordial invitation is extended to visit 
or call up the Toronto office at 11-17 
Charlotte Street. Fergie promises to 
make it worth while, as for ourselves, 
we wish we were all going too. 


Building of the 











Portland Cement Association, Chicago 


Radio 
Developments 


The season’s new Benjamin radio pro- 
ducts—the 2% inch Radio Frequency 
Transformer, and the Adjustable Shelf- 
Supporting Bracket, are receiving a lot 
of attention right now. Sales on the 
standard items of radio equipment are 
also very satisfactory. 

Catalogs for 1926-1927 season have 
just come off the press and are being dis- 
tributed to all factors in the radio trade 
as rapidly as possible. Many calls have 
been received already for the excellent 
new hook-ups of this season, our Im- 
proved Controllodyne and our General 
Utility Portable Sets. These folders 
offer a fine means of. stimulating the 
radio parts business and will be im- 
printed in quantity for any distributor 
or dealer who can use them. 

An interesting letter has just been 
received from the Electrical Products 
Manufacturing Company, Providence, 





Daylight and Night View in Office of Portland 











Cement Association, Chicago—Ben-ox Ceiling Units 
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R. I., stating that they are specifying 
Benjamin UX Cle-Ra-Tone spring sup- 
ported, shock-absorbing sockets for their 
DYMAC Somerlog Kit. In order that 
those interested in this kit may not be 
effort 

dealers to 


should be 
stock the 


disappointed, every 
made to get all 
Benjamin Cle-Ra-Tone socket. 

Mr. H. M. Bennet, Chief Engineer of 
Radio Station WHT at 
Deerfield, Ill., has just advised us that 
he has built our new Portable Receiver 


Broadcasting 


and has obtained very good results from 
it. He is now building our Improved 
Controllodyne set. 


Here and There 
Notes 


Mr. George R. Hill, Jr., has joined 


the Benjamin radio sales organization, 
working out of the Chicago office. 
: + * 


Mr. A. J. Henseler will specialize in 
radio sales, making his headquarters at 
the Robert Lee Hotel, Kansas City, Mo. 

a2 oe ® 

Mr. W. Warren Miller left the Ben- 


jamin organization on the first of 
August. 

* x * 
Mr. E. H. Seglem has been added to 


the Benjamin panelboard sales division, 
Detrick. He will make 
his headquarters at Chicago and _ will 
cover Michigan, Ohio, Indiana, Kentucky 
and West Virginia. 


replacing Mr. 


* ok 
Mr. J. Leonard King has been added 
to the Eastern territory sales _ force, 


assisting Mr. Tice. His address is P. 
O. Box 1254, Charlotte, N. C. 
i 
Mr. Arthur E. 
agent, will represent 


3acon, manufacturers’ 
Benjamin sales in 


the Colorado territory, with headquar- 


ters at 1429 Nineteenth Street, Denver, 
Colo. 
a 
Mr. Larry N. Glass has joined the 











ae REN na 








Benjamin organization, and will cover 
Texas and Louisiana, making his head- 
quarters at Dallas. Mr. Glass is familiar 
with the southern territory having spent 
18 months in close contact with elec- 
trical things in that section. He was for 
five years in the Illuminating Depart- 
ment of the Detroit Edison Company ; 
five years in the lighting and sales de- 
partments of Frank C. Teal, Detroit, 
and five years with the Central Electric 
Company, now the Central States Gen- 
eral Electric Company, in the Lighting 
Depariment, as Lighting Sales Engi- 
neer, 
i ae 

Mr. Eugene  Gosswiller, formerly 
Dallas representative of the Benjamin 
Electric Mfg. Company, is now located 
in Chicago, at the main office, taking 
on sales service work to tie up adver- 


tising and sales in the entire Central 
Division, 
x ok Ok 
Mr. R. V. Stephenson will devote 


himself to the entire line of radio prod- 


ucts, covering Iowa, Minnesota, East- 
ern half of North Dakota and South 
Dakota, and will make his headquar- 


ters in Dayton, Iowa. 
* * x 
Mr. Oliver Read will travel out of 
Chicago, in radio products, covering 
Northern Illinois, Northern Indiana and 
Wisconsin. Mr. Hiltzman will also cover 
radio jobbers and manufacturers in the 


Central territory. 


Industrial Signals 
Are Gaining 
Contractor Interest 


A great deal of interest has been mani- 


fested by electrical contractors in our 
direct mail plans for increasing the 
sale of industrial signaling equipment. 


We have received 150 returns from a 
recent mailing to select contractors rated 


over $20,000. 














tric Co., 
from left to right, are Ray Crowe, R. L. 


Lester Heath, R. E. Batchelor, Ray Crowe, E. C. 
Walter Wilds. 





Here is the line-up of one of the crack teams of the Electrical Baseball League of Detroit, 
i beat the team from Frank C. Teal, 11 to 10, at the game played 
Batchelor, D. L. 
Crumbaker, Sam Cohen, Clarence Bull, 
The four good-looking gentlemen in the picture on the left are all sales representatives. 





Reid, Clarence Bull. 


New Sales Helps | 
Ready on Two-Way 
Plugs 


Two excellent new folders are now 
available for use as a stimulus to two- 
way plug sales. One of these is a dealer 
folder for use by distributors as a means 
of building up business on the No. 373 
Display Assortment. The other is a con- 
sumer folder for the use of dealers in 
stimulating the sales of individual plugs. 

The dealer folders will be imprinted 
in quantity for distributors and the con- 
sumer folder will be imprinted in quan- 
tity for dealers. By making use of this 
material the sale of plugs and assort- 
ments will be stimulated all the way 
along the line. 

The records show a considerable in- 
crease in plug sales in July compared 
to the average of the first six months 
of the year. 

















Mr. Walter Wilds, Star Outfielder and Order 
Clerk of McNaughton-McKay Electric Co., 
Detroit, Mich. 











Mich. These huskies of the McNaughton-McKay Ele: 
at Belle Isle, Wednesday, August 18. 


In the picture on the left, reading 


In the picture on the right, reading from right to left, are D. L. Reid, 
Ed. Conway, John Trinka, Frank Carpenter, C. Messinger 
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Rhode Island Outing. 


In order, reading from left to right, beginning at the top row: 

{1) W. F. Roberts, Duro Pump & Mfg. Co., (left) in arm 
chair; F. E. Pratt, assistant manager, Belcher & Loomis Hdw. 
Co., wholesale electric department; F. W. Bliss, Edison Lamp 
Works. (2) Waiting to start. M. F. Falk, with movie camera 
in his hand; H. M. Grant, president of Selected Electric Appli- 
ance Co., between Falk and spare tire; F. H. Elsbree, of 
Selected Electric Appliance Co. at left of picture. (3) P. B. John- 
son, Union Electric Supply Co., winner of sack race. (4) M, F. 
Falk, president of Union Electric Supply Co., and first pres- 
ident of Electric League of R. I., resting from glad handing. 
(5) Sam Southey, Wetmore-Savage Elec. Supply Co., umpiring 
ball game. (6) I. O. O’Kane (with paper hat on); H. T. 


Schwenck, Woonsocket; James I. Corbett, Blackstone Valley 
Gas & Electric Co.; W. T. Mulcahoy, Belcher & Loomis Hdw. 
Co. Contractor dealer, central station, and jobber represented 
in group, (7) H. A. Walker, Walker Electric Co., in shirt 
sleeves, and Bill Adams, treasurer of Union Electric Supply 
Co. (8) W. L. Higgins, stores manager, Graybar Elec. Co., 
Inc. (9) F. A. Boss, second president of Electric League of 
R. 1. branch manager, Wetmore-Savage Elec. Supply Co. (10) 
C. A. Hastings, Hastings Electric & Sales Co., Boston; I. L. 
Milhender, Milhender Electric Supply Co., Boston (center) ; 
Saul Block, London Ltg. Wares Co. (in knickers). (11) Part 
of the committee. From left to right: Ike Smith; Adolph Grou- 
ton; H. A. Walker; Harry Dawson, and Frank Thurston. 
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Following the sports there was an 
old fashioned Rhode Island shore din- 
ner, the kind of dinner that has made 
Rhode Island famous. This dinner 
was served promptly at five o'clock 
and included baked clams, fish, lob- 
ster, brown bread, water melon and 
ice cream. 


Immediately after the dinner there 


were drawings for prizes. Each 
ticket contained a stub which the 


holder signed and which was after- 
wards placed in a box from which the 
drawings were made. ‘Twenty-six 
prizes donated by manufacturers and 
jobbers, were distributed in this way. 
But for those that drew none of these 
prizes or won any in the sport events, 
there were still souvenirs to take home 
for at each place at the dinner tables 
was a large paper bag containing some- 
thing over two dozen advertising nov- 
elties and samples of products. 

The committees having charge of 
the outing and responsible for its very 
pronounced success were as follows: 
D. Cooke, 
chairman; Frank Thurston, treasurer; 
Harry Dawson, - 
Walker, W. P. Roberts, Leo Beaulac, 
and Herbert Ayers. 

Mr. Walker is of the Walker Elec- 
tric Co., W. F. 
butor for “Duro” pumps, and Harry 
Dawson is secretary of the Electrical 
League of R. I. The 
are either contractors or dealers. 


General Committee: I. 


secretary ; 


Roberts is the distri- 


other men 


The program and publicity commit- 
tee consisted of Morton Taylor, local 
manager of the Graybar Electric Co. 
Inc., as chairman, R. A. Gordon, H. 
EK. Chaffee, manager of the wholesale 
electric department of the Belcher 
Co., and Lester 


Loomis Hardware 


Crandall. 

The souvenir and prizes committee 
was composed of Wm. Belsey of the 
Walker Electric Co., chairman, F. A. 
Gallagher, Jr., H. E. Watts, M. F. 
Falk, president, Union Electric Sup- 
ply Co., Morton Taylor, local man- 
ager, Graybar Co.. and F. A. Boss, 
branch manager, Wetmore-Savage 
Electric Supply Co. 

The tickets committee consisted of 
H. E. Dawson, secretary, Electrical 
League of R. I., chairman, A. B. Bax- 
ter, Henry Janton and E. A. Tefft. 

The transportation committee con- 
sisted of Herbert Ayers, Joseph 
Black, and Adolph Groton. 


The sports committee consisted of 


Leo Beaulac, chairman, H. O’Neil, 

















Top view: 
Co., Minneapolis, Minn., held at Rocky Point Resort, Gull Lake, Minn., June 24 


to 26, 1926. Middle, left to right: 


Those in attendance at the sales conference of the Graybar Electric 


C, E. Furber, road salesman; G. E. Brown, office 


specialist; M. A. Buehler, sales manager; W. E. Henderson, sales manager Duluth 


office; E, C. Sharpe, office specialist; P. B. Hansen, city salesman. 


one of the conference meetings. 


Bottom: After 





I'red Brown, Ralph Wheelock, H. M. 
Grant, president of the Selected Elec- 
trical Appliance Co., and Andy Mof- 
fit. 

The glad handers were M. F. Falk, 
president, Union Electric Supply Co., 
Fred Brown, H. E. Watts, H. A. 
Walker of the Walker Electric Co., 
Bert Ayers, and A. B. Baxter. 

This outing is an annual affair, al- 
ways draws a large attendance, and 
serves its purpose in getting the mem- 
bers of the electrical industry much 


better acquainted. Among the out of 





town electrical men who were pres- 
ent were C. A. Hastings of the Hast- 
ings Electric & Sales Co., and J. L. 
Milhender of the Milhender Electric 
Supply Co., both of Boston. Saul 
Block of the London Lighting Wares 
Co. of New York was also there get- 
ting better acquainted with the elec- 
trical men of Rhode Island. 


* * * 


Graybar of Buffalo Moves 


The Graybar Electric Co., Buffalo, 
N. Y., has moved to 77 E. Swan St. 

















September, 1926 


‘FOUNDED 
ON THE 
BELIEF 
THAT T ve) SA 
H . . 
E SALESMAN OF re, LESMAN 
JOBBER IS 
3ER IS THE } 
> MOST I 


T 
HE JOBBER'’S 


MPORTANT 


39 





au - \ 
4 inches ROS? 1 -~ 
is Halted- LINGO 


\ 


.. | tw me 
e's share in His owe 
const 
shown at a ae 
sal. rere 
per 


meee erat | Vance Bs 
foe saree 2 NO PUBLIC peauests MADE|". ‘os 
eu ro emat 
wal ountea 


throws? 
ruen | ned 
tune | west 
tne | son. 


agen 
- 
“Ginn Bese oe we | Rockefell 
a reo oy MY 


Razors, 


INERITS ogi $80 = 


ger tatustlo 


The Futiltly of appealing to 
Sentiment on Dedt 


s 
BA) 


arid 
Special Session 
Washingto” 


. 
tne soc’ 
tne forme! 


eum the OF 
ook So 2 ome 


'n ve ace 
win ot Oe 
‘of sentiem 


rp 
mane © 

a specced. ape ope® 
<n wre Bm at 
1% ve Be 


ys Onl 
nty-four 


BROOKLYN, N.Y. 


EAST : sre See See eerisiere eee nie 
. : Bwe:. 





pactal to THE geo Tork 
Fray 


age oF 
gh 10 bin BaeY 


Costs Government Begins \nquiry 
rview Of Religie'S 


THE 


\pROKER SMiLes aT ARREST 
—_—_—_ 
\\He and aime” Are Accused 
Indiv dually of FM ing whe 
Rector and ers. Mills. 


— 
ENCE yncoverRed 


Been W thi 


nargea oe 
tne two OO were arres’ 
° 


Credited to Mora y a ww a a 


— 


\ 
ND piSHOP piaz REAL auTh 


» Held * 
and He Party 
for Law Entarearnent- 
—— 
gpactat to THO peters TInt 
paul satis. ¥* 
ations tof 
som 108 | 
+ ip \ 
12 | ogas of UO Smee oxen 
we novos oct. 
pie nere 


ne Aamine 
mat tne Vote 
ot tos anew 
in goers) 


ware et 


a 
Larong to? 


y Munition Works Destroyed 
rsons Killed and 300 Hurt 


Dect? gut Ranking P 
Responsib! ity Rewer ot 
neffield |S 


relate Assumes 


Doubted- 


INDUSTRY.” 
































40 


THE JOBBER’SMIJSALESMAN 








——— 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE [OBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Figuring the Price of a Job 
By L. G. MAMPLE 
Assistant Sales Mgr. 
Northwestern Electric Equipment Co., 
St. Paul. 

Recently, The Electrical League of 
St. Paul conducted a contest on a 
“Red Seal Home” specification, offer- 
ing prizes to the three contractors 
ranking highest in total points. 

There were six major classifications 
for judging, which were in turn sub- 
divided into 32 classifications. One 
of the subdivisions was “Overhead 
and Profit” to be judged on a basis 
of correct method of computing. 

I had the pleasure of being a mem- 
ber of the judges’ committee and was 
greatly surprised to observe that not 
one of the contractors submitting bids 
had arrived at his ‘Overhead and 
Profit” item correctly. As a result I 
was asked to discuss this subject at 
the next contractors’ meeting. 

This subject has been discussed and 
analyzed so many times that I would 
have hesitated to present it were it 
not that all bids submitted were in 
error. I will not attempt to present 
even a sketchy outline of my subject, 
but believe that a little “stunt” which 
I pulled will be of sufficient interest 
to chronicle. 

Our total attendance at this meet- 
ing was 135 members of which 60 
were electrical contractors. I passed 
out a small slip of paper to each con- 
tractor and announced that I would 
present a very simple problem on 
“Overhead and Profit,’ and asked 
that the answer be written on the 
slip of paper and turned in at once. 

The problem was as follows: 

Prime cost of labor and material is 
$70.00; figure a margin of 20 per cent 
for overhead expense and 10 per cent 
profit. 

Of 60 answers submitted, only two 
were correct and both of the correct 
answers were turned in by two men 
who were members of my committee. 
The figures submitted ranged from 
$87.13 to $117.50. 

Over 60 per cent of the answers 
were $92.40 arrived at by adding 20 
per cent to $70.00 or a total of $84.00 
to which 10 per cent was added mak- 
ing a total of $92.40. 

It goes without saying that this 
little “stunt” provided me with a 
background for a very interesting talk 
on how to figure overhead expense. I 
believe it could be “‘pulled” at con- 
tractor meetings all over the country. 





It’s hard to believe, but since this 
electrical meeting a friend of mine 
tried it at a meeting of painters and 
decorators and met with identical 
results. 

The sheet illustrated on “How to 
Figure Profit” was passed out during 
my discussion and proved very help- 
ful. 

Since the meeting, our city sales- 
men have been called on innumerable 
times to explain how to figure over- 
head and profit to contractors who 
were present at our meeting—proving 
that it is necessary to keep on repeat- 
ing until it is thoroughly and com- 
pletely understood. 


HOW FI 


[Different people see this proposition 
from different angles. Perhaps som 
salesmen will find it easier to explain ir 
this way: Assume overhead is to be 2() 
per cent of sales price and profit 10 per 
cent of sales price. Together they rep 
resent 80 per cent of sales prices. Then the 
prime cost must represent the difference 
between 100 per cent and 80 per cent o1 
70 per cent. Suppose your prime cost is 
$70. $70 is 70 per cent of what number? 
Answer—It is 70 per cent of $100, which 
must, therefore, be your selling price. 

Suppose the prime cost is $95. Then 
$95 is 70 per cent of what number 
Answer—It is 70 per cent of $1385.71 
(arrived at by dividing 95 by 70). 

Now check back this last one. Ten 
per cent of $135.71 equals $18.57. Twenty 
per cent of $185.71 — $27.14. 27.14 + 
18.57 $40.71. $135.71 — $40.71 = 
$95.00 prime cost.—Editor’s Note. ] 


Experience has proven that but few businese men have learned 


to properly figure profit. 
does not yield 20 per cent profit. 


Remember that 20 per cent added to cost 


Profit is properly figured on sales, 


and to make a 30 per cent profit you must add 25 per cent to cost. 
Keep the following echedule before you and you will find it 


worth many dollare in the couree of 


a year. 


5% added to cost ie 44% profit on selling price 
“SS eee ee oe 
10 es 8 » 9 & 6 " e ® 
; 1344 6 es 8 *» 1144 5 # " " 
1 s a 8 s 13 s s " a 
164 ° e 8 " 14h ® 4 " * 
1744 ad 7 * 15 bd 4 ° . 
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2 © eo ® 3204 ® * & s 
3 ® es 8 » 3234 ® « " " 
33-1/34 © 8 © © 35¢ ee oe . 
35 ® e ® 26 ® * a * 
37. € eon ® 327 ® * 2 “ 
40 ® e s 2 . * . # 
4 ¥ es 8 * 3} * e ® a 
* 2 8 ® 33-1/3% * ® e " 
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Study thie diagram and think it over. 


ie assumed, The 


sales, 


YOU AS ae 





An overhead of 204% of 
4, 3 


chances are that your overhead rune closer to 30 


ARE THERE F'OUGH DOLLARS IN 
YOUR PRICE PILE TO COVER THOSE 
IN THE OTHER FOUR PILES? 
































MATERIAL Or don't you figure 
40% LABOR on theee last two? 
30% OVERHEAD 
( $10 ) 20% PROFIT 
( 10 ) 10 ) 104% 
ti 10 ) ( ¥10 ) 
Petr 10 a 10 rt ais =) 
Take one ° from These two piles But Which is — cr 
thie pile and your repeousn® yout =o of te 
10 fit ie GONE PRIME r 
oe WHICH MEANS THAT MUST 


So after all ien't it better to make 


ADD 43% TO YOUR PRIME COST 

IF you are to include a 20% 

overhead and a 10% profit. 
#10 on 


one job than to lose $1 on each of ten other 


jobs. THINK IT OVER. 
hie own neck. 


The price cutter cuts 


Handy Tabulation Used by L. G. Mample to Illustrate ‘‘How to Figure Profit.” 
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Right now is the time to sell 
CORTO Electric Steam Radiators 


Right now before real cold weather comes is just the time to make 


extra profits on Corto Electric Steam Radiators. 


Owners dislike to start their central heating plants before colder 
weather comes and this auxiliary heater is ideal to take the chill off. 


The heat from Corto Electric Steam Radiators is different from 
other kinds of electric heat. It is radiator heat, and warms the whole 
room instead of just a spot. This gives it a distinct place in elec- 


trical heating. 


The Corto Electric Steam Radiator is manufactured in three sizes 


and will meet all standard voltage requirements. 


It is marketed through electrical jobbers and dealers and is backed 
by the reputation of the world’s largest manufacturer of heating 


equipment. Immediate deliveries. 


AMERICAN RADIATOR COMPANY! 





Showrooms and sales offices: New York, Boston, Providence, New Haven, Newark, Philadelphia, 
Baltimore, Washington, Richmond, Buffalo, Pittsburgh, Cleveland, Detroit, Cincinnati, Atlanta, 
Chicago, Milwaukee, Indianapolis, St. Louis, St. Paul, Minneapolis, Omaha, Kansas City, Denver, 


San Francisco, Los Angeles, Seattle, Toronto, London, Paris, Milan, Brussels, Berlin 


Makers of IDEAL BOILERS and AMERICAN RADIATORS and other products for heating, 
ventilating and refrigeration 











AMERICAN RADIATOR COMPANY 


Direct Mail Advertising Dept. 140 

1807 Elmwood Ave., Buffalo, N. Y. 

GENTLEMEN : Please send me your attractive catalog 

which describes the new Corto Electric Steam Radiator. 
Very truly yours, 





Name 
Addr 
City State 
































12 THE JOBBER’SfJ]SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY, 


MINIATURE TRANS PORTATION SYSTEMS 


Advertising that 
reaches more than 


Forty Million 
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That Spells BIGGER SALES 
for the Jobbers Salesman 





National Advertising 


The greatest advertising campaign ever put behind Miniature Railroads~— 

American Flyer's program for 1926. Millions and millions of advertisements 
throughout the country—literally thousands of them reaching the cus- 
tomers of every dealer you call upon! 


Mother, Father and the boys themselves cannot miss the advertising 
in American Flyer’s nineteenth successful season, their biggest advertising 
campaign. In every community, among the customers of every dealer, 
buying interest is created. Our beautiful new 7-color American Flyer 
window and store displays are designed to focus this interest on the 





— _ 
CAR Iyer’ Scientifically 
A Correct 
MINIATURE TRANSPORTATION ane both Electrically 
&% and 
Mechanically 
eet 





dealer’s store, with the result of quick sales and long profits. 


The Finest Train—The Greatest Profit Possibility 
A Complete Line With All Slow Selling Items Removed 
And Now—A Tremendous Advertising Campaign 


These are a few of the sound reasons why American Flyer can make 
money for your dealers this Christmas season — why they open the way 


to easier, bigger sales for you. 


Be sure to get your part of this increased American Flyer volume. 
Tell your dealers about American Flyer’s big advertising campaign and 


profit opportunity. 


We are noted for our rapid service and quick deliveries 
at all times, insuring quick turnover and more profit for 
dealers. The big, new 1926 four-color catalog shows all 
the various models of the profitable “American Flyer’’ 
Line. May we send it to you with our complete story? 


AMERICAN FLYER MFG. CO. 


2225 South Halsted Street, Chicago, Illinois 
Eastern Sales Office 
200 Fifth Avenue 
New York City 


“) 
a 
J 


Western Sales Office 
660 Mission Street 
San Francisco, California 
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This is Harry Hirsch, president, credit 
handler, etc. of the National Light & 
Electric Co., Newark, N. J. Yes, Harry, 
you probably would look better in a bath- 
ing suit than an overcoat this time of the 
year but the general contour is there, so 
what’s the difference? The company was 
established in 1921 and already has a 
Brooklyn branch. Together, they serve 
nearly 2000 dealers, 200 for each of the 
active salesmen now out after business. 





Using the Side Door 


“I have just read with great in- 
terest the article written by H. M. 
Hull, entitled ‘There Are Two Doors 
to Every Industrial Plant,’ in the 
August issue of THe JoBBER’s SALEs- 
MAN. This article was especially in- 
teresting to me, as I had used the 
side door system for quite a few years 
to good advantage. 

“I will endeavor to write in as few 
words as possible of an experience I 
had a short while ago, where I culti- 
vated the acquaintance of the chief 
engineer of an industrial plant, and 
secured an order for the entire elec- 
trical equipment for electrifying the 
plant. 


“Not long ago I had an occasion to 
visit the Hazlehurst Box Factory of 
Hazlehurst, Mass., engaged in the 
manufacture of wood . crates for 
vegetables. I secured permission to 
look over the plant. The first thing 
I did was to look up the chief engi- 
neer and make myself acquainted with 
him. He gladly accompanied me over 
the entire plant, explaining every ma- 
chine in every detail. I spent several 
hours looking over this plant, making 


notes and gathering information from 
the engineer. 

“T noticed that all machinery was 
operated by steam power, using extra 
long line shafts and a great mass of 
belts, pulleys and idlers. I asked the 
engineer if the company had ever 
considered electrifying the plant, and 
explained that this would do away 
with the countless line shafts and 
belts and also be more efficient and at 
the same time eliminate lots of danger 
to employees. He said that this 
would be very nice, but he was afraid 
that the cost. would be prohibitive and 
did not think the company would con- 
sider changing over just at present. I 
could see that he was very much in- 
terested himself in eliminating any 
trouble he could and bringing the 
plant up to a higher state of effici- 
ency. I got him to give me the 
horse power of each machine, then I 
got busy and laid out the entire elec- 
trical layout, getting up cost of 
motors, generator and all necessary 
wiring material. After getting all 
this data together, I laid it out before 
the engineer, and to make a long story 
short, the engineer suggested that we 
go and talk the matter over with the 
general manager and president of the 
company. The president was inter- 
ested, and in less than 24 hours the 
order for the entire electrical equip- 
ment was in the office and material be- 
ing packed for shipment. 

“H. M. Wilson, president and gen- 
eral manager of the company, told me 











If this doesn’t bring a flock of proposals, 
we'll quit taking pictures. Marie Holcomb, 
on the left, has a complexion like a rose- 
leaf, a laugh like Minnehaha and more pep 
than Marian Davies. Her chum, Mildred 
Handley, is one of the best Charleston ex- 
perts and teachers in little old Mizzou. 
Both are with Graybar Electric Co., Inc., 

Kansas City. 


THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


R, G. McCurdy, specialist with Gray- 
bar, at Kansas City, is an authority on 
appliances as well as other goods of West- 
ern. Electric manufacture. He has one 
fault—he hangs Graybar price tags on 
everything in the place—including the 
girls’ hats. 





that he had often thought of electri- 
fying his plant, but that no one had 
ever taken the time to show him why 
it would be to his advantage to do so 
and give him the cost. 

“If I had not first become ac- 
quainted with the chief engineer and 
gained his confidence, I could never 
have obtained the valuable informa- 
tion that I got from him, and his as- 
sistance in securing this nice order, 
as I only sold the engineer and he 
sold the president.” 

L. A. Wuite, 
Interstate Electric Co., New Orle- 


ans, La. 
* * 


Illinois Electric Opens San 
Diego Branch 

The Illinois Electric Co., Los An- 
geles, has opened a branch office at 
712 Electric Bldg., San Diego, Calif. 
R. P. Wakeman will be in charge. 
Mr. Wakeman has been with the com- 
pany for the past three years. 

The territory covered by this 
branch includes San Diego and Im- 
perial counties, together with adja- 


cent territories:in northern Mexico. 
* * * 


Wheeler-Green Disposes of 
Fixture Department 
The Wheeler-Green Electric Co.. 
Rochester, N. Y., has disposed of its 
lighting fixture department. It will 
be taken over by Barber-Donovan, 
Inc. Mr. Barber was formerly buyer 
and manager of the fixture depart- 


ment of the Wheeler-Green Electric 
Co. 
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Note to Jobbers’ Salesmen: | 


of the kind of Buss Light 
eur dealers through 
Bussmann Mfg. Co., St. Lo 
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Parchment Shade No. 43. 
La Fleur Design on Decorated 
Ivory Metal Base. 


Parchment Shade No. 45. 
La Belle Design on Statuary 
Bronze Metal Base. 


There is also a $2 plain Bronze finish BUSS Light to sell for kitchen, garage or work room. 





The New 


BUSS Lights 


with translucent parch- 
ment shades, lovelier than 
ever in beauty, yet still 
retailing at $3. 
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Parchment Shade No. 44. 
La Rose Design on Decorated 
Ivory Metal Base. 
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Metal Shade No. 41 to 
match Decorated Ivory Metal 
Base. 


There is no stand lamp 
on the market at any- 
thing near the price that 
gives as great a value as 
the new BUSS Light. Yet 
with all this, the BUSS 
Light has the added value 
of also being the handiest 
lamp in the world, be- 
cause it clamps, hangs and 
adjusts. 

Note—The BUSS Light 
shade holders are now 
made to fit the new type 


as well as the old type 
bulbs. 


Parchment Shade No. 46. 
La Cherie Design on Statuary 
Bronze Metal Base. 





Metal Shade No. 42 to 
match Decorated Bronze 
Metal Base. 














Adding new translucent parchment Shades to 


BUSS Lights Without Adding a Penny to Price! 


No wonder you'll sell 25 times as 
many Buss Lights as ever before 


When the first Buss Lights were brought out three 
seasons ago, they were so far superior in quality and price 
to ordinary clamp lamps that they simply walked away 
with the clamp lamp market. 


More than a million Buss Lights have been sold since, 
simply because of their qualities as clamp lamps. Dealers 
enjoyed the biggest sales of this kind they ever had in 
their whole business, selling more Buss Lights than all 
other such clamp lamps combined. 


Now comes an entirely new line of Buss 
Lights with the finest quality of translucent 
parchment shades, and still the price stays at 
$3 retail! But that’s not all. 


These new translucent parchment shades now put Buss 
Lights into a lamp market that’s 25 times bigger than the 
market for just clamp lamps (because total sales of small 
decorative stand lamps are 25 times greater than total sales 
of clamp lamps). 


And Buss Lights enter that 25 times bigger lamp market 
with the biggest value in small decorative stand lamps that 
the market has ever known. 


Look at the lamps illustrated. You know 
that the public has never had such values 
offered them even if you only consider their 
value as decorative stand lamps. 


But remember this important fact, too! The ordinary 


small stand lamp serves no other purpose than a decorative 
light. But the new Buss Light is not only a better decora- 
tive stand lamp at a lower price, but in addition it is the 
only decorative stand lamp that you can really read by, 
sew by, play by—a lamp that you can clamp anywhere, 
hang anywhere and adjust any way. 


And all this added usefulness at a price less 
than an ordinary rigid stand lamp of any- 
thing near the same quality. 


Now you can understand why the trade is stocking up 
on this new Buss Light line as fast as the word gets out. 
Dealers who formerly bought a few Buss Lights at a time 
are now ordering them by the scores. Large city retailers 
are buying Buss Lights by the hundreds and thousands. 
They all know that they can sell 10 to 25 times as many 
of these new decorative translucent parchment shade Buss 
Lights as they ever sold before. 


Don’t belittle your sales of this new big 
volume line by stocking it in a ‘‘sample’’ way. 
With these new decorative parchment shades, Buss Lights 
are no longer specialty lamps. They are no longer just 
clamp lamps. They are the finest value in decorative stand 
lamps that the market has ever had offered. And every- 
body is buying such lamps. The market runs into millions 
annually. You can make this new Buss Light line your 
biggest sales leader in lamps of the season. 


Now read special offer on next page. 


There is no stand lamp on the market at anything near the 
price that gives as great a value as the new BUSS Lights. Yet 
the BUSS Light with all this has the added value of also be- 
ing the handiest light in the world because it clamps, hangs 


and adjusts. 

































More than a Decor- 
ative Stand Lamp. 
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An 
Electrified 
Display 
To Make Volume Selling Easy 


Dealers and Merchandising Men helped us to design this 
display to fit your needs for a display that would help beau- 
tify your store and really sell goods. 

Note the illustration. The display is made like a regular 
card frame. It holds three BUSS Lights. One clamped on 
the side to show the clamping feature. A second hung on 
a screw to show how the BUSS light may be used as a wall 
bracket. And a third clamped over the top of the frame to 
show how the light looks when clamped over a bed or any- 
where in actual use. 


One Socket Lights 6 BUSS Lights 


The base-board of the stand has 6 convenience outlets. 
All you have to do is to attach the extension cord (which 
comes with the stand) to any socket, and you can plug in 
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Use this Display Order Coupon 


BussMANN MANUFACTURING CoMPANY, 

3819 North 23rd Street, St. Louis, Mo. 

Gentlemen:—We certainly want to get one of the new BUSS Light 
Electrified Displays. Ship us through 


Name of Jobber. 
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6 BUSS Lights. The 3 on the stand may be lighted, and 3 
others on your table may also be lighted, to show their beauty 
as stand lamps. 


A Real Store Fixture—Not an Advertising 
Contraption. 

The BUSS Light Electrified Display is made of fine wood 
stained in a dark oil color. The card furnished is lettered in 
a style such as you yourself would make, and is not just an 
ordinary advertising card No advertising matter is printed 
on the stand. A small brass name plate shows the name of 
the product—BUSS Lights. The stand is 17” wide and 18” 
high. It comes packed in a corrugated box complete with 
convenience outlets and extension cord all ready to place on 
your counter. 


How You Can Get a BUSS Light 
Electrified Display. 


You can get one of the Electrified Displays by placing an 
order for BUSS Lights ($3.00 model only) amounting to 
$24.00 or more. Or if you prefer one will be sent you upon 
receipt of $3.00. Only one of these expensive stands may 
be allowed to the dealer. 


Special Initial Order. 


BUSS Lights may be ordered in any quantity of any style, 
but to give you a well balanced stock and the Electrified 
Display Stand with a minimum investment, we suggest 
placing the order as shown on the attached coupon. 


Mail this display order direct 
to us. We will fill it through 


12 BUSS Light Bases—6 Bronze, 6 Ivory ... 
12 BUSS Light Parchment Shades—3 of each— | All for 
4 kinds 
1 Electrified BUSS Light Display 
(Both bases and shades are packed 3 of one kind to a carton. This 
brder provides 12 complete BUSS Lights, which retail at $3 each.) 


your jobber and send the dis- 
play direct to you. 


The lamp selling is now at 
its height, so do not delay in 
placing your order. 


See ee ee eee eee ee ee ee ee ee oe 
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Pacific States Expanding 


‘Ine steady growtn ot tue eiectrical 
industry on the 4racinc Coast is em- 
phasized by the rapid expansion ol 
tne Paciic States milectric Co., San 
rrancisco, ‘Lhis company has just 
announced its occupancy of new and 
larger quarters in Los Angeles and 
its preparations for a new and larger 
building in San Francisco. 

The new location of the Los An- 
geles quarters is 385 E. Second St., 
at Central Ave., where open house 
was heid on Monday, August 9. The 
new location is much more convenient 
tor the wholesale trade for, while it 
is still in the down town district, it 
is removed from the traffic congestion, 
and is much more accessible than the 
former location at 236 S. Los Angeles 
St. The offices and warehouse occupy 
a five story building. Stock rooms 
have been enlarged to meet the de- 
mands of the electrical contractors, 
and larger counter service has been 
installed. Greater office’ space tends 
to increase the efficiency of the entire 
organization. F. J. (Frank) Airey is 
Los Angeles district manager and 
C. H. Thrane district sales manager. 


In San Francisco the company has 


entered into a long time lease under 
which there will be built, according 
to its specifications, a three story and 
basement, fire-proof building at the 


Southwest corner of Bryant and 10th 
Sts., at an estimated cost of approxi- 
mately $500,000. It will have a front- 
age of 295 feet on Bryant St., and 
120 feet on 10th St., with spur track 
facilities. The building, of the most 
modern type and equipment, will have 
a number of novel features in the de- 
sign of stock rooms, counters, offices, 
etc. San Francisco being the head- 
quarters of the Pacific States Electric 
Co., this new building will house not 
only the San Francisco district offices 
but also the office of D. E. Harris, 
president, H. R. Noack, vice-presi- 


dent, and S. B. Anderson, vice-presi- 
dent and treasurer, and the company’s 
general organization. 

The Pacific States Electric Co. is 
now located at 575 Mission St., but 
upon completion of the new building, 
which will be occupied exclusively by 
this company, the old quarters will 
be given up. F. C. Todt is the San 
Francisco district manager. 

The changes announced are in line 
with the consistent policy of expan- 
sion followed by the Pacific States 
Electric Company which, in 1925, 
opened the following new branches: 

















Pacific States Electric Co., San Francisco. 


Pacific States Electric Co., Los Angeles. 


San Diego, Calif.; Long Beach, Calif., 
and Phoenix, Ark. 

During 1925 the company moved 
into larger quarters, built to its speci- 
fications, in Oakland and only recently 
has opened a complete new ware- 
house and offices in Spokane, Wash. 
This year the Portland offices were 
entirely remodeled and enlarged. In 
all, the Pacific States Electric Co., 
now maintains nine district and 
branch offices. 

- * * 


“There Is No News” 

B. C. Watts, president of the B. C. 
Watts Co., Denver, Colo., writes in 
to tell us “there is no news,” adding 
that while his company has been in 
business 20 years it has had no 
changes in personnel for a consider- 
able length of time which comment in 
itself is news. His men must be well 
satisfied. 

W. J. Springer, one of the em- 
ployes, has just returned from the 
Pacific Coast where he spent his vaca- 
tion. 
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Bob Barker Receives Merited 
Promotion 

W. R. (Bob) Barker has recently 

been made assistant sales manager of 

the Robertson-Cataract Electric Co.’s 

Buffalo house. Bob is a graduate of 

the Massachusettes Institute of Tech- 


Bob Barker 


nology, class of 1921. He served as an 
operator in the terminal plant for the 
Utah Power & Light Co., 1921-1922. 
Coming with the Robertson-Cataract 
Electric Co. in September, 1922, he 
served as a supply salesman and lamp 
salesman. He then left the company 
for a few months to learn radio with 
the Federal Telephone & Telegraph 
Co., Buffalo, and later became radio 
sales manager for Neal Clark & Neal, 
Buffalo. He then returned to the 
Robertson-Cataract Electric Co., to 
supervise a stock campaign and for 
the last year has been radio sales man- 
ager for the company’s four houses. 

Mr. Barker is taking the position 
formerly occupied by Jim Sidway. 

Furst 
Great Lakes Division at French 
Lick 

Once more the conference delegates 
have selected the French Lick Springs 
Hotel, Lick, Ind., the 
meeting place of the Great Lakes 
Division of the National Electric 
Light Association. The dates are Sep- 
tember 23, 24 and 25. A partial out- 
line of the program includes 15 ad- 
dresses by people prominent in the 
electric light industry and other fields 
of commercial work. 


French as 


Jobbers’ Sales Activities 

Post-Giover Division, L. S. G. E. 
S. Co., Cincinnati, Ohio.—A cam- 
paign on Hotpoint appliances and es- 
pecially on irons was put into effect 
during the month of August. 

Pierce Electric Co., Tampa, Fla.— 
A drive on Westinghouse automatic 
irons in July produced very good re- 
sults in the amount of sales made. 


Unitep Electric Supply Co., Salt 
Lake City, Utah.—This company has 
employed a new salesman to start a 
campaign on radio for the coming 
season. 


Tet-Exvectric Co., Houston, Tex. 
—A Westinghouse automatic iron 
campaign just finished proved highly 
successful as over 700 irons were sold 
in less than 30 days. 


SouTHERN New England Electric 
Co., Hartford, Conn.—A G-E cleaner. 
campaign held during July proved 
successful both as to sales and num- 
ber of dealers obtained. TT. Smith 
won the first prize of $15, while H. 
A. Snyder won the second prize of 
$10. The branches at New Haven, 
Bridgeport, and Waterbury also took 
part in the drive. 


Mann. Electrical Supply Co., 
Greenville, S. C.—A campaign was 
recently run on Westinghouse safety 
switches. 
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Leidy Has Strong Ball Team 
The A. W. Leidy baseball club 


comprised entirely of employees, i; 
leading the Industrial League o 
Easton, Pa. and Phillipsburg, N. J. 
where the company is located. Thi. 
team has been undefeated and it; 
heavy hitting has turned in score. 
against its opponents resembling mor. 
a football game than a baseball gam: 
Ray Sarson, leading moundsman 0! 
this aggressive organization has 
turned in 28 strikeouts in the last two 
games. On August 3 the Easton Ex 
press team was shut out 21 to 0. 
“Sank,” old boy, allowing only on 
hit for a single. 

F. Rose of the V. V. Fittings Co., 
and P. Blendemin of the Rodale Co.. 
are ardent fans of this team, and 
take occasion to follow them in ac- 
tion on their every trip into the ter 
ritory. Newton Wambold Leidy. 
brother of the president, is the chief 
rooter and ball chaser and has not 


missed a league game to date. 
* * * 


Electrical Credit Barometer 


The accompanying tabulation shows 
the number of delinquent accounts, the 
total amounts and the average Elec- 
trical Credit Association by member 
manufacturers and jobbers through its 
various divisions, for July, 1926, as 
compared with the same month the 
previous year. Also these figures are 
shown for the previous six months’ 
period of 1925-26, including July. 


“THE ELECTRICAL CREDIT BAROMETER” 
JULY 30. 1926 
NUMBER OF ACCOUNTS REPORTED 


DIVISION July 


1925 


Middle & Southern Atlantic.... 216 
New England 87 
Pacific Coast 


hs, | i rnernee eerie ey ime 183 


TOTAL 


1926 
839 
203 

89 
16 
742 
1888 


% 
Increase 
or 
Decrease 
— 14% 
—16.7% 
448.8% 
437.5% 

8% 
+ 638% 


oO 
Increase 

or 
Decrease 
—4.7 % 
— 6.48% 
+ 2.29% 
—ll. &% 
— 8.7 % 
— 88 % 


6 months 

1925 1926 
2767 2729 
1689 1865 
610 908 
133 1838 
6344 6380 
11,4938 =11,565 


TOTAL AMOUNTS REPORTED 


July 

a 1925 1926 
$ 42,504 $ 45,045 

Middle-South. Atlantic 380,594 24,361 
New England 15,310 8,750 
Pacific Coast 5,068 2,113 
87,366 
cae. $195,845 $167,635 
AVERAGE 


Middle-Southern Atlantic 
New England 

Pacific Coast 

Central 


0 
Increase 
or 
Decrease 


‘Oo 
Increase 

or 
Decrease 
— 16% 
—B5.9% 
—20.0% 
—44.1% 
— 9.5% 
—11.1% 


6 months 

1925 1926 
$ 408,515 $ 401,755 
231,743 148,483 
75,781 60,583 
21,809 31,444 
766,761 698,924 
—14.1% $1,504,589 $1,836,188 

AMOUNTS 

6 Months 


July 
1926 1925 1926 
$133 $147 $147 
120 141 107 
98 124 66 
158 171 


182 
118 121 109 
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Biggest Selling Christmas 
Specialty on the Market! 


The Belmont 
REE-LITER 












VERY Christmas tree in your territory means a possible sale of a Bel- 

mont Tree-liter. You have only to show this ideal tree holder, and 
people will buy it. It simplifies setting up the tree; and its colored flood- 
lights add new and startling beauty to the tree itself. 


These features sell Belmont Tree-Liters 


Heavy construction and broad base with thumb-screws and anchor hold 
tree straight and firm. Any size tree instantly installed without trimming 
or cutting. 


Water-well keeps tree fresh; it holds the needles. 


Colored flood-lights illuminate lower branches—something new in tree 
illumination. Two convenient outlets for colored light stringers; 6-foot 


* extension to reach nearest light socket. 
s & Retail price—$6.50 (bulbs extra)—an easy and profitable seller. 
< a | 7 | 
a ae th t | 
be s == Electrical Division 
ie => All-American Radio Corporation 


Moog” vif lie, 4231 Belmont Ave., Chicago 
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President Fowler’s Address on 
Wiring 

On the day this issue goes to press 
the 26th Annual Convention of the 
Association of Electragists, Inter- 
national is being held at Cedar Point, 
Ohio. The address of President 
Joseph A. Fowler is here given, prac- 
tically in its entirety and _ touches 
upon a number of things of particular 
interest to the jobber as representing 
the electragists’ viewpoint, and of 
course every jobber is interested in 
this viewpoint to whatever degree it 
may meet with his own views. To 
quote from this address: 

Our with the three 
other the industry is 
friendly and evidences of co-operation 
concerning mutual problems are out- 
standing. Such relationships can be 
materially improved by a helpful atti- 


relationship 
branches of 


tude on the part of our individual 
members locally. 

The central station has nothing to 
gain by deliberately antagonizing local 
electragists and it realizes that the 
greatest good can come only from a 
co-operating electrical constituency. 
Of course a few isolated exceptions 
prevail, but in such cases it is not 
infrequently found that both 
have contributed to the misunder- 
standing. Join in their campaign for 
customer ownership—become owners 
of their securities—tie in with their 
programs—become _ personally 
acquainted with the local management. 

We have no better friends than the 
manufacturers of electrical supplies 
and we are grateful for the fine sup- 
port they seem ever ready to extend 


sides 


sales 


to us. 

The distributor or 
greatly changed his attitude toward us 
in recent years. A reputable electra- 
gist who pays his bills is a mighty 
valuable customer for the jobber. We 
have been asking a lot from him in 
connection with the question of trade 
policy and generally speaking he has 
been trying to measure up to our 
requirements. 


jobber has 


One of the principal manufacturers 
is taking the position that its distrib- 
utors have no place in the contracting 
and retail field and this thoucht is 
shared by the distributors. I wish to 
quote from an announcement of one 
of the large combined jobbing and 
contracting concerns of the country— 

“On August Ist we will become a 
wholesale distributor only. We will 


sell only to electrical contractors and 


dealers who purchase for resale and 
industrial plants for their general 
requirements.” 


If we take the position that jobbers 
should not be our competitors we must 
make certain that such a policy will be 
profitable for them by helping to make 
it so, 

Every department of our work has 
made substantial progress during the 
year. Certain of our activities have 
been of such importance as to merit 
individual comment. 

It is generally admitted that the 
Electrical Code has reached its pres- 
ent standard of excellence, at least in 
part, because of the constructive serv- 
ice rendered to the Electrical Com- 


Our 


mittee by our representatives. 


membership has been a vital factor in 
establishing the Code as a standard. 
Literally thousands of proposals are 


made daily by electrical contractors 
in which work is offered in accordance 
with the rules and regulations of the 
National Electrical Code. We have 
built our reputations on the integrity 
of this Code. The limitations and 
restrictions imposed by the Code are 
the expressions of field 
experience wherein the hazzard to life 
and property was a factor. Is _ it 
strange, therefore, that we view with 


concrete 


alarm any and all attempts to lower 
the standards? 

Developments in recent months hay: 
found us chief among the defenders 
of the Code. In the controversy 
which has waged for the approval of 
rules for installing non-metallic 
assemblies without insulators. we were 
pictured as extortionate conspirators, 
guilty of wholesale banditry, exacting 
our pound of flesh from the hapless 
house builder and standing in the way 
of the extension of that great All 


- American institution, The Home. 


Aside from interested manufactur 
ers, the principal assault on present 
Code standards is coming from central 
station interests. The claim is not 
that the standard is too good or too 
high, but too expensive. They would 
have one believe that countless homes 
have the most meagre kind of elec 
tric while others are 
enshrouded in darkness, solely because 
wiring costs are prohibitive. Possibly) 
a fitting refrain should be, “It is bet 
ter to be wired and burnt than never 
to have been wired at all.” In pur 
suit of their fettish to extend elec- 
trical service to every home, some 


conveniences, 


central station people have become 
deluded with the theory that every 
unwired home is a reflection of the 
rapacity of the electrical contractor. 














You will look far and wide before finding a better looking bunch of young 


electrical men than these boys of the R, M. Laird Electric Co., Minneapolis. 


w. VU 


McFall (the smiling gent with the hat on) says they work almost as hard as the) 


are good looking. 








Out on the copper highways 


N blazing sun and blinding bliz- 

zards, the bronzed guardians of 
service carry on. Theirs is the re- 
sponsibility of constructing, and 
maintaining constantservice on the 
copper highways of the country. 


Ask them about wires, if you would 
know the opinions of men who 
actually handle and work with wire. 
Ask, too, the engineer in charge 
of distribution. For he will give you 
the engineering viewpoint. 

From both lineman and engineer 
you will hear only good of Rome 
Weatherproof Wire and Rome 


Cutting-in Cable. They have the 
same complete confidence in these 
Rome products that is evidenced 
by thousands of others throughout 
the industry for all Rome wires. A 
confidence founded on never vary- 
ing quality. 


In twenty years the Rome Wire 
Company has grown from a small 
wireshop to mills that cover twenty 
acres of manufacturing floor space. 
Rolling, drawing, insulating each of 
its many wires and cables in these 
mills. Justifying industry’s confi- 
dence by never-ceasing inspection. 


ROME WIRE COMPANY, ROME, N.Y. 


ROME WIRE 


FROM WIRE BAR TO FINISHED COPPER WIRE 
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Tinned Copper ¥ 
Wires and Cables 
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AKED at 125° F. and frozen at 10° 

below zero before it is released by the 
inspection department—is there any 
wonder that Rome Weatherproof Wire 
stands up on the job despite blazing sum- 
mers and roaring winters? 


It is just such careful testing, and inspec- 
tion of all Rome Wires and Cables, that 
has built their reputation for quality 
thruout the electrical industry. Backed 
by the facilities of twenty acres of manu- 
facturing floor space, bettered by the 
judgments of twenty years of manufac- 
turing experience, every Rome Wire 
stands out as a quality product. 


' Extra Flexibl If you will let us know what wires and cables, eee Soveee 


— th shown on this page, you are interested in, we will Intermediate A : 

be glad to send you samples, catalogs, and other 
information that will be of help to you—while 
an opportunity to quote on any of your wire re- 
quirements will always be welcome. 





ROME WIRE COMPANY 
Mills and Executive Offices: ROME, N.Y. 
Diamond Branch: Buffalo, N.Y. 


New York — 50 Church Street 
Boston — 1011 Little Building Chicago — 14 E. Jackson Blvd. 
Detroit — 25 Parsons Street Cleveland — 1200 W. 9th Street 
Los Angeles — J. G. Pomeroy, Inc., 336 Azusa Street 


San Francisco — J. G. Pomeroy, Inc., 51 Federal Street Copper Rod ana 
Bare Copper Wire 
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Certain representatives of the 
Underwriters have grown complacent 
in the security we have enjoyed 


through the diminishing number of 
fires from defective wiring and have 
allowed themselves to 
suaded to the viewpoint that present 
Code standards 
restrictive. We feel that it is appro- 
priate to point out that conditions 
were not ever thus, and that if our fire 
hazard record has improved it is only 
because we have improved our stand- 
ard to its present status. Are we now 
to retrace our steps? 


become _per- 


are unnecessarily 


The Underwriters cannot escape the 
responsibility of safeguarding prop- 
erty from fire. The property owner 
taught to that 
National Board of Fire Underwriters 
regulations guaranteed safety. One 
year of lowered standards may place 
in constant jeopardy the lifetime sav- 
ings of thousands. 


has been believe 


In connection with this situation 
there is a sentiment prevailing not 
without strong support, which urges 
consideration of an electragist stand- 
ard of wiring practice. It is main- 
that the Code 
highly vulnerable to assault; that the 
electragist must bear the brunt of any 
breakdown installations 
made by him; that local communities 
are more and more controlling elec- 
trical construction by ordinance and 
that such regulations are generally far 
more restrictive than the Code and 
that the electragist can become a domi- 
nant factor in the preparation of such 
regulations. I am not a convert to the 
opinion that the Code has lost its use- 
fulness and confidently believe that 
thoughtful patriots who prize the 
Code’s integrity, will make unneces- 
sary a movement of that kind. 


tained has become 


in electrical 


The aggressive campaign of this 
issociation to develop all-metal stand- 
irds for wiring systems in certain 
kinds of buildings, and all kinds of 
conditions, 


under certain 


las been so successful that we have 


buildings 


been challenged to justify our position 
sa result of the criticism which has 
come mainly from the Wiring Com- 


inittee of the National Electrical 
light Association. Considerable of 


the support for the approval of non- 
ictallie assemblies was a reflection of 
‘his opposition. 

In the first place the scope of our 
rogram was misunderstood by many 
nd intentionally so by others. It was 
iarged that we would restrict all 
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wiring to rigid conduit installations. 
That we would ultimately demand an 
all metal code. That communities 
with all metal requirements abounded 
in un-wired houses on account of the 
prohibitive cost of such work. 

I am sure our members have never 
misunderstood our purpose and we 
have striven to acquaint others with 
We at this 
time a special committee charged with 
the duty of clarifying the situation. 
Nothing is to be gained by charges 
and counter-charges 


our real motives. have 





much can result 
from the right sort of industry rela- 
tionships in a mutually helpful study 
of such controversial subjects. 

It was with this thought in mind 
that I initiated a movement for a joint 
committee the of 
wiring, to be participated in by the 


survey on trend 


rHE INDUSTRY.” 





four major branches of the industry. 
Much progress has been made in this 
direction. I am happy to report to 
you that Mr. Earl E. Whitehorne has 
been invited and has accepted the 
responsibility of sponsoring this con 
ference. 

Such an industry conference should 
bring a mutually clearer view of our 
several responsibilities. 


* * * 


New Distributors for American 
Flyer 

The American Flyer Co. of Chi 
cago has appointed the following dis- 
tributors: C. J. Litscher Elee. Co., 
Grand Rapids, Mich.; George Worth- 
ington Co., Cleveland, Ohio; H. I. 
Sackett Elec. Co., Buffalo, N. Y.; 
Avery & Loeb Elec. Co., Columbus, 
Ohio. 





Above is the attractive store front of 
Electric Co., whose main house is in Newark, N. J. 
are W. S. Grover, store manager, Le Roy Van Sant and Vincent Parr. 
in the car is George Auspitz. Below is the interior of the Paterson branch store of 


the same company, with Kenneth Wheat, 
O’Sullivan, Howard Hanson, salesman, and 








the Jersey City branch of the Tri-City 
The three men in the doorway 
The salesman 


store manager, Dorothy Harvey, Joseph 
Walter Hearn in the picture. 
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Death of F. S. Terry 

Franklin S. Terry of Cleveland, 
vice-president of the General Electric 
Co. and for years a leader in the in- 
candescent lamp business, died sud- 
denly of heart failure at his summer 
home at Black Mountain, near Ashe- 
ville, N. C., on July 23. He had 
been in good health and the week 
previous to his death attended Camp 
General, a gathering of General Elec- 
tric officials, at Association Island. 

Mr. Terry was born in Ansonia, 
Conn., in 1862, and held his first 
position with the Electrical Supply 
Co. of Ansonia. In 1889 he organized 
the Incandescent Lamp Co. of Chi- 
cago and four years later took per- 
sonal charge of the company. In 
1901 the National Lamp Co., of which 
he was a founder, purchased the Sun- 
beam Co. A few years later the 
National Lamp Co. merged with Gen- 
eral Electric, Mr. Terry remaining 
with the National Lamp Works, Nela 
Park, Cleveland. He was one of the 
organizers of the National Electric 
Light Association. 

He possessed an extraordinary abil- 
ity for training and developing young 
men and his qualities as a leader 
were indicated by the splendid spirit 
which prevailed throughout his lamp 
organization. Mr. Terry devoted his 
genius as an organizer to the better- 
ment of the manufacture and quality 
of incandescent lamps until now, as 
a result, the incandescent lamp in- 
dustry stands in a class by itself. 

Mr. Terry is survived by his wife 
and two daughters, Mrs. Paul Bauder 
and Mrs. Ralph Tomey; a son, Albert 
Slocumb, second; two sisters, Mrs, 
Mary Clark and Miss Flora Terry 
and a brother, A. S. Terry, New York, 
a supervisor of the incandescent lamp 
business of the General Electric Co. 

* & # 
Changes in Personnel 

In recognition of his worth, Har- 
vey Kolts was recently elected vice- 
president of the Canfield* Electric 
Supply Co., Kingston, N. Y. All 
honor to the young man who looks 
after the interests of the “prompt 
shippers” of the Hudson Valley. 

The Canfield Electric Supply Co. is 
proud of Harvey, and, Harvey 
stands for the Canfield Electric, first, 
last and always. Incidentally, his 


level head takes the same size hat— 
he is still the same unassuming, hust- 
ling—“Busyness is business” Harvey 
Kolts. 











ive News 


bout Live Ones 


—. 





H. M. Suour has replaced R. C. 
Lingenfelter as a salesman in greater 
Kansas City for the B-R Electric 
Co., Kansas City, Mo. Mr. Lingen- 
felter resigned from the company on 
July 1. 





Lovis D. Tuck, better known as 
“Lew” and formerly with the Schim- 
mel Electric Supply Co., Philadelphia, 
has been made a member of the 
newly formed supply house of Creigh- 
ton, Koons & Schlegel. He is well 
known amongst electrical men and 
has a big following in his line. He 
also has made a number of good 
friends especially down in_ south 
Jersey. 


Forrest BREWINGTON is a new city 
salesman with the Brown & Hall. Sup- 
ply Co., St. Louis, Mo. Paul J. Stern 
will travel southern Illinois for the 
same company. A. H. Brown has been 
employed as a new counter man. 





G. L. Srrance will travel eastern 


Kentucky for the Post-Glover Div: 
sion of the L. S. G. E. S. Co., Cin 
cinnati, O. 

L. R. Granam is a new salesma: 
employed by the United Electric Sup 
ply Co., Salt Lake City, Utah. 


Russett T. Davis will work out o! 
the lighting fixture department of th: 
Pierce Electric Co., Tampa, Fla. 


T. J. Boye, assistant sales mana 
ger of the Tel-Electric Co., Houston. 
Tex., has returned from a six weeks 
auto trip to the Pacific Coast. 


B. C. Bioepon is a new radio sales- 
man for the Wholesale Electric Co.. 
Los Angeles, Calif. 


W. J. Situ is a new salesman 
with Avery & Loeb Electric Co., Co- 
lumbus, O. A. L. Fox is also with the 
company as a counter man. 


Barnett Cotts has been employed 




















Top row: (1) Ben S. Gambill; (2) W. T. Pattello; (8) W. N. Gowan; (4) J. H 
Caruthers; (5) J. K. Carlton; (6) G. MacFeatherstone. Middle row: (1) W. W. 
Gambill, Jr., secretary and sales manager; (2) Burt Kellam; (8) Phil P. Porch: 
(4) Burnette; (5) Harry Griffith; (6) Margaret Griffith; (7) Mrs. B. L. Clark: 
(8) Miss Alma Heimer; (9) Mrs. V. L. Saurez; (10) W. W. Gambill, president. 
Front row: James Scott; (2) Fee Mitchell; (8) Preston McNary; (4) George 


Wilson. All hail from the Braid Electric Co., Nashville, Tenn. 
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A cordial invitation is ae a 
extended to all our ' a 
friends in the trade to < : 
visit our factory and 
inspect Our modern 
manufacturing equip- 
ment and facilities. 





= 





NEW 
CATALOG 
just off the 
press. Mail the 


A complete line 
comprising 8 2 
wiring devices. 
coupon now! 


SN are 
my 4 Z a 
cm 


*, 











Be sure to get 
your copy of 
this new, mod- 
ern catalog. 


Plain. 
Simple. 
Business Like. 


Easy to read. 


Easy to order 








from. 
= —" teen 
a Mfg. Co. 
_--’ 226-242 Newell St. 
— Se Brooklyn, N. Y. 
The “i Mail us at once your 
Coupon new Catalog. 
Now a PIN THIS TO YOUR LETTER- 


HEAD AND MAIL IT! 

















58 THE JOBBER’SfA|SALESMAN 











“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


More sales—quicker profits 
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Th e ta | 


Famous $5° STAR-Rite $ 450 


Toaster now sells at... = 


In Canada, $6.00 } 


Every salesman knows it’s easy to sell good stuff when prices 
are right—now the STAR-Rite Toaster—as you well know— 
was a splendid seller (one of the greatest, in fact) at its old 
price of $5.00. Hundreds of thousands are in daily use right 
now. That proves their quality and selling ability. 


Now the ever growing demand for this great toaster has en- 
abled us to make certain production economies-—and we are 


passing these economies on to our customers by reducing the | 


price (which was already mightly low). 


National advertising—in large sizes—is telling the entire coun- 
try the story of STAR-Rite quality and value, in the Saturday 
Evening Post, Liberty, Good Housekeeping and Red Book. 
Saturday Evening Post Sept. 18, Oct. 23; Liberty, Sept. 18, 
Oct. 16; Good Housekeeping, October. 


At $4.50 retail this toaster should break all 


sales records—it will if you do your part. 


The Fitzgerald Manufacturing Company 


Torrington, Connecticut 


Canadian Fitzgerald Company, 95 King Street, East, Toronto, Ont. 


e TAR?! ite 


Makers of STAR-Rite Electrical Necessities 
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| the Westinghouse Lamp Co., is now in 


Penn Electrical Eng. Co., Scranton. 


| salesman of this company. 











N. D. 





| in the shipping room of the Sager 
| Electrical Supply Co., Lynn, Mass 
D. E. Matheson has been advanced 
from the shipping room to counte: 
salesman. 














A. C. Wurre is now with the Terry 
Durin Co., Cedar Rapids, Ia., as 


salesman. 






Harry QO. Connor, formerly with 







charge of the lamp department of the 






Pa. W. C. Haddon is a new city 







J. C. Saunpers has been employed 
as a stock salesman for the Northland 
Electric Supply Co., Minneapolis. 
Minn. Mr. Saunders was formerly 
with the Delco organization in Fargo. 














H. LaFonraine has been made 
manager of the stock room of the R. 
M. Laird Electric Co., Minneapolis. 
Minn. 

“ARLIE” SNyper will travel the 
Missouri territory for the American 
Electric Co, St. Joseph, Mo. “Bud” 
Goodman has been employed as a 
counter salesman. 





R. V. Givcrest and W. A. Le 
Master have been employed as sales 


| men by the Manhattan Electrical Sup- 


ply Co., St. Louis, Mo. They will 


cover the southern Illinois territory. 





F. S. Hagerman, sales manager of 
the Electric Appliance Co., Chicago. 
together with A. L. Ewert, city sales- 
man, and H. H. Krudup, automotive 
supply salesman, spent a week in Aug- 
ust at Nela Park, Cleveland, O., on 
an investigation of the lamp business. 
Thos. I. Stacey, secretary and treas 
urer of the same company, just re 
turned from a month’s trip throug) 
Alaska. 

Frep Kurr is a new salesman witli 
the H. C. Roberts Electric Supply 
Co., Baltimore, Md. Chas. Neubeck 
has been promoted from stock clerk to 
counter man. This company has also 
appointed L. W. Passano, formerly 


| with the Southern Electric Co., as 


manager of its radio department. 





Ep. P. Donerty, formerly mana 
ger of the Bridgeport (Conn.) branch 
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WHY 
“PAULDING” 


For many years Paulding Wiring Devices 
of Merit have served the electrical in- 
dustry in a manner wholly satisfactory to 
the most prudent buyer. And for many 
years recognized electrical jobbers have 
supplied the Paulding line to these buyers. 
Year after year their sales on them have 
increased. 


In deciding on the line of wiring devices 
to handle, these jobbers took several 
things into consideration. Among the 
major requirements were—I. Quality; 


2. Service; 3. Salability, and 4, Profit. 











a/\t 
fy \ 
v/ O 
», 

b ‘e 
SATISFACTION 








IS FAVORED— 


JOHN I. PAULDING, Inc. 


NEW BEDFORD, MASS. 






The Paulding Socket is 
interchangeable. Th 

shells fit other makes of 
bases and our bases fit 
other shells. Made in 
key and keyless types. 


~ lobbers favored the Paulding line strongly 
and took it on because it filled each of 
these requirements to the fullest extent. 


The Paulding Socket, shown here, is em- 
blematic of all Paulding Devices. It is 
quality made throughout-——made to give 
lasting and satisfactory service. Its sala- 
bility is the same as on all the Paulding 
line — Unequalled — Moderate priced 
combined, brings the jobber the big vol- 


ume business and profits he is after. 
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George Richards 
& Company, 

557 West Monroe Street, 
Chicago, IIL. ee, 


% N 


Please send me full informa- 
tion regarding the new Hemco Dis- 
play Board. 
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A Junior Salesman that doesn’t 


get a cut” on your commissions 


It you, Mr. Salesman, had an assistant, 
a Junior Salesman, that stayed right in 
your dealers’ stores and helped you to 
sell more Hemco Plugs, yet didn’t get 
a “cut” on your commissions — youd 
be sure to call it “gravy.’ 


The new Hemco Display Boards do 
just that thing. Once you place them 
on your dealers’ counters, they are there 
every minute the store is open, selling 
Hemco Plugs and Cord Sets to the 
general public, but more important to 
you—increasing the dealers’ require- 
ments and the size of your orders. 


Through national advertising the 
buying public is being told of the 
superior features of Hemco Plugs and 
how convenient it is to select the 
proper ones to fit their needs from the 
Hemco Display Board. 


Your dealers’ customers will be looking for 
them. You will want your dealers to have 
them. Drop a note to the house telling them 
how many you'll need in your territory. 


Georce RicHARDs & COMPANY wc. 
557-Wesr Monroe Srreer- CHicaco,/t1inois. 


Plugs at 
Special Discounts 


The Board is Free 





—_ 
Here Ye Cam Find the Hidden Sere 
: _of Truly Beautiful Rogens 





Yao ~ 


Mego teen Change = SESE 


a HE EMCO 


ia Electridal Conveniences Built for a Lifetime of Service 


Frequent full page advertise 

ments in Libe a a telling 
potential users of Hemco 
Plugs to look on  - Hemco 
Display Boards for their needs 
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why is it that the squeaking wheel 
gets the grease? Well if it doesn’t it gets 
hot. We are squeaking all the time for 
grease— for business— and it keeps com- 
ing. That's why our business runs so 
smoothly and though we make some noise 
occasionally, it only means come on and 
tax our service more severely and see how 
well we take care of you. 


“XDUCT” 
“ELECTRODUCT” 
“LOOMFLEX” 


A galvanized type of rigid conduit, an 
enameled type and the best non-metallic 
on the market are lines which it is profit- 
able for any jobber to carry regularly. The 
Quality is of the best and Service second 
to none. And we have a district office in 
various sections of the country for pur- 
poses of cooperation with the jobber’s 
salesman. Use these offices—that’s what 
they are for. Let them aid—they do that 
regularly, but can do it to best advantage 
if the salesman himself seeks for such 
assistance as they can give. So use them. 


And when you are talking our materials, 
remember you have real goods to make 
good your word. 


AMERICAN CIRCULAR LOOM CO. 


RCL Ap <, 90 West St., New York 


RY 

AS ° 

a % Boston Pittsburgh Portland 

2 © Philadelphia Buffalo San Francisco 
a S Atlanta Chicago Los Angeles 


Denver 





























of the Royal Eastern Electrical Sup 
ply Co., is now representing Harve, 
Hubbell, Inc., in the state of Michi 
gan, with headquarters in Detroit. 





W. G. Naget, of Toledo, so says 
“Buss Short Circuit,’ has found « 
“fishin’ hole’ up in the Montreal. 
Canada, country (200 miles north) 
where the fish meet a baited hook 
more than half way. He and Fred 
Lafferty planned a raid on the occu 
pants (or inhabitants) of those coo! 
waters. 





“Sam” J. Witiensky, formerly 
with the Electrical Supply Co., New 
Orleans, is now a salesman for the 
Monroe Hardware Co., Monroe, La. 





T. Witsur Wituiams is now with 
the Florida Electric Supply Co. at 


| Tampa, Fla. Mr. Williams was for 
|merly with the Holt Electric Co., 


Tampa. 





J. R. Jorpon, Jr., is a new radio 
salesman with the Southeastern Elec- 
tric Co., covering the Chattanooga and 
Knoxville, Tenn., territory. 





“Rep” Hopees is now covering an 
outside territory for the Woodhouse 
Electric Co., Norfolk, Va. 





Messrs, VetTTreER & GREEN, of 


| Crown Electrical Supply Co., St. 


Louis, are hot after the “On to Nela’’ 
prize this year. Vetter has won it 
three times straight, which his boss 
claims is a record. 





Brown & Hatt Suppty Co., St. 
Louis, while vigorously after the radio 
business and having their territory 
considerably increased by Atwater- 
Kent on account of the fine job done 
last year, are still after the regular 
electrical supply business, as shown 
by a very good increase so far over 
1925 sales. Brown & Hall handle 
only nationally advertised lines in 
electrical and radio. They have re- 
cently taken on an electrical refriger- 
ation line of which Frank Wiebe says 
they expect great things. 

C. E. Vaw of United Electric & 
Supply Co., St. Louis, says things are 
running nicely and a reasonable in- 
crease in business is being shown over 
1925. 





Jos. SirverMan, president of Deko 
Electrical Supply Co., St. Louis, re- 
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P&S All-Porcelain Receptacles 
with Porcelain Shade Holders 


Porcelain Shade Holders : 


Will not Rust / 
Will not Tarnish / 
Will not Lose their Luster / 


Now is the time to plan for 
these New Devices in build- 
ings nearing completion. 


fea 


XK P&S 845 


We do not supply glassware 


Ask Your Electrical 
Jobber today 


BOOKLET 
No. 1566 


and Complete 
Information 
Sent upon 
Request. 


P&S 1471 


We do not supply glassware 


PASS & SEYMOUR, Inc. 


ean ae : é ; é : Tele’ 
NEW? Main Office and Works Cha 
71-73 Murray 730 W. Monroe 


Street Solvay Station SYRACUSE, N. Y. Sarees 
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7DO YOU WANT 


To Increase Your 


eager, . Wiring Device 
Sales? 


—You do. Then, if you 
haven't already done so, get 
acquainted with the Steel City 
Line. The Steel City Line of 
Wiring Devices is one that con- 
tractors can depend on to give 


: satisfaction. 
No. 400. Outlet Complete 


Complete Outlet Box consisting of Box 
Body, Sealing Cement, Adjusting Ring, 
Brass Flange Ring, Rubber Gasket and 
Brass Cover Plate with 14” flush Brass 
Plug for No. 466 Nozzle. Choice of 
Adjusting Rings No. 405, 406, 407, 
and 408. Choice of Box Bodies No. 
402 and 404. 


Showing No. 400 Box Installed in 
Marble Floor 


The Schenley Apartment Building at Pittsburgh, Pa., one of the largest 
and most beautiful structures of its kind in the world, is equipped through- 
out with Steel City Wiring Devices. Hundreds of other large buildings 
—large factories, office buildings, hotels, etc.—use Steel City Products. 
Certainly this is proof enough of their superiority and jobbers will expe- 
rience little or no trouble in selling them. 


Make 1926 a ‘‘Steel City’’ Year 


3% in. Shallow 
Outlet Box 


3%, in. Octagon 
Outlet Box 


Schenley Apartments, Pittsburgh 


STEEL CITY ELECTRIC CO. 


PITTSBURGH, PA. 
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ports business good, collections hold 


‘ ing up well and fan sales running 





way over last year. Chicagoans visit 
ing St. Louis this summer have mad 
the claim that it is hot enough down 
there to make sales for every fan 
manufactured in St. Louis—some 
quantity of fans if the truth wer 
told. The St. Louis bunch all claim 
their town is one of the coolest in 
the U. S. A. in the good old summe: 
time but try and get a visitor from 
the Windy City to admit it! Try 
and do it! 


Ray Morrat of Rome Wire fan: 
has been vigorously going after busi- 
ness in the Minneapolis-St. Paul ter- 
ritory this summer. Ray is a hustler 
and has made lots of friends up there 
according to D. E. Ford of the North- 
land Electric Supply Co. 


THERE ARE very few flivvers in use 
by the jobbers’ salesmen in the Twin 
Cities. When visiting Jopper’s Saves- 
MAN” representatives hit the above 
mentioned cities of St. Paul and Min- 
neapolis they are entertained by rides 
in Cadillacs, Nashes, Pierce-Arrows, 
Rolls Royces, etc., the old standby 
flivver not being at all in evidence. 


J. K. Mac Cartuy is a new spe- 
cialty salesman with the Tampa Hard- 
ware Co., Tampa, Fla. 


C. A. Ryzanper has been promoted 
to local manager of the Stockton, 
Calif., branch of the Wholesale Elec- 


tric Co. ; 








R. J. McCabe, service manager of Gray- 
bar Electric Co., Inc., Kansas City. In 
addition to his business duties, they make 
him promoter and master of ceremonies on 
all festive occasions. 
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metal wiring trough. Can be suspended from ceiling or mounted on wall—made in any length 


{> series of Baby Hercules adjustable combination spot and flood lighting units, mounted on a 
—wired one or more circuits on 12-inch centers. Price per outlet with color frame, Jenath } 


NNOUNCING the Baby Hercules combination spot and 
flood light for show windows complete at $14, 50 


The features of the Baby Hercules are such that are 
not available in any unit selling this side of Thirty Dollars. 


Our policy is to distribute this item through regular jobbing 
channels. 


Discounts on the Baby Hercules are sufficient to justify the 
jobbers taking an active interest in promoting the sale of this 
up-to-date, flexible method of window lighting. 


Baby Hercules has a variety of uses that greatly 
enchance its value to the merchant. Its neat, attrac- 
tive finish allows its use in the store even though 
in a position not concealed. Equipped with day- 
light blue gelatine in the Color Frame, it becomes 
an ideal light for matching materials. And for the 
feature lighting of any merchandise to which atten- 
tion is specially desired, it will throw into bold 
relief any object on which it is focused. This opens 
up a vast field of interesting display effects which 
may be easily arranged throughout the store each <> 
department having its own little highlight of attrac- 4 4 
tion that draws the eye of the busiest shopper. 




















Baby Hercules, a light weight compact spot and PATENT PENDING 
flood light finished in dull black enamel, is ven- 
tilated at top, back, bottom, and around lens. No. 940—Complete assembly of 

The hood, constructed of stamped steel, swung Baby Hercules combination spot 
: th rok ‘s ted b hict b and flood light, mounted on base 
in the yoke, is mounted on a base which may be tte 870k con denen shee 
used as a standard; openings are provided for fas- color frame No. 1893, and three 
tening to a 3 inch or 4 inch outlet box or ceiling. pieces assorted colored gelatine, 


The base and yoke are malleable iron. SS ee eee 


) ‘ weight, 10 Ibs. 

Thumb screw at bottom for focusing has a 3 inch WhO sceeseosinc... $14.50 
range of adjustment. The entire front containing 
the lens is telescopic, allowing a further adjustment 
of 2 inches. This enables the focusing from a 2 
foot spot to a 10 foot spot at a 10 foot range. 

The front is removable for flood lighting. 
‘%émbination Baby Hercules Spri ; rq 
fot auth deed Rane aaeeeaed Spring clips are provided to hold color frame 

crowfoot base, telescopic when used either as a spot or flood light. 
andard having 3 to 5 foot 2 Q2/ °: : ' 
inge, 15 foot cord, separable It contains a 334 inch spherical reflector and has j 

j 
tl 


ig. color frame No. 1893, a 5 inch imported condensing lens. 






No. 975 
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ree pieces assorted gela- 


nes. (Cut shows use as Total weight nine pounds. 
od light only.) Shipping § » 
eight, 24 Ibs. Price....$18.00 Write for Literature and Discounts. 


DISPLAY STAGE LIGHTING COMPANY 


334-340 WEST 44th STREET = (6 GVERY DESCRIPTION NEW YORK inc. 



























































66 THE JOBBER’S(AJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE. INDUSTR‘ 


| 


HERE IS A LINE THAT 
IS ALWAYS IN DEMAND 


“GRAHLING ARTISTIC LIGHTING FIXTURES” 


There are great sales possibilities in 
the Grahling Bros. line of Artistic 
Lighting Fixtures. In the manufac- 
ture of this line particular stress is laid 
to making it one of quality, beauty and 
attractiveness. The result is a type of 
fixture that contractors, architects and 
home owners are always in the market 
for. 


Grahling fixtures will add to the 
charm and cozy cheerfulness of any 
home. Every piece is a wonderfully at- 
tractive combination of art and beauty 
—the result of many years of careful 
experimenting and of the employment 
of the most skilled craftsmen. 








The Grahling line is marketed 
through the exclusive territory 
proposition. This method of 
marketing assures Grahling job- 
bers regular business and steady 
margins of profit for he has to do 
no price-cutting for fear someone 
will undersell him to the buyer. 
Send for our complete proposition 
today. 








GRAHLING BROS. COMPANY 


1917-21 E. 61st Street 
CLEVELAND, 





H. L. (Dynamite) Davis, building equip- 


| ment specialist, Southwest General Elec- 
| tric Co., Dallas. He was nicknamed under 


very peculiar circumstances. Long years 


| ago the company sold all the material for 


a tremendous job. On the order was « 
large quantity of dynamite. In order to 


| get the explosive, the G. E. folks took the 
| agency and actually sold dynamite for 


' some time. Friend Davis was elected to 








carry the samples and do the selling, hence 
the name. 





: News from McGraw, St. Louis 


W. T. Mellier, who is well known 


in all parts of Missouri as a go-getter 
| and a hard worker, has been employed 
| as a salesman by the McGraw Co., St. 


Louis, Mo. The company has also 
added to its general sales department 
H. C. Ucker, Jr., formerly with the 
Oklahoma Gas and Electric Co. Mr. 
Ucker has had wide experience in 
engineering. 

John H. Boos, Jr., in charge of 
the radio department, has added to 


| his radio and specialty department 


H. F. Guithues, who will act as spe 
cialty man in the sales of ‘Universal’ 
coolers; and also J. E. Dunham, for 
merly representative of the Crosley 
Radio Corp., Cincinnati, who will act 
as one of the radio specialty men. 
This will give Mr. Boos the follow 
ing sales force: H. F. Guithues, J. F. 
Dunham, F. A. Fricke, W. T. Noss. 
E. H. Springmeyer, and Sylvester 5. 
Bauer. Mr. Bauer will act as assist 
ant to Mr. Boos. He is a graduate 
of high school and the David Rankin 
School of Trades of St. Louis and 
has wide experience in repairing an( 
servicing of radio sets. 

A. W. Turk has been appointed to 
the lamp department. Mr. Turk w*s 
formerly with the Westinghouse 
Lamp Co. J. J. Kaske in charge 0! 
the lamp department, assures all tlt 
Mr. Turk has proven a very capal)l' 
man and will be a big help in ti 
lamp activity. 
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pAY-BRIte 


Trade Mark Reg. 


REFLECTORS 


PAT. U. S. PAT. OFFICE 


—are quick sellers 


Here is one item you can sell without effort, and it 


is a sure profit maker. 


When you talk DAY-BRITE Reflectors to any busi- 
ness man—you are talking about the thing he needs. 

Stress permanent lighting efficiency——lowest mainte- 
nance cost—evenly diffused light, without glare—and 
the easily cleaned porcelain enameled reflector—that 
will not tarnish, crack or peel with age or heat. 
DAY-BRITE measures up to all specifications. 
is a fixture for every purpose, perfect in design and Ait necessary fit- 


construction. 


Yes—you can talk DAY-BRITES and build up real «tea. 
business with this item. Our policy with jobbers is 
most liberal. Write us for the information you desire. 


There vidual carton— 


Each Reflector is 
packed in an indi- 


easy to handle. 


tings, socket and 
hangers are in- 









No. 
ee 


nee 






SINGLE DAY-BRITE REFLECTOR 











FOR SHOW CASES 





FOR SHOW WINDOWS 
All the above fixtures can also be furnished UNION WIRED and assembled—ready for arts) 


Send to-day for our new Catalogue JS-6. 


Single units, nine inches long, for use with 6-inch 
tubular lamps. 
Number 90—NMade of brass-statuary Bronze Finish. 
pte ee ee Ree _.....$3.30 list 
(Use %-inch brass tubing with above) 
Number 91—Plain Metal-Black Spray Finish. 
$2.50 list 





Single units, nine inches long, to be used with lamps 
up to 60 watts. Use 5/16-inch flexible steel con- 
duit, 4-inch iron pipe, or !'4-inch brass tubing 
with the following: 


Number 95—Made of Brass-Statuary Bronze Finish. 
DL ARS LEE CMRI eo ...$5.00 list 


Number 96—Plain Metal-Black Spray Finish. 
.$3.30 list 





Single units, twelve inches long, to be used with 
lamps up to 100 watts. Use 3/8-inch iron pipe, 
3/8-inch flexible steel conduit, 5/8-inch brass tub- 
ing or 14 BX wire with above. 


Number 120—Made of Brass-Statuary Bronze 
I id cc aE tacts $6.00 list 
Number 121—Plain Metal-Black Spray Finish. 
[ etn fe ee __.....$4.20 list 


Slip Rings at cach end of Reflector, for tubina nnections as specife 
above. 


It contains information on the entire DAY-BRITE line. 


—Reflectors for Stores, Banks, Hotels, Theatres, Art Galleries, etc. 


r 





























~_ 


DAY-BRITE REFLECTOR COMPANY | 


703 SOUTH BROADWAY, ST. LOUIS, MO. 

















Originators of porcelain enameled lining for Display Case Reflectors 
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FOUR BIG, busy, profit- 
able months ahead for 
dealers who feature 


Sterling STIPPLE 


Reflectors for Show Win- 
dows. 





September, October, No- 
vember and December are 
the important Window 
Display months with re- 
tailers everywhere and 
Sterling Stipple Reflec- 
tors for Show Windows 
will naturally be in active 
demand. A golden oppor- 
tunity for Jobbers’ Sales- 
men who want to help 
round out a BIG Year! 





Solicit Orders Now! 


Get your share of these profitable sales. Our 
Show Window Lighting Engineers will gladly co- 
operate with plans, specifications and sugges- 
tions for any installations you may desire to fig- 
ure on. 


Reflector & Illuminating Co. 


Manufacturers and Engineers 


1411 Jackson Blvd., Chicago, U. S. A. 
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C. E. Borntraeger, who started 
credit manager with the McGraw ( 
some four years ago, has been pr 
moted to sales manager of the + 
Louis office. 

On August 2 and 3, the compa: 
had a sales conference which was h 
at the Hotel Claridge at St. Lo. 
and attended by the following: Wil! 
Meier, C. W. St. Denis, E. J. Die}, 
J. C. Glacken, A. C. Peters, D. | 
Morgan, John H. Boos, Jr., Lee Sea: 
lan, H. F. Guithues, F. A. Frick 
J. E. Dunham, W. T. Noss, T. \. 
Pannell, E. H. Springmeyer, H. \ 
Steinmeyer, W. T. Mellier, H. ( 
Ucker, Jr., “Joe” Keller and “Bert 
Steele. 

This meeting was conducted } 
A. J. Cole, H. H. Morehouse anid 
C. E. Borntraeger. Demonstrations 
were given on the new items, tlic 
“Pathex” moving picture machines. 
“Universal” coolers, Garod receiving 
sets, ‘““Radiodyne” receiving sets, as 
well as items on the “Radiola’’ line. 
Sales campaign and special activities 
planned on the above items, as well 
as sales campaign on “Bee Vac’ 
cleaners, manufactured by the Birt 
man Electric Manufacturing Co.. 
Chicago. 

E. J. Diehn is now leading the 
sales department on the number of 
Radiola authorized dealer accounts. 
which he has sewed up for the com 
ing season and “Jack” says that if lhe 
could work 48 hours a day until th: 
end of September, he could take a 








W. R. Thompson, manager Supp!) 
Department the Northland Electric Sup 
ply Co., Minneapolis. Some one said thi 
picture showed Tommy in a characteristi 
attitude “Standing around doing nothing 
but anyone knowing how hard Tomm: 
works will know this is vile slander. 
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On common ground 


WHEN you sell Eveready Columbia actually do last longer, giving the 
Dry Batteries, you and the dealer maximum service and the greatest 
meet on common ground—profits and__ satisfaction. Fundamentally, con- 
satisfaction. That is why Eveready sumer satisfaction is the reason all 
Columbias move rapidly out of job- who handle Eveready Columbias, re- 
bers’ stocks into the hands of dealers. tail or wholesale, enjoy sales volume 
They pass quickly over retail counters and quick turnover. 

because users know Manufactured and guaranteed by 


from experience as VERE A D NATIONAL CARBON 

well as from our in- E Y perenne — 

tensive advertising COLU MBI New York veniuinemmenen 
A Atlanta Chicago 


that Eveready Colum Kansas City 
bia Dry Batteries Dry Batteries s.r csn: 


-they last longer 


























































FOR MOTOR IGNITION 
o Bat Part: aa 


ber of this 


scularty Adapted for 
Wactors. Smet Aur 





i and Portable Boats. Ges Engines. Blasting 
Consiruchen Fire and @ y Mars. Gongs 
<e Bes Segnats. Smart 

tomer ore 


CARBON CO. INC. 











eet RA FOR N 
DIO, IGNITIO 
AND ALL 65 
RAL PURPOS 
Eveready Columbia Hot Shot Batteries contain 4, INSPECTED 
5 or 6 cells in a neat, water-proof steel case. ; annie 
Inc 
CARBON CO, 
Popular uses include— SAN FRANC 
gas engine ignition ringing burglar alarms 
doorbells protecting bank vaults 
buzzers electric clocks 
heat regulators calling Pullman porters 
tractor ignition firing blasts 
J s oaueae “tees 1%, volts 
motor-boat ignition lighting tents and ea. aah clip binding 
telephone and telegraph outbuildings outs an te Beonaty Colm 


starting Fords running toys bia Ignitor at no extra cost. 
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ELECTRIC 
a 





SELLING the 


Contractor-Dealer 


The contractor-dealer is a logical con- 
tact for electric range sales. Each one 
of them is on the Standard mailing list. 


Each one knows Standards. 








Are you making the most of this logical 
contact? You call on every dealer in 
your territory. Do you know Stand- 
ards? Do you know that it is the only 
line of electric cooking ranges on the 
market that completely covers the field? 


Catalog Fifteen will put you in touch 
with this beautiful, complete line. There 
is still some territory open on a distrib- 
utor basis. 


The Standard Electric 
Stove Co. 
TOLEDO, OHIO, U. S. A. 






















VG 





MULL LLU 































two or three months’ vacation, be 
cause there would be no more pur 
chases by dealers after he is through. 

A. C. 
junior salesmen in the sales organi 
zation, does not show any of this 
junior in his sales, as he is now right 
in line with the headliners on his total 
sales obtained. 

Lee Scanlon is becoming a ‘Pa 


Peters, who is one of th: 


thex” expert and great things are ex 


| pected of Lee on the sales of “Pa 


thex” moving picture machines and 
also “Universal” coolers. 

J. J. Kaske has just returned from 
a two weeks’ vacation. This is the 
first two weeks he has had off for the 
past six years. Mr. Kaske has been 
with McGraw for the past four years. 
For at least three years he has worked 
day and night whipping into shape 
the various departments now under his 
supervision and he felt this was the 
first year that conditions were right 
and in a systematic running order so 
that he could take a two weeks’ rest 
without much worry. 


* * * 


New Jobber Reported in 
Cincinnati 
George E. Stein who was formerl 
in the manufacturers’ agency business 
in Cincinnati is reported to have given 
up this business and to have started 
an electrical jobbing business at 1622 


Linn St. 















Paul Roney, manager lamp  depart- 
ment of the Peerless Electric Co., Minne- 
apolis. Paul has been selling lamps 
around Minneapolis for quite some time. 


| Judging by the serious look on his face 


he is after a big one. 
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| &verybody Knows 


DIM~A-~ 











~ 


DIM-A-LITE PLUGS 
are frlly guaranteed. If 
the purchaser is not thor- 
oughly satisfied the 
money will be refunded. 














Every jobber, every dealer, every cus- 
tomer has heard about Dim-A-Lite. 
Jobbers don’t have to be wheedled into 
buying. You don’t have to explain to 
dealers how it works. Customers need 
only to see them and to be told that 
Dim-A-Lite plugs give remarkable 
comfort, save eyes, save current and 
pay for themselves. 


Be sure that Dim-A-Lite display cards 
are on dealers’ counters and the selling 
job is half done. Come back and get 
repeat orders on your 


There’s only one Dim-A-Lite. Only 
one plug that gives FIVE degrees of 
light. It is necessary for halls, bath- 
rooms, sickrooms, nurseries. Standard 
equipment in many hospitals. Sturdy, 
strong and simple. Nothing to get out 
of order. Lasts a lifetime. The retail 
price is only $1.25. Enough to show 
vou a nice profit—low enough for 
volume. 


Dim-A-Lite is standard as wire and 
lamps—but it sells like a specialty. 


Push Dim-A-Lite and 





next call. 


swell your earning. 








Wirt Qompany 


5221 Green St. 
Philadelphia, Pa. 
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| Find Your 


Sales Pace 


OME. men just naturally can't sell anything but staples in the 
Electrical Jobbing field. Others can step out and sell products 
which are as necessary as staples but are specialties, as for instance (A) 


Panelboards. 
What is your sales pace? 


missions. 


Find out! 


star panelboard salesman. 


effort behind them. 


More (A Panelboards are installed than any other. 


You know which carries the highest profits and com- 
How much can you really earn? 


Learn all about €@ Panelboards and see if you are not a 
Others have done it, some very easily. 
We are certain that (@ Panelboards are good enough to put every 


It’s just a question of your sales ability. 


They are the 


original sectional standardized construction panelboards that are com- 


pletely finished and fitted to an @ Standardized steel cabinet. Rush 


shipments. 


Low prices. 


You are probably carrying the NRSS in stock or 
should. We have a special Bulletin on it, which you 
may have for the asking; also, the complete 


Catalog. 


Send for both today. 


your sales record up. 


Prank Adam 


ELECTRIC COMPANY 


Atlanta, Ga. 


Baltimore, Md. 


Boston, Mass. 
Buffalo, N. Y. 
Chicago, IIl. 


Cincinnati, Ohio 
Dallas, Texas 
Denver, Colo. _ 
Detroit, Mich. 
Kansas City, Mo. 


ST. LOUIS 


Let us help push 


DISTRICT OFFICES 


Los Angeles, Cal. 


Minneapolis, Minn. 


Miami, Fla. 
New Orleans, La. 
New York, N.Y. 


Philadelphia, Pa. 
Pittsburgh, Pa. 
Portland, Ore. 
Seattle, Wash. 

San Francisco, Cal. 


St. Louis, Mo. 
Winnipeg, Can. 
London, Ont., Can. 



































An ardent golfer was condemned to be 
hung for the murder of his wife. As 
he stepped on the scaffold he was asked 
if he had anything to say or any last 
request to make. 

“Yes,” he replied, “I would like to take 
a few practice swings.” 





Changes in Personnel 

A. B. VaNnpercook has been pro 
moted to the position of assistant gen- 
eral manager of the Graybar Electric 
Co. of Los Angeles. Vandercook was 
formerly sales manager. “Chubby” 
Simmons, formerly assistant 
manager becomes sales manager. 


sales 


Ricuarp MarkKIN is the new credit 
manager of the Robertson-Cataract 
Electric Co., Utica, N. Y. He 
formerly assistant credit manager 0! 
the Buffalo branch of this company. 


was 


Jake Scurove who has been repre- 
senting the Robertson-Cataract Elec- 
tric Co., in eastern New York for tlic 
past seven years, is acting in the ca 
pacity of sales manager for the Tom 
berg Electric Supply Co., Wilkes 
Barre, Pa. 





T. A. Brown has been appointed 
general sales manager of the Pier: 
Electric Co., Tampa, Fla. “Del” 
Brunskill has been made mercli:n- 
dising department manager of tlie 
same company. 


A. C. Kortz, of the Youngstown 
branch of the Moock Electric Sup)!y 
Co., Canton, O., has been transferred 
to the main office at Canton. H. 3. 
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UNION 


RENEWABLE FUSES 


Because they are worth 
more they really cost less 


The strength and sim- 

plicity of Union Re- 
} 

newable Fuses enable 

them to stay in service 

longer. 


NTRA heavy construction that withstands 

more “blowouts’—a substantial, rigid knife- 
blade member that always keeps its alignment 
Seer omen dobucrite tur: toveme atl rome (ooncelamiatre maa ccr(el 
protected trom molten fuse metal — these fea- 
athucMetitiwce (elattmeroerconte rte) (uation ous (ucla cent 
cost which is the real reason for the use of re- 
newable fuses. 


Simplicity added to strength by sound engi- 1 éxtra heavy casing 
. . ° ° ; 1 hl ge open gsc na 
reKercu Coram Cary (tsp merbolemmuelelieutcusles mau reCoolarcawce Se fastinncte cles ine 
O fauctitlaute clec gy ane 

Avena pComonveriarentien! mbotyerceare) on inspection. 
. cf ‘TY . ” No small parts. to get lost 
Specify “Union Renewables” on your next or- or uieplaced. : 
eres amitere motelccmeotamebtscaaci race Unscrew caps, withdvas 
the knife-blade member, re- 
F a) mew the fuse link, insert the 
One cey-Vers) | O53 OF FG. oO. knife-blade member, screu 
down the cups anda‘‘Un- 


. a j 
Manufacturers of Electrical Protecting pee Re newaote ts agam 
Materials and Conduit Fittings rac for sera ee It takes 
¢ uta mw seconds 
Laflin and 15th Street mre 


fess p fey, Vere) 


UNION FUSES 


Deh 


sep OW Soh e 
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ne/qajustment 


yl 
ssewith SQUARE D 
Convertible Power Panel 


In the Square D Convertible Power Panel all fuse jaws are 
mounted on individual insulating bases. This feature pos- 
sesses these main advantages—(1) allows quick and easy ad- 
justment for either 30, 60 or 100 ampere fuses; (2) replace- 
ment of burned fuse jaws in three minutes with only a screw 
driver; (3) rapid conversion of three-wire circuits to two- 
wire circuits and vice versa. 


Cpiniigy 



























































» eT | 
tt 




















Every plant engineer and superintendent knows that such a 
panel means lower maintenance cost, real flexibility and unin- 
terrupted service. 


The Square D Panel is so constructed that any part can be 

removed from the front at any time without disturbing all the 

wiring or removing the panel from the cabinet. No need to 

wait for a shut-down to make repairs or to disassemble the 

entire installation to change the amperage for one or more 
circuits. 


All changes are a matter of minutes. Correct 
spacings are notched and indicated. Just loosen 
a few nuts—make the change or replacement 
—tighten the nuts—and the job is done. The 
Square D Panel is approved by the National 
Board of Fire Underwriters. 


SQUARE D COMPANY, DETROIT, U. S. A. 


FACTORIES AT: DETROIT, MICH., PERU, IND. 
BRANCH OFFICES: Boston, Buffalo, Chicago, New 
York, Pittsburgh, St. Louis, Philadelphia, Cincinnati, 
Milwaukee, Atlanta, Cleveland, San Francisco, Los (92) 
Angeles, Syracuse, Kansas City, New Orleans, Balti- 
more, Columbus, Minneapolis, Indianapolis 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 
BRANCH OFFICES: Toronto, Montreal 


SQUARE D 























— 


MANUFACTURERS of the SQUARE D SAFETY SWITCH 


| charge of the electrical and radio de 























We guaranteed to make a picture of 0. 
B. Chandler, manager of Graybar at Mem- 
phis, that his many friends would re- 
cognize. How about it, fellows? 












Sommer, of the Canton office, has been 
transferred to Youngstown, O. 





W. G. Wine, who has been in 





partment of the Cunningham Drug 
Co. of Detroit, Mich., for the past 
eight years, has severed his connection 
with that organization and has been 
placed in charge of the radio and 
household devige department of the 
Henry L. Walker Co., Detroit. Mr. 
Wing is an experienced radio man and 
the company anticipates a largely in- 
creased busiess in the distribution of 
radio under Mr. Wing’s management. 


The New Graybar Building 
The Graybar Electric Co., Inc., 





_has announced its plans for consoli- 


dating its three offices in New York 
City in what is said to be the largest 
office building above ground in the 
world, although these days, before a 
building is up, other cities, on the 
trail, grab the distinction. This build- 
ing, which is being erected by the 
Todd, Robertson, Todd Engineering 
Corp. right next to the Grand Central 
Terminal, between 43rd and 44th Sts., 
in Lexington Ave., west to Depew 
Place, will be known as the Graybar 
Building. It was designed by the 


| firm of Messrs. Sloan & Robertson 


and will have a 40-ft. concourse whic!) 
will lead right into the Grand Central 
Station and will serve as the eastern 
entrance to that important terminal. 
The building will be ready for occu- 
pancy May 1 of next year. 

This will be a particularly attrac- 
tive site for the executive offices of th: 
company because this organization has 
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Advertisements like 
these are carrying 
the story of Cutler- 
Hammer quality to 
your dealers—again 
and again. Follow 
them up to your 


profit. 





that help- 


The C-H trade-mark and the reputation that it 
carries for quality is, of course, the thing that makes 
C-H Products so easy and so profitable to sell—but we 
want you to know that Cutler-Hammer is backing 
you up with a steady bombardment of ads like these 
in Electrical Record and Electrical Merchandising. 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electric Apparatus 
1213 St. Paul Ave. 
MILWAUKEE, WISCONSIN 


CUTLER @ HAMMER - 


Pioneer Manufacturers of Electrical Apparatus 
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naire. 


bers. 





SO, 


Write 


this new, popular inclosed electric. 


INLAND GLASS COMPANY 


Po came oom = 


Inland again takes the lead with the newest! 
The trend of modes in illumination has been 
sensed in the Inland Glass Company’s design- 
ing department and is reflected in this lumi- 


This new addition to the lighting field is al- 
ready finding a fast market with many job- 


Illustration shows In- 
land’s new No. 6505- 
D45 with brown two- . 
tone effect of conven- 
tional design. 









































today for more information about 


6101 WEST 65TH STREET 
CHICAGO, LL. 





2 => 





Tal eederakel 








60 other offices in various citic 
throughout the country and these ca: 
be reached by mails or in person i; 
a minimum of time from this centra 
location. 

The fifteenth floor alone of th. 
Graybar Building contains approxi 
mately 40,000 sq. ft. of space. Th. 
company has rented this floor fron 
Eastern Offices, Inc., owners of tli 
| building. Large offices on the Lex 
| ington Ave. front will provide specia! 

facilities for A. L. Salt, president, 

F. A. Ketcham, executive vice presi 
| dent, G. E. Cullinan, vice president in 
charge of sales, and L. M. Dunn, vice 
president in charge of staff. Behin 
their offices will be those of the other 
administrative and executive officers. 
and those directly in charge of sales 
will be at the back of the building in 
Depew Place. 

Practically this entire floor will be 
divided into private offices which will 
include those of the advertising and 
_ legal departments and the secretaries. 





The Graybar Company is capital 
ized at $15,000,000, and its business 
last year amounted to approximately 
$66,000,000. 





* * * 


Wholesale Electric Opens 
Branch 
The Wholesale Electric Co., San 
Francisco, announces the opening ot 
| a new branch at 712 E. Sixth St., Los 
Angeles. 




















“Bill” Willis runs the order depart- 
ment of the Illinois Electric Co., Los 
Angeles. His hobby is grafting fruit 
trees, The picture shows him standing 
beside one of his pets. 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 





Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
“approval” by the Underwriters’ Labora- 
tories, Inc., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U. S. A. 
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For Small 
Lamps 

FLEXCO (Non- 
Locking) and FLEX- 
CO-LOK (Key Lock- 
ing) Guards for small 
lamps of not more 
than 4 inches total 
length. 


FLEXCO and 





length; for lamps to 
6%” total length; for 
watt up to 7%” 


Portable 
Regular 


With split han- 
dle and hook. 
Two sizes; f 
lamps up 
total length 
up to 55%” 
length. 


to 4” 
and 
total 











stocks. 


again this fall. 


you don't work alone. 

















tin 





























to 200-watt up to 8%” 





flector 


watt—5% 
length. 





Regular Type 
FLEXCO-LOK Regu- 
lar Guards are supplied in four sizes; 
for lamps to 60-watt up to 55%” total 
100-watt up to 
lamps to 
total length; for lamps 
total length. 


150- 


Portable 
Reflector 


Split handle and 
hook. Half guard 
is metal shell re- 
flector; for lamps 
up to 60-watt. 








All guards for standard brass or weatherproof sockets. 


You Don’t Work Alone 


Eleven salesmen of this Company on regu- 
larly assigned territories are working this line 
as missionaries year in and out. 
erate with jobbers and dealers maintaining 


They coop- 


A long list of leading trade publications 
will carry the advertisement of these guards 


Cooperating with the jobber’s salesman— 


Flexible Steel Lacing Company 
4698 LEXINGTON STREET, CHICAGO, ILLINOIS 





Reflector 
Type 
FLEXCO 
FLEXCO-LOK Re- 
Guards 
half metal shell. 


and 


have 
For 


any lamps up to 60- 
inch 


total 


f 
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FLEXCO-LOK 
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| ete., as a contractor dealer he wou! 







































Bicker and Barter 


If a man of average mental ¢, 
pacity must keep his brain filled wit}, 
up-to-date data on electrical prices 
he has little room for anything else. 
While such an individual might }) 


| useful in pricing orders, checking bills. 


The horse jumps fences when he should 
not. Thus is extra energy spent in toting 
about this ignominous ornament, and power 
wasted which could be used _ effectivel) 
otherwise. 

Likewise in the commercial field time 
and energy spent in “barter and haggle” 
over prices is largely lost motion. ‘The 
purchaser who buys from reputable people 
saves himself much time for more im- 
portant work elsewhere. 


be a fine bookkeeper, statistician, cen- 
sus taker or buyer of salvage. 


In other words, the business of 
| “barter and haggle’ in buying is 
largely time and mental _ energ 


wasted, particularly so when ther 
are people to do business with who are 
reliable and possessed of economic 
sense, 

The “Red Shield” was recently in- 
troduced to a contractor who had been 


in business many years and who was 
in the market for a small consign- 
ment of This gentleman 
was reputed to be a clever buyer and. 
in fact, admitted it. He knew prices 
of cleats when they were made of 
wood, could quote statistics from every 
price publication in the vicinity, but 


material. 


was generally unsuccessful in his busi- 
ness. 
There are, of course, many reasons 
_why a man could remain stationary 
through a period of years. In this 
case, however, as in many others, the 
man had intensified himself in flea 
| chasing when he could have been ele- 
|phant hunting —The Wesco “Red 
Shield.” 


* * * 


Craven to Handle Sterling Line 


The Craven Electric Sales Co., 30 
| Bank street, Philadelphia, Pa., has 
| just taken on the “Sterling” line of 
show window reflectors made by te 
Reflector & Illuminating Co., Chica 
go, Ill. 
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Meet Mr. Helvie! 


O. F. HELVIE, of OTTO REIMAN, Inc. 
756 West Adams Street, Chicago, wins $25.00 


prize for sales of TRIANGLE PRODUCTS in The Jobber’s 
Salesman July Contest with total of $1,650. 





OISTRIBUTORS OF 








Otto Reiman. Inc. 
ELECTRICAL SUPPLIES 


756 WEST ADAMS STREET 
TELEPHONE HAYMARKET 7713 


Chicago august 23, 1926 





Triangle Conduit Company, Inc. 
Dry Harbor Road & Cooper Avenue 
Brookly, New York 


Gentlemen: 


Your letter of the 17th informing me that I am prize winner for 
Seles of Triangle products during the month of July is a credit 
to your products rather than my sales ability. 


The sale of sesenghe material is increasing in this territory 


from that group o 


contrectors who are the shrewdest appraisers 


of every factor that enters into the cost. 


In following these men I have found that Triangle products have 
been a pleasure to sell after concentrating on it. 


Thanking you very much for the prige, I remsin 


CFH:EM 









cS 
vs 


i 


Yours very truly, 


ns Lo 


















The Canadian Triangle Conduit Co., Ltd. 


MOST IMPORTANT MAN IN THE INDUSTRY.” 











Read Mr. Helvie’s letter 
telling how he did it. 


TRIANGLE PRODUCTS are 


easy to sell, for they are known 
favorably to the contractor 
throughout the country. 


Triangle Armored Cable, 
Round and Flat. 


Triangle Armored Cable Tool. 


Triangle Flexible Steel 
Conduit. 


Triangle Non-Metallic Flexible 
Conduit. 


Triangle Rubber Covered 
Wire. 


Triangle Conduit Co., Inc. 


General Offices 


Dry Harbor Road and Cooper Ave. 
Brooklyn, N. Y. 


is { Brooklyn, N. Y. 
Factories ) Chicago, Ill. 


In Canada: 
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Popular Lamps Backed 
by National Advertising 


Our national advertising is featuring the two popular Alad- 
din numbers pictured and described below. This advertis- 
ing is appearing in the Liberty Magazine and in leading 


publications of the Electrical Industry. 


Radio Lite 
No. 645 














You can make this advertising pay you 
generously. Tie up with it; push these 
numbers; and not only make new cus- 
tomers, but also satisfy old customers by 
bringing to their attention 
these numbers and the pub- 
licity behind them. 


No. 645 Gunmetal Rad‘o Lite, 6 inches hich, with 7 inches 





metal shade, absolute protection for the eyes with satin 


silver reflector giving diffused light. 
ates on City current. 


Oper- 
May 


Very compact. 
Packed in individual cartons. 


be used as desk or portable lite. 


A sample at $2.10 net; in lots of 12 at $1.75 each. 


Number 


Decorated Ivory finish; a 


truly 


clamps anywhere; adjusts 
to any angle; sells itself. 
at $2.40 net. 
of 12, $2.00, packed in individual 


cartons. 


COMPLETE CATALOG SENT ON 
REQUEST. 


If Aladdin Lamps are not in your line, 
ask the house why? 


iS 
me | 614 East 18th St. 
Ye 


613 Decorated 
Bronze, Brushed Brass cr 


universal 


lamp; 






A sample 
Quantity price in lots 


No. 613 


ALADDIN MFG. CO. 


QLADDIN' 


®.. LAMPS xz. 


“Lighting Over a Million Homes Tonight” 





Muncie, Ind. 


| N. E. 
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This is J. H. Lesesne, who travels out 
of Birmingham for Graybar. Brooklyn 
fans who know their stuff will be reminded 
of “Uncle Robby.” 





Appliance Drive Plans 
Announced 

E. W. Lloyd, who is chairman ot 
the commercial national section of th: 
L. A., has announced the dates 
for the special appliance drives for 
1926-7. 

September 15 to October 15, heat 
ers; October 15 to November 15, gen 
eral gift line; February, waffle irons; 
March, toasters; April, percolators. 

Plan books are ready. Manufac 
turers will furnish folders or broad 
sides for direct mailing. The jobber 
is expected to back up these cam 
paigns with advertising, listing tl: 
dealers who sell the devices that li 
distributes. 

* * # 
It Must Be the Heat 

Don Hoffman, radio engineer 0! 
the Hardware & Supply Co., Akron. 
Ohio, has just admitted the responsi 
bility for the following: 

At “Don” (Don Hoffman) the cus- 
arrive through a cloud 0! 
“Smoke’’ (Frank Smoke) and ask for 
our best “Price” (Leo Price) in order 
to “Win” (Win Johnston) the con 
tract. 

We are very “Frank” (Frank 
Huber) for that is our “Art” (Art 
Tompkins). Then they ride away 0” 
their “HOS” (H. O. Smith), “Foster 
and Foster’ (George Foster). 

And then they get their “Bill” (Bil! 


tomers 


| Gardner). 


The parody is self-explanatory, ‘> 
each of the members are connecte:! 
with the company. 
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New Jobs 
depend on old ones 


HE new jobs you get depend on the reputation 
























you’ve built up with your old ones. And the 
operation of the safety switches you use on those jobs 
builds part of that reputation. That’s why you should 
install Westinghouse WK-62 switches. | 





The Westinghouse WK-62 is a long 
life switch—every part is made to 
meet more than the demand that will 
be placed on it. The quick break 
‘mechanism is simple in construction 
and sure in operation. The diamond 
pointed jaw and extended blade 
prevent burning and beading of the 
contact area. Ample wiring space is 
provided in the switch box. 





The WK-62 is an inexpensive switch that'll give you a 
reputation for good jobs. It comes in the sizes you need 
—30, 60, 100, 200 amperes; 2, 3, 4 poles, 250, 500 and 
600 volts, fused and unfused. 







You can get complete information and specifications from 
Our nearest district office or agent-jobber. Ask for the 
ABC of Safety Switches. 







Westinghouse Electric & Manufacturing Company 


Merchatdising Department Mansfield, Ohio ZA 


ne 
Sse 


~  X88819 


Long Life Switches | 
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“1300” 
FIXTURES 


for 


Heavy Duty 





In Machine Shops, Steel Mills, 
and Railway use, or wherever 
heavy duty lighting equipment 
desirable, Wheeler 1300” 
Fixtures have proved themselves to 
be the most economical unit avail- 
able. The economy is achieved 
largely because of the durability of 
the Wheeler “1300” Canopy, which 
is hot galvanized to prevent rusting. 
This canopy is equipped with the 
Wheeler Patented Screw-ring Con- 
struction, which consists of a cop- 
per screw ring rolled around the 
head on the lower edge of the skirt 
of the canopy which engages the 
enameled thread collar of the re- 
flector which is screwed into it. 
Facility in wiring is realized by the 
scréw-ring construction with no 
loss in the substantial character of 
the fixture, since the reflector can- 
not possibly jar loose from the 
heavy canopy. 


is 


This Wheeler “1300” Heavy Duty line of 
reflectors is manufactured to meet any 
need. Among the types of canopies avail- 
able (all possessing the advantages of con- 
struction described above) are side post, 
cross arms, cross arms and suspension, and 


outlet box. The 1300” line comes with 
the leading reflector shapes, the R.L.M. 
standard, the wide dome, the shallow dome, 
the standard bowl, and the side dome. 


Vapor-proof units are a special feature of 
the ‘‘1300” line—lamps are protected from 
vapor by special heavy globes fitted with 
asbestos gaskets. 


Complete Catalog gladly sent 


Wheeler Reflector Co. 


275 Congress St. 
Boston, Mass. 


























| Factory Lighting 
(Continued from Page 6) 


| this combined loss, even though in 
many places it is undoubtedly larger. 

Before calling on the executive of 
the plant get all possible information 
about its lighting. If it is a plant with 
which you do business regularly, you 
doubtless have seen it from the inside 
and become acquainted with its elec- 


trician. 
least one department of which the 
lighting will stand rejuvenation. Esti- 
mate the spacing and heights of the 
old units to determine whether re- 
wiring will be needed, or get these 
figures from the electrician; also ask 
him about troubles that have been ex- 
perienced with the old lighting. Make 
a rough plan of the room showing its 
dimensions, also location and spacings 
of present units. Also jot down other 
facts you've found out. 

At the first opportunity look over 
these notes. If you have enough in- 
formation to lay out a modern light- 
ing system, do so and figure its first 


cost and, if possible, its operating | 


and upkeep costs. From the nature 
of the old lighting and the work done 
at the plant, you can very likely esti- 
mate whether the increase in produc- 
tion with the new installation should 
10, 15 per cent. 
Settle upon a conservative figure. 
over all your figures and plan the or- 


be or even more 


Go 


der of your arguments. 


Now, when you call on Mr. Execu- 
tive of the plant you have all the facts 
ready to lay before him. Show him 
he is losing money because of the old 
lighting, incidentally reminding him 
of troubles it has caused. Show him 
how your proposed new lighting will 
increase his production by the per- 
centage you estimated. Start to do a 
little figuring to convert this into dol- 
lars and cents saving in labor alone; 
if your assumptions as to his labor 
costs prove to be wrong, ask him to 
correct you. Show him reports of 
similar savings in other plants and, if 
possible, place pictures of their light- 


ing before him. 


| When he asks for the cost of the 
| proposed lighting, figure it for him, 
also the operating cost, referring to 
your advance calculation. When you 
give him these figures show alongside 
them the saving in labor due to in- 
creased production. The contrast be- 
tween the net saving and any increase 
in operating cost of the lighting is 





You probably have seen at | 








































































































Type GST Threaded Neck 


OUR own sales judgment tells you 

how fast these “‘Glass-Steel’’ ABolites 
will SELL. The ‘‘ReliABility’’ Label 
guarantees you the 5 Big Points which 
assure FURTHER BUSINESS. 


The Five Big Points 


Correct Design. Accurate 
Manufacture. Interchangeable 
Features. No rivets to work 
loose. Age-proof, high-reflect- 
ing vitreous enamel. 





The NATIONAL SCREW 
& MFG. COMPANY 


(AB Products Division) 
CLEVELAND 


2440 E. 75th St. 
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ELECTRIG: 


Take this list along with you. 
Use it on your next trip! 


Candy Factories—Strip Heaters: for melting batches oi 
candy, and on sealing machines. 


Chemical Plants—Immersion Units: for heating solutions 
to be kept at even temperature. Strip Heaters: in small dry- 
ing ovens and laboratory experimental work. 
Foundries—Strip Heaters: for drying sand, preventing flasks 
from chilling too quickly, im core ovens and other molding 
equipment. 

Glass Factories—Strip Heaters: in etching and cutting glass, 
As resistance units. 

Lumber Mills—Strip Heaters: in drying kilns. 

Metal and Coal Mines—Strip Heaters: as resistance units. 
Laboratory experimental work. 


Oil Refineries—Immersion Units: for keeping tanks of oil at 
even temperatures. Both Strip and Immersion Heaters used 
in laboratory work. 


Paint Factories—Same as oil refineries—heating fluids, etc. 
Paper Mills—Strip Heaters: for drying processes. 


Steel and Wire Mills—Strip Heaters: ovens for drying arma- 
ture cores. As resistance units. 


The Railway Utility Company of Chicago is sole distributor of Chromalox Strip Heaters for use 
in heating railroad and street cars in the United States and Canada. Sole Canadian Licensees: 
he Canadian Chromalox Co., Ltd., 251 Queen Street, East, Toronto, Ontario, Canada 


| CHROMALOX 


/HEAT 


New jobs coming up 
all the time! There’s 
a Chromalox Unit 
for every industrial 
application. Keep 
on asking your cus- 
| tomers about their 

jobs for electric heat! 








Find out about them. 
























MANUFACTURED EXCLUSIVELY BY 





EDWIN L. WIEGAND CO, 422 FIRST AVENUE, PITTSBURGH, PA. 


EATING 
NITS 
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Our fully protective 
jobber policy is worth 
knowing about. The 
universal demand for 
better fixtures of this 
type makes essential a 
complete stock of “Por- 
ccliers.” 





U. S. Patents Pending 
422—No switch, no outlet 
424—No switch, with outlet 
426—Levolier switch, no outlet 
428—Levolier switch, with outlet 


People are becoming “PORCELIER” wise 


Those who handle PORCELIERS are having an easy time selling them. 
Famous for high standard of quality, beauty of design, beautiful colors, 
new and neat attachment that beautifies the fixture instead of disfiguring it, 


PORCELIERS have become the password for Porcelain Fixtures. 
For genuine PORCELIERS refer to 


PORCELIER MFG. CO. 


1026-28-30 Fifth Ave., PITTSBURGH, PA. 








“Circle T” 


New Line of 
Residence Panels 


The New 4 Circuit (Single 
Fuse) Residence Panel is now 
ready. 





This small size Panel with all 
the advantages of the regular 
line, yet selling to the con- 
tractor at the very low price 
of $1.88 will soon make ob- 
solete the old style cutouts 
mounted in steel cabinets on 


the job. 





Write for a copy of Circular 
No. 70 (a four page letter) 
which has been sent to the 
Trade all over the country showing them the need for this panel and the 
money saving wiring features of the “Circle T”’ 4 circuit device. 

We are doing our part. Will you do yours? 


New Cat. No. 3104 4 Circuit Residence Panel 


THE TRUMBULL ELECTRIC MFG. CO. 


PLAINVILLE, CONN. 


New York Boston Chicago Philadelphia San Francisco Jacksonville, Fla. 




















bound to be so great as to call fo: 
little further argument. It is a goo: 
plan not to divert attention from th. 
savings by discussing details of th 
proposed lighting. An executive i 
usually less interested in the means t. 
an end than he is in the end to lx 
achieved. 

Of course, it is mostly the large: 
plants with which you do business di 
rectly in which you will find it profit 
able to study the lighting so as t. 
benefit yourself and your house. Th: 
larger the prospect the more it wil! 
pay you to look carefully into his con 
ditions and get all the information 
possible. 

If the layout is complicated do not 
attempt to solve it yourself, but send 
the information to the engineering de 
partment of the lamp or reflector 
manufacturers whose lines you carry. 
Ask them to plan a first-class lighting 
job. Also ask their advertising men 
to send the prospect (give name o! 
the responsible executive you want to 
reach) booklets on factory lighting. 


| They have a good supply of these for 
| the very purpose of stimulating inter 


est among prospects so as to ease tli 
work of the salesman. This prelimi 
nary work may take a little time, but 
it will repay you in the certainty and 
speed with which you can close a good 
sized deal. 

Now with the smaller plants that 
you supply through your dealers 
you've got a tougher problem. It 
ought to be a help to you to have thes: 
chaps handle these plants properl) 
for you and we hope you'll succeed 


| in getting them to do it. 


With the younger progressive 
dealer there’s hope. Give him some of 
the literature supplied by the lighting 
manufacturers. Go over it with him 
step by step. Have him get the pre 
liminary information needed to la) 
out new lighting for, say, two fac 
tories. Show him how to do it, how 
to figure costs and probable savings. 


| Then after reviewing the arguments 


with him and planning the attack, go 
with him to call on the responsib|: 
party at one of these factories. Let 
him introduce you as the representa 
tive of your house who has made « 
special study of factory lighting. Do 
most of the talking, with the dealer 
as a close listener and ready to draw 
up his sales contract at the proper 
time. 

At the second factory let the deale: 
do most of the talking, you corrobo 
rating his statements or correcting 
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Just Out! | Ready Now! 


This new 9-color lithographed 
window display for your deal- 
ers — it’s a business builder! 


Your dealers will be clamoring for 
these “‘window-salesmen’’—don’'t 
wait, order your supply today! 





REYNO|ITE 


Complete Window Display, D-300, Series 2 


‘eee is just what you have been look- from window. Every one of your deal- 


ing for —a bright colored, snappy ers will want one of these attractive 
display for REYNOLITE products. displays. They are adaptable to large 
Full of action and interest, it is mounted or small windows. Now ready for ship- 
on extra heavy board and can be used = ment—make sure of your require- 
for store decoration after removal ments now. 


AND WATCH FOR THE NEW REYNOLITE DEVICES COMING 
SOON — MORE WINNERS! 


REYNO|ITE DIVISION 


TRADE MARK REC. U.S. PAT. OFF. 


REYNOLDS SPRING COMPANY 
JACKSON, MICH., U.S. A. 


Sates Offices ta ATE Beinecipel—- Cities 
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A Motor For All Dealers To Stock 


The Emerson % hp. gen- 
eral purpose motor for 110 
volt, 60 cycle, single phase 
is an item which all of your 
dealers should have in 
stock. 

Furnished complete with 2- 
inch diameter flat face pul- 
ley, 10-foot weatherproof 
cord and separable plug— 
readily reversible and in- 
vertible. This type will take 
care of calls for a motor to 
operate household devices, 
office equipment and nu- 
merous factory machines requiring a dependable motor at a low price. 


CUT NS 2453 —_ 
List Price $17.00 


Jobbers who push this motor find an unusually liberal profit margin 


obtainable. 


The Emerson Electric Mfg. Co. 


2018 Washington Avenue 
50 Church St., New York, N. Y. 


The Emerson Company Sells No Apparatus at Retail. 


BUILT TO LAST 


St. Louis, Mo. 


608 S. Dearborn St., Chicago, IIl. 














DIEHL EXHAUST FANS 


Diehl Exhaust Fans will keep restaurants, theatres, halls, offices, 


factories, etc., supplied with a constant change of air. 


current are carried in ample stocks for immediate shipment. 


We are arranging with responsible jobbers and dealers to 
act as sales agents for Diehl Exhaust Fans and Motors. 
Write for terms and prices. 


DIEHL MANUFACTURING COMPANY 
ELIZABETH, N. J. 
CHICAGO DETROIT NEW YORK 


ATLANTA BOSTON 


BUILDERS OF MOTORS AND FANS FOR MORE THAN THIRTY-SEVEN YEARS 


Diehl Ex- 


haust Fans in all practical sizes for both alternating and direct 


PHILADELPHIA 


DIEHL 




















them, if necessary. If the chap is rea- 
sonably bright, he’ll learn quickly and 
bring in splendid business for himself 
and for you. 

(A second article on this important 
subject of factory lighting will follow 
in an early issue.—Editor.) 





Salesmen’s Follow-Up 


(Continued from Page 14) 


natural-born salesman anyway, and 
his salesmanship, together with his 
practical experience, represented a 
better combination of personal assets 
than the average jobber’s salesman 


holds. 


“On the other hand, a good sales- 
man, who is not a technician, may 
readily take hold of electrical lines 
even if he has never handled them 
before, and become familiar enough 
with them to do his work efficiently. 

“IT have found the trade journals, 
and some of the technical journals, 
to be very good for use in educating 
new men, and in keeping the oldsters 
up-to-date as well. We subscribe to 
THE Jopper’s SALESMAN for every 
salesman we have, and find it to be 
very useful from both the sales and 
goods points of view.” 





Champion Opens New Counter 
Service 


The Champion Incandescent Light 
Co., lighting fixture jobber of Phila- 
delphia, and also manufacturer of 
certain types of fixtures, announces 


| that it has established counter service 


at 418 Cherry St., to be maintained 
exclusively for the convenience of 
dealers and jobbers in Philadelphia 
and nearby territories. The main 
building of the company is located at 
635 Market St. 


* * * 


Jobbers Active in Associations 

W. H. Victett, president of the 
Northland Electric Supply Co., Min 
neapolis, Minn., has been re-elected 
president of the Minneapolis Electri« 
League. 


T. A. Brown, sales manager of th: 
Pierce Electric Co., Tampa, Fla., was 
appointed chairman of the committee 
of arrangements for the State Electra 
gist meeting which was held in Tampa. 
August 12, 
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ie DURAX 


REG. U.S. PAT. OFF. 


Non-Metallic Sheathed Cable 
of Known Quality 


It’s Durabilt 


by the makers of Durabilt Products 














DURADUCT DURACORD )URAFLEX DURAWIRE 


Meeememe = O'ER Gta SO 


The fast fishing Single Wall Loom The heavy duty Portable Cord The real ol’ able cable— it’s Safe Durabilt quality for neat work 


TUBULAR WOVEN FABRIC COMPANY PAWTUCKET, R. I. 
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SP hd he ded head deadd C. J. Litscher 


Don’t Overlook the 
Late Starters 


RWaZOU electrical supply men know that 
M@ there’s always a crowd of late starters; 
people who don’t make up their mind when 
they should. 


The “late starters” must have Autovent 
fans same as the rest. Therefore don’t let up 
in your efforts to keep after fan sales every 
chance you get. 





vr” 


(Continued from Page 25) 


two boys in his business, Christia) 
Jr., and Stephen M., and there ar 
two more considerably farther dow 
the age scale who may eventually ¢. 
into it. Both the older boys are sale. 
men on the road for their fath 
earning their own money to put the: 
through college—Chris., Jr., starts a: 
the University of Michigan this fal! 
and Stephen at Wesleyan. 

All things considered, Chris. seem, 
to be pretty well fixed—substantia| 
business, sons growing up in it, lots 
of friends everywhere. There isn't 
much more to be asked for, so he wil! 
probably continue to feel and act 


Several weeks of warm weather are still like a boy. 


ahead. The fan market is holding up well in- 
deed. 





Caffrey Again in His Element 
Harry J. Caffrey, 51 E. 42nd St., 
New York, has recently been ap 
pointed New England sales repr 
sentative for the Manhattan Elec 
trical Supply Co., of New York. 
Mr. Caffrey, it will be remembered. 
was formerly connected with Man 


, AUTOVENT FAN @ BLOWER CO. 
730-738 Ww. Monroe St. CHICAGO hattan Electrical Supply for a period 
of over 13 years, prior to his starting 
¥ 


MO PPP PPPAPPLAPPPLAPPLAPLAL ES. his present work of manufacturer's 


Don’t forget—we ship fans same day order 
is received at our factory. 
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fs 
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ws 
representative. Therefore he ouglit 
é Petes Mate et ae 4 to know about everything under thc 
PRE RS Fe is in «6 : ith ‘Mant 
er) \ 4\'sun in connection with Manhattan 
Pet! 
Pett “ek bells, buzzers, door openers, pusli 
Yas buttons, telegraph instruments and 


such things. 
* * 


* 
“Wholesale Only’’ 


ry Lees That is the wording of a sign which 

ROUND i eAiag | was placed on August 3, over the en- 
Z ee fg | trance of the Central States General 

SERIES ‘Ss < ; | Electric Supply Co., 326 S. Wells St.. 


Chicago. The entrance at 316 5. 





Jobbers’ salesmen selling “Multi” and “Powerlet” products ere | iy . . . 
will always find a ready market for them among contractors. Kr Wells St., is locked to retail sales. 
These products have proven their reliability time and again and Ue Ys 
consequently contractors are never backward about placing or- mex Xe ; With the announcement of the 
ders for them. bid * 0g 7?? Saar ‘nvi ion 
The Round Outlet Series is an especial favorite of jobbers’ AM Wholesale only policy an invitatic 
salesmen. It is made in seven different types for 2” and %” was extended dealers to use the stor: 
conduit and has a wide range of attachment covers for mounting 
of standard round switches and receptacles. A big feature is as a show room. 
the swivel cover with adjustable spread of mounting screws. ; * 
It can be set in any position and the nuts will hold firmly % 
while the receptacle is being attached. ne RS , ° 
If you haven’t a copy of the pocket-size booklet on “Power- Re ee Graybar Opens Asheville 
lets” send for one today. It is an invaluable help in securing ay SER x, Branch 


orders. ; 
MULTI ELECTRICAL Bae al The Graybar Electric Co., Ashe 
Manuf. 1 C Peco | ville, N. C., has opened a branch at 
yon ee “ aves Commerce and Buncombe Sts., Ashe 
. CHICAGO, LL. yetaa| ville, N. C. H. H. Hix will be in 
( charge. 


ASP? 
re 


gS 


* * 


* * * 


Crescent Braid Moves 
| The Crescent Braid Co., former!) 
| located at 1012 Eddy St., Providenc: 
R. I., has moved its headquarters t 
289 Thurbers Ave. 
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Bryant “Superior” Sockets—The Standard 
For Every Light and Power Need! 
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No. WA-85 No. 4123 No. 43310 


No. 4106 














The Bryant Electric Company’s original socket was the pioneer of the line. Every 
one who has to do with wiring devices acknowledges the value of Bryant sockets, be- 
cause of the long years of reliable service that they give. 


For nearly forty years, The Bryant Electric Company has been building sockets, and 
today it is manufacturing over four thousand wiring devices. 


The great Bryant factory, planned and built for this work exclusively, in the com- 
pleteness of its organization and equipment, is the admiration of visitors from all parts 
of the world. 


Superiority is a word that spells economy and good business profit. 


Bryant Sockets are “‘Superior.”’ 


ANVANT BRYANT the Complete Line 


of Electric Wiring Devices 
New York, 342 Madison Ave. 





THE BRYANT ELECTRIC COMPANY 
1421 State Street, Bridgeport, Conn. 





Chicago, 844 West Adams St. San Francisco, 149 New Montgomery St. 





The largest plant in the world devoted exclusively to the manufacture of Electric Wiring Devices 
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Radio-Electric Exposition in 
Kansas City 
Heart-of-America Radio-Electric 
Exposition is the name chosen for the 
Kansas City show which is to be held 
September 27 to October 2. A com- 
pany has been incorporated to pro- 
mote it known as the Kansas City 
Electrical Industries Co. Among its 
20 directors and 20 stockholders are 
to be noted the names F. M. Bernar- 
din, of the B-R Electric Co., Walter 
S. Blue of the Columbian Electrical 
Co. and E. H. Waddington of Gray- 
bar. 
* * 

No Czar for the Radio Industry 

The board of directors of the 
Radio Manufacturers’ Association 
gave a definite ‘““No” to the proposal 
that a czar be appointed for the 
radio industry at a meeting just held. 

A. T. Haugh, president of the as- 
sociation characterized recent pub- 
lished reports of chaos in broadcast- 
ing as the work of publicity seekers 
and expressed the opinion that the 
The board 
following 


situation is well in hand. 
of directors issued the 
statement: 

“The association, which is repre- 
sentative of the leading manufactur- 
ers of radio apparatus in the United 
States, believes that the future of the 
radio industry is entirely in the hands 
of the listening public. Recent at- 
tempts to gain publicity by scarehead 
articles regarding ‘chaotic conditions’ 
are wholly unwarranted. 

“There is only one thing in which 
the listening public is interested, and 
that is what they get over the air. 
reaching the National 
Association of Broadcasters show 
that, while a few stations may have 
jumped their wave length or changed 
their power, the effect on the listen- 
ing public has not been noticeable, 
nor has it made any material change 
in receiving conditions or in the worth 
of radio to the listener. 

“Practically all the stations have 
agreed to stay put until such time as 


“Reports 


suitable regulation has been _pro- 


vided.”’ 





The board voted disapproval of in- 
ternational “Radio Week.” The as- 
sociation, it was explained, will no 
longer sponsor or support the over- 
seas radio tests, because of poor re- 
sults. 

“It was felt,’ said a board mem- 
ber, “that the tests have done more 
harm than good in leading radio set 
owners to expect too much of their 
sets and of the broadcasters.” 

* * * 
Radio Meeting at Indianzpolis 

Radio jobbers and dealers in the 
Central States territory will hold 
their first annual Indianapolis conven- 
tion on Wednesday, October 27, in 
accordance with plans perfected by 
the radio distributors and manufac- 
turers of Indianapolis at a_ trade 
meeting held at the Hotel Severin, 
under the auspices of the Broadcast 
Listeners Association of Indianapolis. 


This association conducted the first 
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annual Indianapolis Radio Exposition 
last September in Cadle Tabernacle, 
and is spensoring the second annual 
Indianapolis Radio Exposition of the 
Central States to be held this year in 
the Manufacturers Building at the 
Indiana State Fair Grounds at Indi- 
anapolis during the week of October 
25 to 30, under the direction of the 
Indianapulis Radio Exposition Corp. 
Plans for the one day session of 
the radio jobbers and dealers during 
show week, contemplate discussions 
and addresses on topics of importance 
to the trade by men of national 
prominence in the fields of distribu- 
tion, and manufacture. The 
business sessions will be held during 
the day in the exposition building, 
ending with a “good fellowship” ban- 
quet in the evening to be addressed 
by men of authoritative utterance in 
the radio industry, and attended by 
manufacturers, jobbers and dealers. 


sales 























This interesting picture is presented here through the courtesy of H. P. Andrae 0! 


the house of Julius Andrae & Sons Co., Milwaukee. 


This is one of the oldest electric! 


jobbing houses in the country, in fact ante-dating the electrical jobbing business since 
it was started as a wholesale hardware concern in 1860. At the left is F. T. Andrace, 
next to him is J. C. Schmidtbauer, now vice-president and general manager, next 

Julius Andrae, founder of the company, no longer living, and finally H. P. Andrae, 


now president and treasurer. 
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Get the dealer fo sell 


Re ; | } é 
RCA Radiotrons are the 6 
year-round, bread-and-but- 
ter business of the dealer 


—the jobber—and the job- 
ber’s salesman! 





@ e ® 
Today, RCA Radiotrons 
mean better reception— 
greater power—longer 
distance—and BIGGER 


BUSINESS! 





Fou will 


4 both sell more 
y Radiotrons 


RCA-Radiotron 



















5 MADE BY THE MAKERS OF THE RADIOLA 4&4 
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Young Men in Radio 


young man’s 


Radio is really a 
game, says Chas. Freshman, president 
of Chas. Freshman Co., Inc. It is 
a young industry and naturally a lot 
of young blood has been attracted to 
it already. 

In fact, as far as the engineering 
and invention of radio, together with 
the sales is concerned, the younger 
generation walks off with all the hon- 
ors. However, radio is too young as 
a business to place entirely in the 
hands of the newcomers in the indus- 
try. As far as the executive and man- 
agerial ends are concerned, the older 
business man must still be relied upon. 
In fact, in such jobs as financing only 
the mature, veteran business man with 
years of experience is suited for the 
work. 

It does not mean that the younger 
generation has not succeeded in ful- 
filling with spirit and ability those 
important posts. However, 
older men are preferable in _ those 
capacities, for the 
prestige of the organization but for 


various 
not necessarily 


more efficient management and super- 


vision. Assistants have been chosen 
from the ranks of young and old, and 
experience as well as ability always 
the the 


experienced men holding the positions 


guides in selections, more 
of greatest importance. 

The great amount of competition 
which is now being experienced in the 
radio industry will ultimately result, 
and very quickly too, in a_ boiling 
down process in which it will be a 
survival of the fittest. The very same 
circumstances were portrayed in the 
automobile industry before its stabil- 
ization. That same occurrence will 
affect the radio industry, as stabiliza- 


tion is almost upon us now. 
* * * 


The Greatest Radio Invention 

“What is the greatest radio inven- 
tion?” Surely not a difficult question, 
yet some would hesitate to answer it. 
And not only is it the greatest radio 
but also - the greatest 
electrical invention. It is the vacuum 
tube—the three-element tube without 
would be greatly 
handicapped. Our transcontinental 
telephone, our radio broadcast sta- 
tions, public address systems, trans- 
mission of photos by and 
other very important developments of 
modern life depend upon it. And to 
think that at the base of all these 


invention, 


which progress 


radio 


wonderful inventions lies the so-called 





4 


Sn aaa 





We caught this crowd from the Northland Electric Supply Co., Minneapolis, 
around noon so didn’t get so many into the picture, most of the crowd being out to 


lunch. 


The happy expression on Bill Thompson’s face is due to the fact that as a 


careful purchasing agent he has just taken advantage of the wonderful offer of 
Tue Jopper’s SaresMAN giving three years’ subscription for the price of two. 





Edison effect, a discovery made many 
years ago and little thought of for 
several years later! 

Thomas Alva Edison, in his pioneer 
work in investigating the peculiarities 
and behavior of the incandescent lamp, 
came upon a phenomenon which was 
termed the “Edison Effect.” His 
work led him into the study of the 
physical and chemical actions which 
take place in highly evacuated glass 
incandescent 


bulbs containing an 


filament. 

By the term “effect” physicists have 
long designated phenomena or groups 
of phenomena which are new in them- 
selves and which fail to arrange them- 
selves into any given theoretical classi- 
fication or to admit of an explanation 
under existing theories. Thus we have 
in physics a large number of effects to 
which have been given the names of 
their discoverers, all of whom have 
been distinguished in the field of pure 
science, such as for instance, the 
Peltier effect, having to do with the 
absorption and evolution of heat at the 
junction of two metals carrying a cur- 
rent; the Thomson effect, having to 
do with thermo-electric currents in a 
given metal ;the Hall effect, having to 
do with the deviation of currents in a 
thin film under the influence of a 
powerful magnetic field; the Purkinje 
effect, having to do with the variation 
of sensibility of the eye for the red 
and blue ends of the spectrum with 
high and low illumination; the Zee- 
man effect, having to do with the dis- 
placement of spectral lines when a 
radiating gas is submitted to a power- 
ful magnetic field, etc. Of all these 
effects, none has been so prolific in 


practical consequences as the Edison 
effect. What is the Edison effect? It 
is best answered in Edison’s 
words, which appear in a patent filed 
by him in October, 1883: 

“I have discovered that if a con 
ducting substance is interposed any 


own 


where in the vacuous space within tli 
globe of an incandescent lamp, and 
said conducting substance is connected 
outside of the lamp with one terminal. 
preferably the positive one of the in 
candescent conductor, a portion of th: 
current will, when the lamp is in oper 
ation, pass through the shunt circuit 
thus formed.” 

Today, in the light of Richardson’s 
formulas governing the laws of emis 
sion*and Langmuir’s supplementary 
work showing the so-called space 
charge effect, we are able to give an 
accepted hypothesis showing that the 
Edison effect is simply this: that nega 
tively charged particles of electricity. 
called electrons, are shot off from an 
incandescent conductor, such as 
heated filament, and that these elec 
trons are attracted either by the posi 
tive leg of the filament or by a second 
conductor called a plate. The ther 
mionic current which flows is uni 
lateral. We then have the substance 
of a rectifying valve which will con 
duct currents in one direction onl) 

Due only to the fact that Edison 
was too busy with the development 0! 
the electric Jamp, his discovery wa> 
not practically applied until Flemine 
took advantage of it and applied it to 
the reception of wireless signals 
eleven years afterward. 

Siwney E, FInKELsTEIN. 
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During the past years of 
radio development many 
names have flashed like a 
skyrocket and are no more. 
Of the enduring ones the 
name “Cunningham” is today 
outstanding, and made so by 
adherence to the basic prin- 
ciple that a successful business 
can only be built on confidence 
—Cunningham Radio Tubes 
have merited public confidence 
since 1915. This confidence 
has resulted in continuous 
srowth and will add thous 
ands of new users each year. 
Accepted as the best radio 
tube, it is the most profitable 
for the dealer to handle. 
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D-10 





D-10—Five tubes. Wet or dry battery 
type. Balanced, tuned radio frequency. 
Centralized control. Very selective and 
sensitive. Mahoganycabinet, mahogany 
lined. Finish, rich brown. Without 
accessories . . . + + « « $100.00 


D-5—Console. As illustrated. Specially 
designed and finished to match D-10 
Ortho-s onic. Ample battery space. 
Equipped with gliders . . . $30.00 





E-10—Six tubes. Wet or dry battery 
type. Balanced, tuned radio frequency. 
Single control. Extremely selective. 
Maximum receiving range. All-metal 
construction. Illuminated scale. Perfect 
control of volume. Beautiful brown 
mahogany cabinet — rosewood inlay. 
Well finished. — texture. Without 
accessories . . . - $150.00 


E-5—Console, as illustrated. Specially 
designed and finished to match E-10 
rtho-sonic. Ample battery space. 


Equipped with gliders . . . $40.00 


Federal O R _ H () 











ON THE BELIEF THAT THE SALESMAN 


A remarkable 








A-10—Five tubes. Wet or dry battery 
type. Balanced, tuned radio frequency. 
Rich brown mahogany finish. With- 
out accessories . . o « « $75.00 


F-10 


F-10—Seven tubes. Wet or dry battery 
type. Balanced, tuned radio frequency. 
For use with loop only. Single control. 
Maximum selectivity—long range 
reception. All-metal construction. IIL 
luminated scale. Perfect control of vol- 
ume. Beautiful mahogany cabinet. Ver- 
million inlay. Finish, rich brown—satin 
texture. Without accessories $250.00 


F-5—Console. As illustrated. Specially 
designed and finished to match F-10 
Ortho-sonic. Ample battery space. 
Equipped —_ area rubber-tired 
casters . . - + $50.00 
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B-20 


B-20—Five tubes. 199’s or 201-A’s. Balanced, 
tuned radio frequency. Genuine mahogany 
cabinet with rich finish. Micrometer tuning 
controls. Space for batteries, ” ithout acces- 
Sories . a Soy Nae oe ° $100.00 






















EVER has a radio display created 
such interest. An inspection of the 
Federal factories left a lasting impres- 
sion. Never a line of Radio packed with 
so many possibilities... Never a gather- 
ing of wholesalers so enthusiastic! 


~“ “ “ 


So much for the Federal Ortho-sonic 
Radio Wholesalers’ convention. Held 
in Buffalo on the 2ndand 3rd of August 
and attended by wholesalers and their 
salesmen from all parts of the United 
States and Canada. 


A word concerning the line itself. 


With the addition of these beautiful 
models, shown here with the fast-selling 
Federal A-10, the line is now all-inclu- 
sive. With a price range from $75.00 


- to $400.00 on popular models; $600.00 


to $1000.00 on custom-built models, 
it now meets practically every indi- 
vidual preference. 
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demonstration 





B-30—Five tubes. 199’s or 201-A’s. Balanced, 

tuned radio frequency. Extremely sensitive and 

selective. Mahogany cabinet finished in rich, 

lustrous brown. Micrometer tuning controls. 

Ample geese for batteries. Federal enclosed 
le 


adjusta speaker. Exceptional volume and 
tone. Without accessories . . . . $140.00 


And remember! Every Federal Radio 
set has the patented Ortho-sonic cir- 
cuit, magnificently shielded and second 
to none in selectivity, ruggedness and 
operative simplicity. And we ask you 
—where did you ever see any furniture 
more beautifully designed than these 
Ortho-sonic cabinets? 


The Federal line is backed by a propo- 
sition as sound and appealing as any 
ever going out to a radio retailer. In- 
cludes national magazine and news- 
paper advertising, powerful resale help, 
liberal discounts, red tape freedom, and 
adequate protection from a manufac- 
turer for twenty-five years in the field 
and here to stay. 


Line up with Federal. If you don’t 
know your Federal wholesaler please 
feel free to write us. 


FEDERAL RADIO CORPORATION 
Buffalo, N. Y. 


(Division of Federal Telephone and Telegraph Company) 
Operating Broadcast Station WGR at Buffalo 





D-40—Five tubes. Wet or dry battery 
type. Balanced, tuned radio frequency. 
Centralized control. Built-in speaker. 
Deep, rich tone quality. Receiver com- 
partment slides out. Walnut cabinet. 
Ample battery space. Without acces- 
eomldB 4 6 3 te te to tf GSO 





E-40 A 


E-40—Six tubes. Wet or dry battery 
type. Balanced, tuned radio frequency. 
Single control. Extremely selective. 
Maximum receiving range. All-metal 
construction. Illuminated scale. Built- 
in speaker. Receiver compart- 
ment slides out. Walnut cabinet, an- 
tiqued and inlaid with rosewood. 
Ample battery space. Without acces- 
sories . . « © « « « « $300.00 


F-40—Seven tubes. Wet or dry battery 
type. Balanced, tuned radio frequency. 
For use with loop only. Single control. 
Maximum selectivitymlong range 
reception. All-metal construction. II- 
luminated scale. Extra large built-in 
speaker. Walnut cabinet, artistically 
antiqued. Inlaid with vermillion. 
Ample battery space. Without acces- 
Sevles ws wp wc ce ce ow wo SRO 





*% The fundamental and exclusive cir- 
cuit making possible Ortho-sonic re- 
production is patented under U. S. 
Letters Patent No. 1,582,470. 


SONIC Radio 








Reg. U.S. Pat. Off. 
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New Radio Products, Illustrated 














The American Electric Co., State 
and 64th streets, Chicago, is manu- 
facturing the Burns “Hi-Lo” loud 
speaker unit. To give an idea of the 
size of this unit, the illustrations 
above show it in comparison with the 
three models of the Burns speaker, 
the “Hi-Lo,” “Concert” and “Burns.” 
This unit is said to be capable of 


reaching the full range of the musical 
scale with clarity and volume. 









CUNNINGHAM 
POWER AMPLIFIER 
TYPE CH 37 
PArTENTEO 


E. T. Cunningham, Ine. 370 
Seventh Ave., New York, has an- 
nounced two -new tubes, the type 


CX-800A is a special gas content de- 
tector with a quarter ampere fila- 
ment. The tube is so designed as to 
be free from rapid changes in sen- 
sitivity with voltage changes. The 
CX-371 is a power tube which 
operates at plate voltage from 90 to 
180. A high grid biasing voltage or 
“C” battery is required with it. A 
rich tone with added ease of vulume 
control are obtainable with this tube. 








The Boudette 
Mass., 
chorde” 
rhe unit is the same as last year’s 
model, but the physical appearance 
has been improved. One model has 
the cone speaker mounted and draped 
on a piano lamp pedestal. Another 
is arranged to hang from the wall, 
similar to an ornamental shieid. 


Mfg. 
is manufacturing the 
cone speaker illustrated here. 


Co, Chelsea, 


*“Sono- 



















receiver is 
made by the Federal Radio Corp., 


The E-10 “Orthosonic” 


Buffalo, N. Y. It is a six-tube set, 
using wet or dry batteries. The cir- 
cuit is of the tuned radio frequency 
type with single control. 













































The Dictograph Products Corp., 220 
West 42nd St., New York, manufac- 
turer of “Dictogrand” radio speakers, 
has just added to its line the “Dicto- 
grand Tabouret” which combines in 
attractive form a radio speaker and 
table. The Dictograph Products 
Corp. explains that there is a very 
definite demand for such an item and 
that it rounds out their line of radio 
speakers so that there is a “Dicto- 
grand” within every range of price. 
The new “Tabouret” made of brown 
mahogany, is of the Colonial type. 














The Acme Elec. & Mfg. Co., 1488 
Hamilton Ave., Cleveland, O., is 
manufacturing the radio control 
switch shown above. When _ this 
switch is connected to the set and 
the set is turned on, the trickle 
charger automatically disconnects it- 
self from the “A” battery, and the 
“B” power unit is connected to the 
set. When the set is turned off, the 
trickle charger starts charging the 
“A” battery and the “B” eliminator 
is disconnected. 














& Tool Co. 
. have just, placed 
on the market a new radio plug as 


The Beaver Machine 
{nc., Newark, N. J 


illustrated. This plug is designed to 
facilitate the connecting and discon- 
necting of the group of wires coming 
from the batteries, etc., where they 
lead into the back of the receiver 





proper. 
are keyed so as to absolutely prevent 
their being connected in the wrong 
position. 
plug are of black heat resisting com- 
sition and the metal parts are of 
phosphor bronze, giving a most effi- 
cient contact. 


The two parts of the plug 


The molded parts of the 





















September, 1926 


THE JOBBER'SfA]/SALESMAN 


97 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





prove its merit. For over three years, Sonochorde has been marketed 
with ever-increasing success. Each year eee has been doubled. 


@) prove its mei is not “just another Cone Speaker” or one that has yet to 


But so great has been the demand for this beautiful, scientifically correct, cone 
speaker that the entire output has been taken in New England alone. 


Now—Sonochorde is available to all. With a new factory and greatly 
increased facilities, Sonochorde may be handled by established dealers who 
desire a cone of highest quality in both performance and appearance. 


Do not take our word. Order a sample. Sonochorde speaks for itself 


Hastings Electric Sales Co. 
Factory Sales Representative 
42 Binford Street - - South Boston, Mass. 


BOUDETTE MANUFACTURING CO. MANUFACTURERS OF 
CHELSEA, MASS. SONOCHORDE 
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New Radio Products, Illustrated 








One of the new products of the 
Fansteel Products Co, Inec., North 
Chicago, IIl., is the “Balkite” B-Y ra- 
dio power unit which has a capacity 
up to 150 volts. It is noiseless in op- 
eration and has no bulbs. Cord and 
socket is furnished for attaching to 
a light socket. 








The Weston Electrical Instrument 
Co., Newark, N. J., has just* an- 
nounced its new model 506 pin jack 
voltmeter and high range stand. 
The voltmeter may be either plugged 
into the pin jacks mounted on the 
set panel to measure filament volt- 
age or it may be plugged into the 
high range stand to measure battery 
voltage up to 160 volts. The stand 
is complete with flexible cables. The 
voltmeter is made in two double 
range combinations, 160/4 volts and 
160/8 volts. 








The Interstate Electric Co., St. 
Louis, Mo., is manufacturing the 
“Handy” trickle-booster charger 
shown above. It is for use with either 
six or four volt storage batteries. 
The current rate is from one-half to 
two and one-half amperes. A switch 
controls the current. The case is of 
metal finished in “Duco” Brewster 


green. 








The Majestic “Master-B” has a rat- 
ing of 60 mils at 150 volts. It has 
three adjustable resistances control- 
ling all voltages. The maximum volt- 
age output is sufficiently high to op- 
erate not only UV-112 and UV-120 
power tubes (185-150-V.), but also 
the latest super-power tube UV-171 
(180-V.). It is made by the Grigs- 
by-Grunow-Hinds Co., 4540 Armitage 
avenue, Chicago. 











The Walnart Electric Mfg. Co., 808 
S. Green St., Chicago is introducing 
the vernier dial shown above. It can 
be mounted flush against the panel 
with any type of condenser. No drill- 
ing of panel or cutting of shaft is 
required. The knob is of Bakelite 
2% in. in diameter, with etched 
erasable metal dial, 414 in. in diam- 
eter. 








The antenna plug illustrated is a 
product of the Leslie F. Muter Co., 
76th St., and Greenwood Ave., Chi- 
cago. It is made of black moulded 
Bakelite, is 21% in. long and screws 
into any socket or baseboard. It is 
designed to replace outside antenna. 











The “Day-Fan 5” is a five tube set 
manufactured by the Day-Fan Elec- 
tric Co., Dayton, O. It has single 
dial control, straight line condensers, 
selectivity adjustments, loud and soft 
speaker switch, filament switch and 





volume control. The panel is of Bake- 
lite. The “Day-Fan 7” is a_ seven 
tube set with a mahogany cabinet. 
The circuit has three stages of radio, 
detector, two stages of transformer 
coupled with one stage of resistance 
coupled audio amplification. 








The International Resistance Co., 
Philadelphia, Pa., announces its new 
type upright resistor mounting base. 
It is made of high test insulation 
moulding and is designed to accom- 
modate the standard size fixed and 
grid resistor as well as the standard 
grid condenser. 
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CHELSEA 


Truphonic Six. |, 





A New and Sensational Value 


As one of the oldest established radio manufacturers, Chelsea 
now offers an unparalleled value in receiving sets—the Truphonic 
Six. For years Chelsea has achieved a splendid reputation for 
well-built receivers selling at low prices. With the Chelsea 
Truphonic Six—incorporating the scientific, fully shielded 
Truphonic Circuit—a new and sensational peak has been 
attained. Designed for high voltages, the Chelsea Truphonic 
delivers far greater volume with perfect tone stability. Housed 
in handsome two-tone mahogany finish cabinet, with dust-proof, 
fool-proof inside panel and many other features only found in 
much more expensive sets. 


You can make money with Chelsea 
Write for our Proposition 





CHELSEA RADIO CoMPANY Chelsea, Mass. 





Other Chelsea Models at $26.00 and $50.00 
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Radio Broadcast Situation 


In view of the radio broadcast sit- 
uation that now exists, owing to the 
supreme court decision and the sub- 
sequent failure of Congress to enact 
controlling legislation, two opinions 
have sprung up. One side takes the 
attitude that in as much as there is 
probability of there being a state of 
chaos in the air, we might as well 
look the matter squarely in the face 
and at once take steps to remedy the 
matter. The side is of the 
opinion that the danger is not immi- 
nent, and while the possibility of a 
muddled condition exists, it is only a 
possibility and that the radio indus- 
try has exhibited such a remarkable 
capacity for control within itself as to 
be able to cope with the 
tion, and that little should be said 
that can reach the general public of 
a nature to carry on the idea that 


other 


situa- 


chaos is on the way. 

Since these two opinions are quite 
generally held it will be of interest to 
read statements and suggestions that 
have been given out recently from two 
important sources—the Associated 
Manufacturers of Electrical Supplies 
and the Radio Manufacturers Associ- 
ation, Ine. 

The first of these is a general mes- 
sage to the radio industry by L. B. F. 
Roycreft, chairman of the Radio Ap- 
paratus Section of the A. M. E. S. as 
follows: 


“The utter inadequacy of the law 
of 1912 to cope with the present radio 
broadcasting situation is being com- 
pletely proved to everyone’s dissatis- 
faction. It is not alone that recent 
legal decisions have disarmed the De- 
partment of Commerce as the police 
power of the ether, but that the 
30,000,000 broadcast listeners of the 
nation are now threatened with an- 
archy in the air. This can only have 
two results—first and foremost, broad- 
casting chaos; second and finally, the 
abandonment of radio by the Ameri- 
can public. 

“As a result of the present lack of 
governing restraint, not only have sev- 
eral broadcasting stations exercised 
their freedom of action to go into the 
already crowded paths in the broad- 
casting lanes while others have chosen 
to change from their assigned wave- 
lengths to others more attractive, but 
the following figures indicate that we 
are at the threshold of worse and 
more of it. Over 60 applicants for 











R. B. McLain of the Star Electrical Co., Erie, Pa., writes: “Once in awhile I see 
a picture of an old friend and so I am sending mine that these same old acquain- 


tances can see me.” 


Mc drives a handsome Jewett and aside from that has the dis- 


tinction of being subscriber No. 19 of THe JosBer’s SALESMAN. 





new licenses have announced that 
their station are installed and that 
they are entitled to receive such li- 
censes without further delay. Some 
95 already licensed stations have an- 
nounced their desire for increased 
power, many to 5,000 watts and at 
least one to 10,000 watts. And nearly 
50 licensed stations are on record as 
wanting to change their wave lengths 
from that to which they were assigned 
when there was law and order in the 
ether. But that is far from being the 
end of the turmoil which is promised 
the defenseless listener. The snow- 
ball which was so lightly tossed in 
Chicago only a few months ago is 
barely started on its promise to be- 
come a disastrous avalanche. What 
else can be expected in view of these 
cold, hard facts than that many more 
of the 600 registered applicants for 
broadcasting licenses will force their 
way into the field. Or that the sta- 
tions which are now standing firm 
will sooner or later become crowded 
from their assigned paths by serious 
interference and, in turn, seek about 
for a wavelength that might give them 
relief. 

“In the close presence of such over- 
whelming facts no prophetic vision is 
needed to make this forecast. All 
the pleasure of the broadcast listener 
and all the profit of the radio indus- 
try is faced with a problem which if 
not met quickly, firmly and justly can 
only mean ruin to both pleasure and 





profit. It is useless to make further 
presentation of the case in order to 
decide that there is need for immedi 
ate action. 

“Therefore, steps are to be taken at 
once to call representatives of all 
branches of the radio industry into 
an extraordinary convention for the 
purpose of adopting ways and means 
for making a_ successful stop-gap 
stand against radio anarchy, pending 
such time as Congress will have passed 
and made effective sufficient and 
proper regulatory legislation. These 
steps will consist of appointing a Na 
tional Radio Protective Committee of 
which the chairman of the Radio Sec 
tion of the Associated Manufacturers 
of Electrical Supplies will be acting 
general chairman—in which _ there 
will be an executive committee con- 
sisting of the general chairman, and 
of the president of the Radio Manu 
facturers Association, the president ot 
the National Association of Broadcast 
ers, the president of.the American Ra- 
dio Relay League and the chairman of 
the Broadcasting Committee of th: 
Radio Section of the Associated Man 
ufacturers of Electrical Supplies. 

“This executive committee, in turn. 
will nominate a general committe: 
consisting of prominent and influenti«' 
representatives of the radio industr) 
throughout the country, and will pro 
ceed promptly to the issuance of « 
call for a convention of all intereste:! 
parties, whether or not they are mem 
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FOUR BIG <i> Money Makers 


That Your Trade Will Want At Once 


ment. 





Sales Possibilities 


Every Radio user should have this Acme Radio 
Control Switch. 
Chargers and B Eliminators. Its automatic ac- 
tion prevents the Eliminator burning out the tube 
or condenser. This price, $5.00 List, East of the 
Rockies, makes it a ready seller. 


Acme Trickle Charger 


Known from coast to coast 
because of its exceptionally 
efficient operation. The trade 
like it. 

This Trickle Charger uses a 
2-ampere tungar bulb in its 
operation, with a specially de- 
signed transformer with inde- 
pendent windings. 

The charging current deliv- 
ered ranges from %4 to % am- 
peres and it consumes 25 to 
40 watts of energy. 

Supplied to the trade with ex- 
tension cord attachment Sheet 
steel case, finished with crystallizing lacquer. An easy 
article to sell. Lists, east of the Rockies, at $6.00 with- 
out bulb. Two ampere bulb, $4.00. 


A Word About This Company 


You can push Acme Radio Products with the knowledge 
that they are designed and built by engineers of long 
experience in Radio. Acme Products are nationally ad- 
vertised, are of standard construction, made of the best 
materials, and are exceptionally well known both to the 
trade and radio public. 





It aids in the sale of Trickle . 


Acme Radio Control Switch 


Talk it as the latest, greatest, sensational product used with the 
Radio Receiving Set. 
What It Does—When connected to Receiving Set and set is turned 
on, the Trickle Charger automatically disconnects itself from A Bat- 
tery and B Power unit is connected to the set. When the set is turned 
off, the Trickle Charger is connected to the storage battery and im- 
mediately starts charging A Battery; also the B Eliminator is dis- 
connected from the set and line. This Acme switch is entirely auto- 
matic in its operation. 
may be used with any set regardless of the type of charging equip- 
Guaranteed. 


Positive in action, compact, attractive, and 


Acme Universal 
Type A U Charger 


With this Acme Universal 
Charger, a four or six volt 
battery may be charged; 
also 48 cells of Radio B 
Battery. 

There are two in- 
dependent windings 
on this charger, and 
the batteries may 
be charged with the 
radio set in opera- - 
tion which, in many cases, is quite advantageous. 

This charger like other Acme products makes a very 
attractive appearance and its list price, east of the 
Rockies, of $12.00, without bulb, makes for it a ready 
sale. Two ampere bulb, price $4.00. 








Acme Universal B Supply Unit 


Four-tap type. 
Gives excellent 
performance up to 
and including 6 and 
8 tubes, including 
radio frequency 
sets. Smooths out 
every trace of rip- 
ple. Improves 
quality and vol- 
ume of tone. No 
snap, crackle, 
noise or hum. It 
is exceptionally 
popular because it ; 
is easy to operate, fool-proof, cannot burn out tubes in 
set or B supply unit. 

It has variable control and removable fixed resistance. 
Any standard filament tube for rectification purposes 
may be used. List price, east of the Rockies, without 
tube, $32. Tube, $3.00. 





Manufactured By 


The Acme Electric and Manufacturing Company 


1446 Hamilton Ave., Cleveland, Ohio 
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bers of any organization or associa- 
tion within the industry, and this call 
will specify a place and date for such 
for 
the arrangement of accommodations, 


convention. Special committees 
program, the raising funds and other 
necessary preparations shall be ap- 
pointed and such steps taken as will 
ensure a representative gathering ca- 
pable of meeting the needs of the occa- 
sion, 

“Only by such a plan on such a 
scale can the problem be met and 
solved. There is a very definite re- 
sponsibility to the entire radio public 


of the country. Proof must be given 


that even in so-intricate a problem the 
common sense and fair-mindedness of 
the radio industry can ensure law and 
order through control exercised by 
itself. Realizing the 
necessity immediate action ap- 
pointments to the executive committee 
have been made, and _ presidents 
Haugh of the R.M.A., Klugh of the 
N.A.B., Maxim of the A.R.R.L., and 
chairman Rypinski of the broadcast- 


and within 
for 


ing committee have been invited to ac- 
cept their responsibilities and proceed 
with the calling of the convention.” 

In the R.M.A. News—volume one, 
number one of the new publication, is- 


sued by the Radio Manufacturers 
Association — appear the following 
statements which take a somewhat dif- 
ferent view as to the danger that lies 
in the situation. 

“A member comments on the ex 
tended news reports of chaos in radio 
broadcasting in a pertinent fashion, as 
follows: 


“‘T regard the press announcements of 
chaos inethe radio broadcasting field par- 
ticularly harmful to our industry, and the 
publication of such statements will create 
more harm in the radio industry from the 
standpoint of public purchases of radio 
material than anything I can think oft 
Continued articles on prospective chaos 
will cause much apprehension on the part 











aT er U, et? 
Baa pe ete.® om 


L. R. Keller, who is the hustling representative of George 
Richards & Co. in Atlanta territory, is responsible for getting 
this interesting picture in under the wire in time for the Sep- 
tember issue. It was taken at the annual outing of the National 
Electrical Supply Co., Washington, D. C., held at Morgan- 
town, Md. 

New York Ave., between 18th and 14th Sts., was roped off by 
the police at 8:30 a. m. and promptly at 9 o’clock the 87 pas- 


senger automobiles and one motor bus, under the escort of five 
motorcycle traffic officers, started, and as they were given the 
right of way through the entire city, the 300 employes and their 
friends made a record run to the Maryland resort. While a! 
Morgantown, games and athletic events were held, the main 
attractions, however, proved to be a Bathing Beauty Contest, 
which was won by Miss Lillian Hall, and a golf contest, won !) 
Mr. C. O. Reed, both receiving beautiful loving cups. 
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FUTURE 
SECECT SIX 





Model 540 

Top 17”x21” 
Height 45” 

MAHOGANY ONLY 











Exclusive Jobber’ s 


Selling Franchise 
For Your Territory 


Showers offers the live jobber the big- 
gest opportunity in radio today. 
Here's what you |] want to know about 


the set YOU can sell: 


One dial control—six tubes. 
Shielded all metal construction. 
Foley system of amplification—Utah unit. 


Beautiful mahogany console—compact in 
design. 


More than enough room for all batteries and 
charger. 


Selectivity—distance—tone quality. 


FUTURE SELECT SIX features are ll 


exclusive. 


Showers Brothers Company has 58 years of progress 
to its credit, and nine million dollars of manufactur- 
ing assets behind the FUTURE SELECT SIX. You 
cannot afford to invest your money in less than the 
Showers offer. Write the Chicago office today about 
your exclusive selling franchise. 





One of the Four Large Showers Brothers Factories—Established 1868. 


SHOWERS BROTHERS COMPANY 


BLOOMINGTON, INDIANA 


RADIO DIVISION—1517 Tribune Tower 
CHICAGO, ILLINOIS 
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of the public. 

“*A number of set owners and pros- 
pective set owners have written both our 
dealers and us that they contemplate buy- 
ing radio sets but if there was going to 
be chaos in the industry they did not 
want to spend their money. 

“We will soon be in the midst of great- 
est radio activity and unless a stop is 
put to so called chaos announcements, 
which are politically inspired, hundreds 
of millions of dollars of investment by 
radio manufacturers will be seriously im- 
paired.’ 

“There seems to us to be much food 


for real thought in the above. Pub- 
lic confidence must be maintained. If 
conditions do, by any stretch of the 
imagination, become such that radio 
users are denied the use of sets, the 
result can only be harmful to the 
members of this association and the 
industry in general. 

“Our correspondent further sug- 
gests that we use our influence wher- 
ever possible to have statements re- 
garding radio based on fundamental 
truth rather than upon imagination. 
The essential point to keep in mind is 
that the widely heralded chaos has not 
materialized, from the viewpoint of 
sound thinkers will not do so, and that 
there is really no basis for the con- 
tinued publication of impending 
chaos. Every member through his 
selling and _ publicity organizations 
can be of real service to himself and 
the industry by driving home these 
fundamental facts to the consumer. 
Your association has taken steps to 
that end, the first fruit of which was 
the following release just made to the 
public: 

“ “Responsible opinion among radio 
manufacturing interests does not share 
the view that chaos in broadcasting, 
so freely predicted and widely adver- 
tised since the Department of Justice’s 
recent statement to Secretary. Hoover 
will result from the failure of the last 
Congress to enact controlling legisla- 
tion,’ according to a statement issued 
by B. W. Ruark, executive secretary 
of the Radio Manufacturers’ Associa- 
tion yesterday. 

“ “While the possibility of muddled 
conditions exists,’ continued Mr. Ru- 
ark, ‘it is a bare possibility only. 
for the radio industry has demon- 
strated a remarkable capacity for con- 
trol within itself as a means of pro- 
tecting the millions invested by the 
industry and the public in radio ap- 
Established broadcasters 
realize promiscuous assumption of 


paratus. 


wave lengths will inevitably resul* in 
demoralization of radio reception with 





The Graybar place at New Orleans was all torn up when this was taken— 
painters, carpenters, etc. However, “business as usual” and here they are. Left to 
right: G. E. Daub and Howell McGaughey, both of “Square D”; J. A. Whatley, 
city salesman; L. H. Whitten, specialist; F. G. Strong, road salesman, and Walter 


A. Northington, manager. 





consequent loss of public good-will so 
necessary to the well-being of the in- 
dustry. Those not altogether satis- 
fied with wave lengths allocated to 
them prefer to maintain the status quo 
rather than run the risk of having their 
investment in broadcasting equipment 
impaired through generally unsettled 
conditions. Few, if any, prospective 
entrants into broadcasting will risk 
the investment needed until Congress 
has had an opportunity to pass legis- 
lation definitely safeguarding such in- 
vestment. These and other compell- 
ing consideration lead those in close 
touch with the situation to conclude 
that the public need not fear any seri- 
ous interruption in broadcasting serv- 
ice, and that it can reasonably expect 
to realize on continued investments in 
radio receiving apparatus. 


““The real danger, insofar as any 
may be said to exist, lies in the possi- 
bility that the public will attach too 
much importance to predictions of 
chaotic conditions. The large number 
of leading manufacturers making up 
the membership of the Radio Manu- 
facturers Association are convinced 
that the common sense of most will 
hold a fretful few in awe and that 


there is no real basis for apprehen- 


sion on the part of the public’. 





Jobbers’ Side of Radio 
Story 


(Continued from Page 9) 


we, of course, feel that this should 
be done periodically and with due 
regard for ‘stocks which have not 
passed into the hands of the user.’ 
He is rather lenient with the manu 
facturer in this respect as is F. B. 
Stern, assistant general manager of 
the Interstate Electric Co., New 


Orleans, who believes that, “unless the 
manufacturers make radical changes in 
the models, the fewer the changes the 
better it is for the distributor as well 
as the dealer. Of course, it is under 
stood that changes which are for the 
better should be made and if the deal 
ers can be shown this, it makes a good 
sales argument for the new line.’ 

On this subject Mr. Tully’s opin- 
ion is that “The policy of the average 
radio manufacturer in changing models 
yearly has been a point of great con 
cern, not only to the manufacturer, but 
to the distributor and dealer, and to 
my point of view, is a most important 
link in the chain for a more stabilized 
radio business. 

“In my opinion, the manufacturer '" 
bringing out a complete line of sets. 
should be most careful in making ra‘ 
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Bradleyohm-E 


PERFECT VARIABLE RESISTOR 


for BEELIMINATORS 





Bradleyohm-E is a new and en- 
larged Bradleyohm designed espe- 
cially for B-Eliminator Voltage 
Control, The extra long columns 
of scientifically-treated graphite 
discs insure perfect voltage control 
over a wide range. It is made in 
several ranges for various B-Elimi- 
nator circuits. 


Biadleyanit-A 


PERFECT FIXED RESISTOR 





Bradleyunit-A is a solid mold- 
ed resistor for radio circuits. 
It is molded and heat-treated 
under high pressure, making 
it impervious to moisture. The 
silver-capped ends can be sold- 
ered without affecting the cali- 
bration ‘of. the Bradleyunit. 









































































Are You Selling Parts ? 


for B-Eliminators 


’ ‘HE best endorsement of a radio product is its use as 
standard equipment by large manufacturers of radio 
equipment. 


Bradleyohm-E and Bradleyunit-A are used extensively 
as standard equipment by manufacturers of B-Elimina- 
tors. Also, most manufacturers of B-Eliminator kits and 
coils recommend Bradleyohm-E. Leading radio feature 
writers strongly recommend Bradleyohm-E for their 
hookups. 


Be prepared to capitalize on the increasing demand for 
B-Eliminator parts by selling Bradleyohm-E and Bradley- 
unit-A for voltage control.Send for complete details, today! 








Sell Allen-Bradley Perfect Radio Device 
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cal changes in the complete line of 
sets, and bring out one or two models 
at the most, at any one period, making 
the change in the entire line, very 
gradual.” 

Mr. Stern offers a good point along 
thought when he 
believe the biggest 


another line of 
states that “we 
thing the manufacturer can do to help 
the distributor is to send out weekly a 
stock list, showing sets in stock, and 
when it is found certain models are 
not moving have these models diverted 
to another distributor, who is selling 
them, as we find territories vary con- 
siderably. 

“This cooperation keeps the dis- 
tributor’s stock in good condition, and 
prevents the dumping on the market 
at cut prices of sets that will not sell 
in one locality.” 

On the subject of sales helps all 
jobbers are of one mind in expecting 
and anticipating sales and advertis- 
ing co-operation. The consensus is 
that a manufacturer should advertise 
in trade papers, and in consumer 
papers if the appropriation permits, 
Also, that suitable literature should be 
issued for distribution to the dealer 
and over his counter to the consumer. 

It is the general opinion that the 
manufacturer should also have a rep- 
resentative calling in the jobbers’ ter- 
ritory with the jobbers’ salesmen from 
time to time, as they can by this 
method educate the jobbers’ salesmen 
on their line far better than by sales 
conferences. 

The jobber, in turn, is doing his 
part, by training his men to sell radio, 
by introducing a radio department and 
radio specialists and by holding dealer 
conferences at least once a year. Most 
jobbers are also maintaining a serv- 
ice department to test and handle 
defective goods. 

By way of an example of just how 
far a jobber is willing to go in the 
interest of the manufacturers and 
dealers we again quote Mr. Tully: 
“We place our most earnest efforts in 
cooperating with our dealers, and sup- 
ply through our representatives, such 
information as might be helpful to the 
dealer in a better turnover of his 
merchandise. 

“We have for the past year and a 
half been operating our broadcasting 
KQV, at 


pense, entirely for the benefit of 


station considerable ex- 
radio dealers in this territory. Our 
services are used for dealer demonstra- 
tion, and any dealer can have the use 
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“Once upon a time there was a jobber 
who didn’t play golf.” Left to right: 
Arthur Grossman, Colonial Chandelier 
Works; “Joe” Fink, Effengee Electric Co., 
Chicago, and Adolph Albiez, Englewood 
Electric Supply Co., Chicago. To the right 
is a rear elevation of a future jobber, 
young Allen Fink, son of “Joe.” 





of our station at any period during 
the day by telephoning us. We 
believe this to be one of the most 
helpful and forward movements of 
dealer cooperation.” 

The Illinois Electric Co., Chicago, 


as a part of its “Dealer Helps” 
inaugurated a school last year which 
its dealers are invited to attend 


weekly during the radio season to 
learn all there is to be known about 
the products they are purchasing from 
the company. 

To sum it all up, it is quite appar- 
ent that the manufacturer and_ the 
jobber are both finally facing each 
other with a trusting look in their eyes, 


for they feel that the radio industry is 
now on a substantial basis with all 
parties knowing not only what is 
expected of themselves but also what 
may be expected from each other. 





Courage 

“Anybody can do a part of any- 
thing, but wnly the complete is ot 
actual value.” 

No gfeater truth was ever spoken. 
The .business life of this world is 
crowded with men apparently un 
mindful of the fact that a deed halt 
done requires some one else to finish 
the job. 

There are salesmen, good fellows, 
too, who can do all of the distance 
of the race in splendid fashion—but 
the finish—where the real test of 
strength comes, where the man who 
does is distinguished from the man 
who only attempts. 

The one man—the Success—finishes 
the race, completes the job, puts the 
cap-sheaf on his undertakings. 

He fights to the last ditch. He be- 
lieves there is nothing in this world 
that man should have that he cannot 
get, if he persists to the end. 

It is determination to finish the 
task that marks the difference between 
accomplishment and near-accomplish- 
ment. 

It is that unconquerable demand 
upon self to do the thing that counts. 

Defeat follows in the wake of feeble 
effort; just as surely as success fol- 
lows in the wake of courageous ef- 
fort. 

Be courageous to the end, and you 
will build. 

—Pop Rosevar. 











Al Bohn, city salesman of Manhattan Elec’l Supply Co., St. Louis, isn’t stuck up 
about his new Nash, so he would’nt have “snubbers” on it. “AI” sells lots of radio. 
but has another pet ambition, When he grows up he’s going to be a jockey. 
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A New Belden Radio Accessory 


and the Powerful Merchandising Campaign Behind It 


HE Belden Fused Radio Battery 
Cord is here! There is a tremen- 
dous demand for battery cord that 
will protect A and B batteries, elimin- 
ates fire hazards from crossed wires, 
and reduce the danger of burned 


out tubes from excessive voltage. 


This attractive radio accessory can 
be sold to every set owner. It not 
only dispenses with the usual array 
of loose wires, but provides a color- 
coded, neat battery cable which in- 
sures the set owner against trouble 
at the lowest cost. 


Put a Belden Fused Radio Battery 
Cord in a prominent place in your 
window or store ial it will sell 
itself. Everybody needs a Belden 
Fused Radio Battery Cord. Boost 
your accessory profits with this 
new radio accessory. 








AAeAAAY 


B-BATTERY FUSE 
) ™~ 


Ws 
A-BAT TERY 
FUSE 


Other Belden Products 


Following are some of the leading Belden items which 
are prominently featured in Belden advertising: 


Beldenamel Aerial Wire 
Belden Superadio Aerial Kit 
Belden All-Weather Aerial 


Kit 

Belden Indoor and Loop 
Antenna Wire 

Belden Lead-in and Ground 


Wire 
Belden Fused Battery Cord 


Belden Plain Battery Cord 
Belden 20-foot Extension 


Cord 
Belden Replacement Cord 
Belden Tips and Terminals 
Belden SquareTinned Hook- 


up Wire 
Belden Colorubber Hookup 


ire 


IBERTY Weekly with its circu- 
lation of more than one million 
readers, will carry Belden advertis- 
ing during the radio season. This 
powerful weekly will carry the story 
on the Belden Fused Radio Battery 
Cord into every part of the country 
and every radio dealer will feel the 
force of this powerful campaign. 


In addition to the big Liberty cam- 
paign, Belden advertisements will 
also run in Radio News, Radio 
Digest, American Boy, Popular 
Science Monthly, Radio Broadcast, 
Popular Radio, Radio Engineering 
and Radio Call Book. 


Belden Accessories are the most 
widely-advertised accessories in the 
radio field. Capitalize on this na- 
tionwide publicity by ordering 
Belden radio accessories, today. 


BELDEN MANUFACTURING COMPANY 


2324A S. Western Ave. 


Chicago, 


Ill. 
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RECTIFIER 


Culmination of Years of 
Charger Building and Re- 
search by Practical Electri- 
cal Engineers. 


Charges as well with burned- 
out bulbs as with good ones. 


Charging rate controlled to 
the fraction of an ampere. 


Charges batteries in 12 


hours. 


The charging capacity of the Econ- 
omy Rectifier is from | to 20 six- 
volt batteries in series, or 20 to 40 
six-volt batteries in series parallel, 
thereby replacing three ordinary 


charging machines or rectifiers. 


When charging batteries with the 
Economy Rectifier, the current con- 
sumption automatically reduces as 
the voltage raises in the batteries, 
thereby saving the wasted current 
which ordinarily flows through the 
batteries when fully charged. The 
Economy Rectifier is so constructed 
that this principle is applied regard- 
less of the number of batteries being 


charged, up to its full capacity. 


Distribution through jobbing 
channels only 


ECONOMY ELECTRICAL 
MANUFACTURING CO. 


Agnes. Ave. and 14th St. 
KANSAS CITY, MO. U. 8.A. 





THE ECONOMY 
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List Vs. Net-Price Billing 


BY JOHN L. OWEN 


General Manager E. B. Latham & Com- 
pany, New York, in the “Electrical 
World” 


Any economical and efficient method 
in the electrical supply jobbing busi- 
ness tending to reduce the cost of 
doing business and to eliminate un- 
necessary operations would be of de- 
cided benefit to consumers as well as 
to merchants. Education has done 
much to bring about reduction of 
costs, through proper knowledge of 
accounting principles and rigid econ- 
omy of operation, but there are some 
expensive features of every business 
which are owing, in whole or in part, 
to the practices of one or more other 
branches of the industry or to other 
outside circumstances over which the 
merchant himself has no control. 

It would seem that the practice fol- 
lowed by some of the electrical sup- 
ply manufacturers of billing goods at 
list prices and discounts, may be one 
of these. It is said by many of those 


| experienced in the industry, whether 





as manufacturers or jobbers or deal- 
ers, to be an economic handicap. Ina 
canvass made among the electrical 
jobbers 83 per cent indicated a pref- 
erence for net prices instead of the 
old list and discount. 

The jobber buys his merchandise 
from many manufacturers. His in- 
coming and outgoing bills cover thou- 
sands of items. When merchandise is 
billed to him at list and discount, it is 
necessary to check and compare every 


list price and every discount on the 








bill with each of the respective manu- 
facturer’s announced lists or catalogs. 
The manufacturer himself has, of 
course, necessarily doné this, and so 
there is here an expensive duplication 
of work and a consequent increase of 
the cost of doing business. Inevitably 
there will be errors in computation, 
which entail still further clerical work 
and a great amount of correspondence 
with the manufacturer and the dealer. 
The jobber handling goods billed to 
him at list with discount usually finds 
himself under the necessity of pursu- 
ing the same practice when he in turn 
sells to his customer, and so there is 
still further economic waste through 
the cost of bookkeeping and clerical 
work that is thus put upon the dealer. 

At inventory time the wasteful ex- 
pense flowing from the practice of 
billing list and discount becomes more 





burdensome than ever. In order 
arrive at any figure which approx 
mates a correct inventory, the lon 
tedious and expensive procedure 
checking list prices and discounts gv 
on. Again errors creep in and wee! 
of time,and effort are devoted to t! 
work. When the jobber or deal: 
prepares a catalog, he is again fac 
with added expense, owing to tls 
practice. The constant changes :) 
prices by manufacturers necessitat. 
changes in jobbers’ catalogs and also 
corrections and alterations in the data 
used by salesmen. These continuous 
alterations of catalogs and the attend 
ant expense and labor again enter into 
cost of product and entail great waste. 
which could be greatly reduced under 
the more efficient system of net pric: 
billing. 

From the standpoint of the manu- 
facturer, it is sometimes argued that 
it is impracticable to popularize an 
article by advertising and by intensive 
sales campaigns unless the manufac- 
turer himself fixes a uniform list price. 
On the other hand, it is pointed out 
that many manufacturers do success- 
fully advertise and constantly increase 
their good will with the consumer and 
the volume of their sales without at- 
tempting to fix a list price to the con- 
sumer to the retailer. 

Contrasting with that argument is 
the statement sometimes made by mer- 
chants in various industries, that thie 
manufacturer’s practice of fixing a list 
price and selling his goods list and 
discount promotes price cutting by 
furnishing to the price cutter an ob- 
ject of advertised or known resale 
price at which he may direct his cut- 
rate advertising, window displays and 
other sales effort for the purpose of 
drawing consumers into his store, 
where presumably the average of all 
of his prices is such as to show him 
a net profit, notwithstanding his pos 
sible loss on certain leaders so spe- 
cially advertised. 

The discussion regarding these two 
points of view apparently leads no- 
where. Perhaps the fact is that the 
manufacturer’s practice of selling 4t 
list and discount promotes both resale 
price maintenance and price cutting, 
depending upon the sales policies 
the various kinds of merchants w/o 
handle his products and the variety of 
conditions under which they are mT 
keted. Obviously every manufacturet 
must determine for himself, and inde- 
pendently of his competitors and of 
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vand you will : 


do more business ~ make more money ~ 
with the Majestic B Current Supply 


because - - 


it is what radio owners need, and want, at a price they 
can afford to pay. And it carries the right profit for you. 


THE MAJESTIC IS SIMPLE TO OPERATE— YOU JUST PLUG 
IT INTO THE LIGHT SOCKET. ECONOMICAL, TOO. 


here’s how - - 


Hundreds of dealers are making money Majestic Standard-B 
with the Majestic B Current Supply Current Supply 


Especially adapted for sets hav- 











‘ b 9 e ing not more than seven 201-A 
Units right now. It’s as easy as 1-2-3: ee Seema ok ane 
135-150-volt power tube. 

’ : . ° ? ‘ BD Sb cnccetatonecseeaa $32.50 
1 Don’t wait for customers to come to you. Take a Majestic out to their West of Rocky Mts.... 35.00 

homes, plug it in the light socket. Leave it for seven days, and it sells Majestic Super-B 

itself. While you are with the customer, explain how simple the Majestic Current Supply 
is to operate, how economical, how low in price compared to other “B” Capacity 1 to a tue, ent. 
ate ~ - ‘ _ ! i 7 a ing e use 0 35 - 150 - vo 

eliminators. Explain that Current from the Majestic flows im a straight power tubes. Complete with 
li No “waveri ” No |} switch to control current from 
me. NO wavering. No hum. light socket. Price. .....$35.00 
l West of Rocky Mts.... 37.50 


Majestic Master-B 








f 2 Remember that old set owners are your best prospects. There are hundreds C tS i 
in your city who are tired of the nuisance of hooking up new “B” Bat- urren uppty 

’ P A A ‘ ‘ a ‘ Rating 60 mils at 150 volts. 

| teries, with expense and inconvenience each time this is done. When you Particularly adapted for Radi- 

' explain the merits of the Majestic ‘“‘B” Current Supply Units, their low erodynes. "Will operate ail Dow 

ins} iff rOS -ee > > r one er tu also e new super 

cost and insignificant cost of upkeep, and let the customer try one out, power tube UX-171 (180 volts). 
you make a sale nine times out of ten. Three models take care of prac- var for oy Raga My 

_ ; : very heavy curren % - 
tically all receivers sold. plete with switch. 

0 3 Sell Majestic “B” Current Supply Units on installments. That’s the way 

se to do a big business, and make big profits. You know Majestics are 

e “staple merchandise,” guaranteed by us to the point that YOU can guar- 

t antee each Majestic will make good, or we, the manufacturers, will. There- 


_ fore, it’s easy to collect the installments, as they fall due. The customer is 
bound to keep satisfied, and you experience no trouble in having him 
continue paying for his purchase. 


0 GRIGSBY-GRUNOW-HINDS CO. 
a 4546 Armitage Ave. Chicago, Ill. 


NEW YORK SHOW, BOOTH 10, SECTION B 
CHICAGO SHOW, BOOTH 6, SECTION F 
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| his customers, not only the prices at 


which he will sell, but also the meth 

| ods of selling that he will employ. 
It is argued that if the manufacture; 
| fixes no list, then there is no price to 
| be maintained and no price to be cut. 





Whatever may be said either by th: 
| manufacturer or his wholesale and 





| retail customers upon the subject of 
| economy, it is said to be unquestion 


. 
hy Am lifier ably true that the elimination of tl 
em (COD | practice of selling list and discount 


| would make for simplification. 





-o-~ 








This is the amplifying | There are many advantages to thi 
unit that is a vital part of | jobber in having his costs of materia! 
the new Sargent Infradyne | figured in terms of net prices not only 

™ Circuit. Complete parts for | in buying but in selling. When a 
this circuit list for a total salesman is approached by his cus 
of $113.50. Full pages in . 

Radio News, Radio Broadcast, Radio, Citizens Radio 

Call Book, and other magazines are creating a real 

demand for the Remler Infradyne Amplifier. You 
can put your customers in line for volume sales by 

telling them the full Infradyne story. Write us for a 

reprint of Sargent’s article and for a special three- 
color folder. List price $25.00. | ment from the point of view of th 
jobber is that it is a question of 


| economy and simplifies the work of 
, his office force. This would apply to 


the quotation, billing, costing and 


ad TWIN d sales departments. There would be 
em eT ROTOR on enser not only a saving of time and labor, 
| but a safeguard against mistakes in 

This item is now made in two types figuring and extending bills, etc. 
—Straight _ Line Frequency — and Both manufacturer and jobber have 
Straight Line WW ave Length. Our | lost considerable money over a period 
heavv advertising of the Remler Con- 7 
denser last season laid the founda- 
tion for tremendous sales in 1926 and 
1927. Design and construction com- 
bine to make this instrument an outstanding leader : i 
in its field. List price $5.00 with dial; $4.50 without | prices quoted. Quotation clérks and 
dial. salesmen are more likely to follow the 


proper steps in given quantities with 
——(2}—— net prices to work with. 


* * * 


Remler /roved Socket List Prices Vs. Net Prices 


: Expressions of Opinion Contributed to the 
X-type tubes need Remler Improved JOBBER’S SALESMAN. 


Sockets if they are going to function at 
their best. We are all aiming at trouble- 
free reception and this socket is one of 
the best means of insuring broadcast 
reception that leaves the customer com- : : a 
pletely satisfied. List price $0.50. In order to give service, it is not 
only necessary to get the material to 


tomer and asked the price of any 
given article, it saves a great deal of 
time if he has a net price to offer 
rather than having to figure out « 
price from the list and deduct the dis 
count before he can quote. The argu 


pr 








| of years in wrong extensions in quota 
| tions and bills. Net costs and selling 
prices would help to minimize this 
trouble and also eliminate variation in 








I favor net prices; always have. 
and always will. There are numerous 
reasons for favoring net prices which 
follow: 











the customer promptly after receiving 


the order, but also to get the invoice 
| to him with the least possible delay, 
_ and when we have net prices, the price 
| clerk and bill clerk are able to put tlie 
charge and invoice through in at !east 


GRAY and DANIELSON | 40 per cent quicker time. 


Manufacturing Ccompany-~ -- The price clerk can assimilate and 


260 First Street | . . : thicl 

, | retain net prices much quicker, whic! 
Chicago SAN NCISC New | . . 

— eonemeigen 9 ee is of untold advantage in making 
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Right With Products 
on Which You'll Get Repeat 
Orders From October 
Through March! 








No. R-/1] Bulb 
ANB Battery Changer 


enn nent 















mm. 
‘sae 





NoR-403 Tube 
Reactivator 





No.R99 B Power 
Current Supply 








Sterling Radio Products are not the 


Sterling Products are business build- 
ers—steady, reliable repeaters. Con- 
science is built into the device by the 
maker, indelibly leaving a good im- 
pression in the buyer's mind. . . . . 
all of which begets good-will for 


those who sell the line. 


Look back upon previous seasons of 


pom oh agg Snd-ien-thn-pem tyrliiesiaeed Sor ne ee = na Mein find —_ 
e AsAuto Re as never been a u or a grietr- 
UBC ia Charger initial sale and forgotten thereafter. dweller bearing the name Sterling. 


You'll find that month to month 
Sterling Products sell consistently, 
that dealers find these items a relief 
for radio complaints often registered 
unjustly by the customer who pre- 
viously had no easy means of know- 
ing the condition of the set, tubes or 
batteries purchased. With Sterling 
Care-Takers and Inspectors “home” 
servicing is simple. 


Sterling Radio Equipment Is Advertised In These Publications: 


Radio News, Radio Broadcast, Popular Radio, Citizens Radio Call Book, Radio Home, Christian Science 
Monitor, Popular Science Monthly, Radio Retailing, Radio Trade Catalog, Electrical Record, Talking Machine 
World, Battery Man, and other publications read by the public and your customers. 


The Sterling Manufacturing Company 


CLEVELAND, OHIO 


Sterli 


RADIO 
EQUIPMENT 
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Sells Quickly and STAYS SOLD 


The beauty of the Tower Cone lies not so much in 
the fact that it sells easily and quickly but that it 
stays sold. Repeat orders prove it. 


The Tower Cone combines high quality with low cost. 
It incorporates three exclusive features with refine- 
ments only found in much higher priced speakers. 
It looks good and performs admirably. Isn’t that 
enough? 


(Packed in Wooden Boxes — No Breakage) 


Manufactured and Guaranteed by 


TOWER MFG. CORP., Boston, Mass. 
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telephone quotations. There is also 
less chance for errors or misunder- 
standings, when using net prices. 
The method adopted by the box 
manufacturers, who, I believe, were 
among the first to establish net prices, 
is to my mind the best method used to 
date. They have made their stand- 








Charles H. Kelley 


ard package quantities within reason 
of the dealer, and consumer in a great 
many cases; and it is therefore no 
hardship for the jobbers to purchase 
this line in standard package quanti- 
ties in at least 95 per cent of their 


| purchases, insuring them of the cor- 








rect cost and eliminating the penalty 
of a 20 per cent for not purchasing in 
standard package quantities. 

Their method of having only one 
thing to remember in order to get your 
maximum net cost, which is standard 
package quantity, and in case of spe- 
cial or slow moving material in less 
than standard packages a charge of 20) 
per cent, makes this method an idea! 
one for all concerned, and I would 
like to see other manufacturers so ad 
just their schedules that they could 
also adopt a plan of this kind, which 
I feel sure would be beneficial not 
only to them but to all concerned. 

After all is said and done, it is 
the net cost which is considered and 
if this can be given without a list and 
a discount, I feel much has been don 
to create satisfaction all along the lin: 


Cuartes H. Kerrey, Pur. Act 
Rumsey Evectric Co., PHILADELPHIA 
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Did you know that the radio re- 
ceiver used by great broadcasting 
stations to listen to their own pro- 
srams is the 





RADIO 


This announcement breaks in the 
Saturday Evening Post full page 
Sept. 11th followed by a total of 22 
full pages in the Post, Literary Di- 
sest and Liberty with a circulation 
of over six million every month! 





If you think you can sell such a 
receiver—if you want a square deal 
and the backing of a 37 year old 
company, write 


DAY-FAN ELECTRIC CO. 


DAYTON, OHIO. 
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Satisfied 
Customers 


— for 
Bigger and / 
Permanent 


Profits 
Can 


* Better Reception 


— The experience 
of a few of many 


Van Horne Tube 


Users: 


— 


Long Life 


Buffalo, N. Y. 
““At this time, they have been given 
approximately 600 hours of service and 
they are maintaining their useful 
characteristics in a remarkably high 
degree.”” 


Non-Microphonic 


Harrisburg, Pa. 

“The set was equipped with Van Horne 
Cushion 5 VAX tubes. Their installa- 
tion eliminated all noises excepting 
those of summer static. As the night 
advanced and the static decreased, the 
full value of the tubes became more 
apparent.”’ 


Clarity and Volume 


Philadelphia, Pa. 

“‘Let me congratulate you on the 
splendid performance of the Adapted 
Mogul 5 VCX Amplifier tube. I found 
these tubes give remarkable amplifica- 
tion and clarity. 

‘The tube actually gives considerable 
increase in volume when used without 
additional plate voltage or grid bias 
but when 135 volts is applied to the 
plate, the volume is virtually doubled.’’ 


Distance 


Minneapolis, Minn 

The results of your tubes have pleased 
me so much that I feel it necessary to 
write you and express my thanks. 1 
wish that everybody knew the differ- 
ence; I am sure they would never have 
any other type in their receiver. 

“‘A friend of mine had been complain- 
ing of set as to long distance recep- 
tion and asked me over to look at it. 
I went over and after carefully survey- 
ing his set found nothing wrong with 
it but suggested he try some of your 
tubes. 

‘The first evening after installing he 
received New York, Mexico City and 
several others he had never heard be- 
fore, with sufficient volume to be 
heard all over a_ seven-room house. 
Now please remember the only change 
he made was in the tubes and that the 
others he was using were a well-known 
standard type. Feeling this incident 
alone is enough to convince anyone, I 
won't mention any of the others. They 
are too numerous 

I will back these statements up as 
will several of my friends, to anyone 
who cares to write to me.”’ 


NAMES OF THE ABOVE 
FURNISHED UPON REQUEST 





| 
| 


Van Horne Tubes are built with but one 
purpose in mind—to give the set user really 
dependable tubes, the kind that last long 
and serve him best—bringing him back 
for other Vaan Horne Tubes when he needs 
them. 


This explains why jobbers and dealers con- 
tinue to handle Van Horne Tubes from sea- 
son to season. The first sale of any prod- 
uct is an expensive one—profit coming only 
in the sales that follow. A first time user 
of Van Horne Tubes becomes a regular 
user of Van Horne Tubes. He accepts no 
substitute—he has found in them depend- 
ability, long life and unusual performance— 
he is a booster for Van Horne Tubes. 


The Adapted Mogul 5 VCX Power Tube— 
with the unusual sales feature of no change 
in set wiring (all other power tubes require 
a change in set wiring) and the Van Horne 
Cushion Base Tube—with the distinctive 
vibration absorbing rubber cushion in the 
base—are two of a complete line of unex- 
celled tubes manufactured by The Van 
Horne Company. No other tube franchise 
offers such a profitable arrangement—for 
Van Horne Tubes are purchased by the set 
user for the improvement they make in re- 
ception—not on a price basis. 


To fully protect the jobber, the dealer 
and the user of Van Horne Tubes the 
policy of unconditionally guaranteeing each 
Van Horne Tube will be continued; not 
only does this afford complete protection 
in the matter of replacements but it is an 
indication of Van Horne merit and sta- 
bility. 


oe 


TO THE TRADE: 


The Van Horne Squirrel Cage Detector 
Tube, invented by J. S. Van Horne, will be 
released shortly. The construction of this 
tube, which will be termed 5 VD, is a radi- 
cal departure from accepted tube design 
and is considered by radio engineers as the 
most efficient and practical detector tube 
developed heretofore. The 5 VD will be 


equipped with the Van Horne Cushion Base. 


Advance information will be sent recog- 
nized dealers and jobbers interested. 


THE VAN HORNE CO.,, Inc. 


Franklin, Ohio 


905 Center Street 
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We are in*favor of net prices 01 


staples or wiring material for the res 
son that it simplifies costing and pri: 
ing and we do not have anything lik. 
as many clerical errors with net price 
as we do with list and discount. 

We are of the opinion that list and 
discounts on specialties, particular], 
on radio and household appliances 


would 


more acceptable to th 


dealer, as he always wants to know 


his margin of profit on such merchan 
dise and this is readily shown whey 
quoting him list and discounts 

J. J. Perry, Sates Mer., Carrer 
Evecrric Co., ATLANTA. 


The subject of list versus net 
prices on the part of the manufa 
turer has held the attention of tli 


jobber for some time. 





It is gratify 


Dwight A. Pease 


ing to observe the willingness of thi 


manufacturer to co-operate with tli 


jobber in gradually eliminating tl 
confused system of discounts by pub 


lishing net prices. 


It is a big prob 


lem for the manufacturer and an cx 


pensive one, as the changing of prices 
on the net price plan entails the pub 


lication of entire new sheets, where: 


this same adjustment on the list and 


discount scheme can be taken care 0! 


by the change of one discount, in ¢o' 


ering an entire group of items. ‘I'l! 


manufacturer has also felt that !iis 
catalog should show list prices ‘0! 
the guidance of the retailer and it 5 
for this reason and the one just cited 
that the manufacturer has been sor 


what reluctant to discard the old sys 




















September, 1926 


THE JOBBER’SA)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








MODEL J. Has two charging rates. A 
low trickle charge rate and a high rate 
for rapid charging and heavy duty use. 
Can thus be used either as a trickle or 
as a high rate charger and combines 
their advantages. Noiseless. Large 
water capacity. Visible electrolyte level. 
Rates: with 6-volt battery, 2.5 and .5 
amperes; with 4-volt battery, .8 and .2 
amperes. Special model for25-40cycles. 
Price $19.50. West of Rockies $20. 
(In Canada $27.50.) 





Balkite Trickle Charger 
MODEL K. With 6-volt “A” batteries 


can be left on continuous or trickle 
charge thus automatically keeping the 
battery at full power. Converts the‘A”’ 
battery into a light socket ““A’”’ power 
supply. With 4-volt batteries can be 
used as an intermittent charger. Or as 
a trickle charger if a resistance is added. 
Charging rate about .5 amperes. Over 
200,000 in use. Price $10. West of 





wl 


A New Balkite “BY at $27.50 


Balkite “‘B” eliminates “‘B’’ batteries 
and supplies “B’’ current from the light 
socket. Noiseless. Permanent. Em- 
ploys no tubes and requires no replace- 
ments. Three new models. The new 
popular priced Balkite “B”-W at 
$27.50 for sets of 5 tubes or less re- 

uiring 67 to 90 volts. Balkite “B’’-X, 
} ae sets of 8 tubes or less; capacity 
30 milliamperes at 135 volts—$42. 
Balkite ““B”’-Y, forany radio set; capac- 
ity 40 milliamperes at 150 volts—$69. 
(In Canada ““B”-W $39; “"B”-X $59.50; 
“B”-Y $96.) 





Balkite Combination 


When connected to the “A” battery 
this new Balkite Combination Radio 
Unit supplies automatic power to both 
A” and “B” circuits. Counsalied by 
the filament switch on the set. Entire- 
ly automatic in operation. Can be put 
either near the set or in a remote lo- 
cation. Will serve any set now using 
either 4 or 6-volt ‘‘A’”’ batteries and re- 
quiring not more than 30 milliamperes 
at 135 volts of “B” current—practically 
all sets of up to 8 tubes. Price $59.50. 
(In Canada $83.) 
All Balkite Radio Power Units operate 
from 110-120 volts AC current with 
models for both 60 and 50 cycles. 


P 








The most 
comprehensive and 
advanced line ever 


offered by Balkite 


The new line of Balkite Radio Power Units for 1926-7 is the 
most comprehensive ever offered. It is a complete line to take 
care of the power requirements of practically every standard 
radio set on the market. 


It is also the most advanced line Balkite has ever offered. It is 
aline that furnishes radio power from the light socket. In each 
of its three fields—battery charging,“B” power supply, and com- 
plete power supply for both circuits—it offers units with such 
marked and obvious ad vantages as to make Balkite outstanding 
in the field. In each field it offers advanced features of opera- 
tion and convenience that are to be secured in no other device. 

While the line is all-inclusive, it is a very simple line limited 
to very few models, probably the smallest number of models 
offered by any prominent radio manufacturer. This means a 
line on which the jobber and dealer can easily concentrate his 
sales effort. It means a fast-moving line with rapid turnover 


and short shelf-life. 


And while the line is the most advanced line of radio power 
units on the market it contains no experiments of any sort. All 
the new Balkite Units are based on the same successful prin- 
ciple that Balkite has so thoroughly demonstrated in the past. 
As usual, all are noiseless in operation. They have no tubes. 
They are permanent pieces of equipment. Even the new Bal- 
kite Charger and the Balkite Combination are merely com- 
binations of the best selling Balkite Units of past years. The 
result is a line which, as has always been the case in past years, 
will be trouble-free with clean profit to the jobber and dealer. 
Get your share of Balkite profits. 


Balkite 


“Radio Power Units 


do Manufactured by FANSTEEL PRODUCTS COMPANY, INC., NORTH CHICAGO, ILL. 
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RADIO CABLE 


A Complete Line 
A style of cable for every radio 
requirement. 
Radio Wiring Harnesses. 


Battery Connectors. 
Aerial Ground kits. 


Write for full information and 
our special jobbers radio cable prop- 
osition. 





Packed in individual cartons, making neat 
and attractive shelf package. 





Packard Radio Wiring Harnesses are made 
up of three light gauge wires for “B” bat- 
tery and two heavy gauge battery wires for 
“A” battery connections. Each wire has a 
different colored braid with an attractive 
“Radio Brown” braid over all. 
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THE DE LUXE ASSORTMENT 


AERIAL GROUND KITS 


IN NEAT SHELF PACKAGES 


Multiple Conductor Battery Cable. 
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Type A Type B 


The Packard'Electric Company 


Warren, Ohio 
Schad. is never seen, except on goods of honest Value 














| be carried. 











tem of discounts for that of net pri: 
now so earnestly sought by the j| 
ber. It appears to be only a q 
tion of time before the majority ; 
manufacturers will apply the net p: 
plan to at least the fast moving it: 


The arguments, on the part of 
jobber, which are bringing about | 
change, seem to outweigh any ¢ 
tentions presented by the manui. 
turer. The jobber in laying his c. s 
before the manufacturer, has brow:'\it 
forth several salient points. First, 
net prices simplify billing and check. 
ing invoices by eliminating to a great 
degree the chance of error in thie 
extensions, as well as the expense 
entailed in computing costs. It 
also assists in quoting and fa 
cilitates the entire process of an 
order. Secondly, with net prices 
the jobber’s cost is less apt to be 
generally known by the trade as is thie 
case when list prices are made the 
basis. Thirdly, and most essential. 
the net price system offers the jobber 
the opportunity (if he will grasp it) 
to make a profit more commensurate 
with his overhead than the five per 
cent which unfortunately is so fre- 
quently used as the margin of profit. 


Dwieut A. PEASE 
Hartrorp Etectric Suppry Co. 
Hartrorp, Conn. 


The opinion of the writer in this 
matter is that the more confusing the 
manufacturer would make the prices 
on the electrical items the sooner 
would the jobber receive a fair return 
for his services. 

As the matter now stands, thie 
consumer has a greater knowledge a: 
to what he can secure the merchandise 
for, than he should know, this is due 
to the fact that he is being sold at 
discounts the cost to the jobber plus 
a nominal fee often 214 per cent and 
rarely five per cent above the jobbet 
cost. 

A. Breuer 
Eastern Evecrricat Suppty (°. 
Newark, N. J. 


* # 


Alpha Opens Branch 


The Alpha Electric Co., Inc., \«" 
York, announced the opening 0! ' 
new branch located at 846 Atl inti¢ 
Ave., Brooklyn, N. Y., on July | 

A complete stock of electrical sup 
plies, appliances and “Radiolas will 
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ntonized 


The SINGLE-SIX 
A SUPREME RADIO 
ACHIEVEMENT e@ 


HE Single-Six is the only perfectly syn- 

tonized* receiver made. Two new inventions 
make it the outstanding achievement in the his- 
tory of the radio industry. No receiver on the 
market today can approach the Single-Six in 
performance. It is the perfected product of 25 
years’ experience in the manufacture of compli- 
cated electrical devices. 









AS) 
ee 


Consider these superior features of the 


Single-Six :-— 
THE HARTMAN Single-Six 


COMPACT Six tubes under single control 


™ Absolute freedom from oscillations 





With Pedes-Teller : é 1 
he All distortions eliminated 
The photograph shows one : : : : Pails 
es od maddie Galaaaten, aan Lighted dial, calibrated in meters (quick, 
, ments that may be made in 
er any home with the Compact easy tuning ) 7%: ; } 
a I Ideal degree of selectivity maintained 
The Compact cabinet is throughout all wave lengths 
made of solid nr 5 
> trimmed with beautiful ee ; b * 
th " statuary bronze escutcheon Perfect Sy ntonization 
FY THE JUNIOR plate. ee : 
is UPRIGHT = ae Tn You'll be proud to sell Hartman Radio—and you 
lise (Without speaker) $135 and distinctive ‘all-direc- will be selling it within a vear, because it will make 
Jue Other models: tional speaker, is finished pt qt i E : 1 
: The Upright ...... 176 in brown malogany, with you a host of friends, as well as good, substantia 
¢ The Sheraton ...... orange and ack engraved - x aa oS Pe -_ 
at (Both with "Hartman side panels, Equipped with profits. Our sales policy is as distinctive as our 
‘ A ilt- al d so that it : es a ae 
lus Ms whale te ie be moved about with ease. product. A copy of our booklet is ready for you! 
and The Compact ...... 100 
: Western prices slightly 
bet higher. 


lf vou are in the radio business to stay, you owe tt to yourself to write for “The Complete 
Hartman Story,” a booklet fully describing our line and explaining our unique sales policy. 


@ 





. ‘ SYNTONIZED 


means “perfectly in step 
in tone,” or perfect uni- F 
son of operation in the 2 0. 
Fo seed freedom from 
istortion and oscilla- M . 1 
‘tion, pure = gid ansfield. Ohio. O 

New maximum volume an 

its distance, regardless of Coshocton ° O. Chatham, nt. 

wave length, with the 
nu _Qisea degree of selectiv: 


y for all conditions 
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Ten Planks in the 
Burgess Platform of 
the 1926-1927 
Plan of Co-operation 


S. A. will be reached—city, small 


town and country. 


2—30 Leading National Magazines. 
Circulation 13,182,908 


3—44 Leading Metropolitan Dailies. 
Circulation . 5,251,930 


4—6 Leading Radio and Engineer- 
ing Papers. Circulation . 1,029,408 


5--3 Leading Boy Publications. 
Circulation 692,615 


6—4 Dominant National Farm 
Papers. Circulation . . 4,073,136 


7—24,000,000 Total Circulation 
among 26,000,000 homes. 


8—Burgess advertisements will be 
printed 274,261,370 times—every- 
one will see them. 


9— Burgess dealer co-operation is con- 
sistent—and increases every year. 


10—Interesting, colorful window dis- 
play material and electrotypes of 
local advertising will be gladly 
furnished without cost. 


BURGESS BATTERY COMPANY 
General Sales Office: CHICAGO 
Canadian Factories and Offices 
Niagara Falls and Winnipeg 


eT | 
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BURGESS BATTERIES 





1—96% of all the homes in the U. 








SALESMAN OF THE 


“Mull” These Things Over 


The following suggestions were 
made to jobbers on the Northwest 
Radio Trade Tour to pass along. 

“Establish set price for radio sets 
and no cutting.” 











“I would make a good cheap five 
tube radio and give a money back 
guarantee and stand back of it. Get 
dealers that understand radio to han- 


| dle them so they would be installed 





properly and kept up.” 

“Stop changing models every few 
months.” 

“Give us more farm paper adver- 


tising. Make adjustments promptly 


| without squealing.” 


“Put my sets into hands of re- 


| sponsible dealers and give them large 


| possible. 


territory, and check up on them to see 
they give proper service to owners.” 
“If I were a manufacturer, I would 
standardize parts of sets as much as 
I would make a set with 


| good reproduction and a little less 
| volume.” 


“Because of the wide variation of 
price for seemingly the same radio, it 
is hard to convince a customer that 


| there is so much difference in. value 


| and performance.” 


“Have less jobbers handling the 
sets. One is enough for large terri- 
tory. Do not manufacture more than 


| will be sold at the list price and see 
| that the retailers get list prices or cut 
| them out.” 


“Advertise.” 

“Carry on a big educational cam- 
paign, explaining the features to look 
for in a radio set. I think this should 
be done by the manufacturers as an 
association.” 

Make a 


set with a five-year guarantee with 


“Make exclusive dealers. 


sealed parts.” 
“T would avoid exaggerated state- 


| ments.”’ 


“Cut out regenerative set making. 
Try to work out more selectivity. Try 
to make sets requiring about one- 
third as much ‘B’ voltage in place of 
increasing “B’ voltage to get results. 


“Reduce price and have a standard 


| price of all makes.” 


“Keep down the price to a reason- 


able figure.” 


“Stick to one good circuit, and try 


_to make a real good one-dial set of 
| five or six tubes at a fair price.” 


“Advertise to the public to quit 
| using regenerative sets. Give dealers 
a trade allowance on old sets.”’ 
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Being Boss of the Interview 
By WILLIS H. PARKER. 


It is to be admitted that, after ¢ 
approach, the two essential fact 
in making a sale are holding the pro. 
pect’s attention and arousing in hin 
a desire to buy. One of the difficu 
ties in holding a prospect’s attention 
is that he usually has several other 
things on his mind besides Herpicide 
when you drop in. Therefore it is 
wise to adopt tactics that will elim 
inate other things from his mind, cr 
ate a vacuum and make room for tlic 
dope you’re about to dish out to im. 
Never cram a prospect’s mind to tly 
bursting point which is always reached 
when he rises from his chair and or 
ders you out of the office. Open up 
the interview by saying— 

“Mr. Blank, I know you are a bus) 
man, have many things to think about, 
but I’m an appreciative listener. Be 
fore explaining my proposition, kindly 
tell me all your troubles, how the 
baby is getting along, the biggest lic 
you ever told about your golf game 
and whether or not you think Mary 
Pickford has naturally curly hair. | 
have all day to listen, so begin at 
once. I know a man of your standing 
and seating capacity in this commu- 
nity has a lot of good stuff stored away 
in the mind, and, if you have any 
funny stories, tell them, because I'm 
somewhat of a liar myself and let's 
see who can tell the funniest. Since 
you are my host, pray begin first and 
I'll start in when you've told all you 
know.” 

Every valuable prospect is full ot 
good stories and it is difficult to get 
them all out of him at one sitting. 
However, if he begins to halt, say- 
“Yes, yes, go on—I’m listening. 
Pretty soon he will have told you all 
he knows and created a vacuum-like 
brain with plenty of room for your 
dope. Pass it out gently at first so 
the shock will not be too much for !i's 
nervous system, but increase it in 
strength as you go along until hes 
taking everything you have to say 
without gulping. This gives you full 
control of his attention because! 
hasn’t a thing left to say and his min 
being a blank it is in a position of ab 
sorbing a bunch of sales arguments. 
which of course, must be on the sub- 
ject at hand, be it black pipe or coffee 
percolators. And being in control yo 


have an unimpeded opportunity t? 
arouse the desire to purchase. 
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i = What ye 1928? 


hs 

™ HE good business man knows that per- 
: manency in business depends on some- 
> thing more than looking to today’s profits only. 


\ The good radio sets you sell this year will each 

sell several sets for you next year, with little 

or no selling expense. That is if your 1926 line 

has not joined the ranks of the “orphans”. If it 

has, you can never cash in on that great force, 
word-of-mouth advertising. 

The safe, wise thing to do is to tie up to a concern that 

is certain to ‘‘carry on”—a concern which is certain of 


keeping pace with the tremendously fast developments 
going on all the time in the Radio Industry. 


Kellogg is that kind of a manufacturer. Its 29 years of 
past history is the best assurance of its future success. 
Kellogg is a six million dollar corporation, financially able 
to weather any storm that may rage in the Radio Industry. 
Kellogg has a reputation for unquestioned integrity and for 
six years has kept faith with its radio dealers and jobbers. 


The Kellogg set, backed by the Kellogg Franchise, is a real 
money maker now, next year and in the years to follow. 


Write TODAY for details of the attractive proposition we 
have for you if your territory is still open. 


Kellogg Switchboard & Supply Co. 


Dept. 23-I 1066 West Adams Street, Chicago, Ill. 


Kellogg receivers are licensed under application for letters 


patent of Radio Frequency Laboratories, Inc. (R.F.L.) 
FLAW LEG@Ga AE P O Pp UCT i Ga 
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FAC 


Getting 


ardized radio equipme 


Eagle Radio has kept. 


duction of new creatio 


step toward ‘ 





a Ld 


The spirit of radio optimism is 
dealers everywhere are face to face with the signs that 
point to a brisk fall-and-winter season, with stand- 





2S 





Sill Ghat is Best in Radio 


Into Action! 


“in the air.” Radio 


nt setting the pace in sales. 


its faith with dealer and public 


year after year. This year, our line of standardized 
products has been further strengthened by the intro- 


ns whose sheer merit outweighs 


every comparison test. 


Seeing the Eagle 1926-7 line is the first 


‘Getting Into Action !’’ 


EAGLE RADIO COMPANY 


16 BOYDEN PLACE 


, NEWARK, N. J. 











Get Behind 











“B” Eliminators 


Will Be The Big 
Thing This Year 
—Sell the Best— 














Constant as Niagara 
Silent as the Sphinx 


The (4) 





MODERN 


“B” Power Unit 


There is no comeback to Modern 
““B”’ Power Units—they satisfy deal- 
ers and owners alike. 


Quiet, 


Greatest Range and Capacity. 


dependable, built to last. 


The Modern Electric Mfg. Co., Toledo, Ohio 

















At this point move your chair fro: 
directly in front of your prospect t 
a place by his right side. Get a 
close to him as you possibly can eve 
if it means calling in some of th 
cheap help to move the desk. The: 
place your left arm across his shou! 
ders—gently at first, but as the inter 
view progresses and you get warme: 
up to your subject, increase the pres 
sure until at the climax you touch hin 
in the ribs, whereupon he straighten: 
up from his slump, seizes the penci! 
you have been gesticulating with 
writes his name on the order book and 
the sale is completed. 

I might mention in passing, that 
while you are seated by his side, plac: 
your left foot behind the heel of his 
right and every once in a while apply 
a little pressure to his heel which will 
cause him to slump down in his chair. 
The proper position for driving in a 
sales argument is when the prospect 
is in a half-reclining position and 
registering a “Don’t Give a Damn’ 
attitude. When the center of gravity 
reaches the seventh vertebra up, he’s 
about ready. 


A good way to arouse the desire to 
purchase is to talk about subjects en- 
tirely foreign to what you have to 
sell. As you gradually fill up his 
mind with conversation and your 
thoughts, he’ll begin to wonder what 
on earth you're driving at. Curiosity 
quite often arouses the desire. Many 
a man has bought a 100 dollar watch 
simply because he was curious to find 
out whether the 20-year guarantee 
which accompanied it was a fact. He'll 
carry a time piece 20 years to prove, 
if possible, that the salesman was 4 
liar. Therefore mix up your con- 
versation with meaningless phrases 
and high sounding terms which will 
also show that you are well educated, 
have knowledge of many subjects and 
therefore must know what you are 
talking about. He’ll want to purchase 
the goods to see what you've been 
jabbering about. 


While you want no interruptions in 
the course of an interview, it is not 
wise to lock the door or bolt the win- 
dows. Free exit should be provided 
you because you may have to rush out 
to call a doctor or the ambulance in 
case your prospect’s heart is nt 
strong and your conversation ov” 
whelms him. Hence leave the dor 
unlocked so you won’t have to fum)' 
in your pockets for the key. A slig't 
delay in getting medical asistance m 
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KESTER Radio SOLDER 


WMO ss: 































What force tbe it 


r 
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ROLLING stone may gather no moss but it certainly 
4 \ gathers a speedy turnover when you push it downhill. 
Speedy turnover is the most noticeable thing about Kester 
Radio Solder. 


The merits of the package itself give Kester Radio Solder a 
neat turnover, but we’re not satisfied with that alone—No, 


Sires of 


We are putting some real advertising force behind it and 
the dealer will have to hustle to keep up with the consumer 
emand. In view of these facts, you can clearly see where in 
nearly all cases you can bank on an order of Kester Radio 
older to start a list on your book. 


Kester Radio Solder is a fast selling item and leads to orders 
the larger size packages. 


Cash in on our advertising effort—mention Kester Solder 
n every one of your calls. You will be surprised at the 
umber of orders that you can start by jotting down Kester 
adio Solder right off the bat. 


SHICAGO SOLDER COMPANY 


—————., 
4251 Wrightwood Avenue, Chicago, U. S. A. 
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THE NEW 
BLANDIN 
3 PIECE LINE 


The new Blandin line of Radio 
Cabinets is one that every jobber 
can easily stock for it consists of 
only the three pieces shown below. 
They may be handled separately or 
in combination. The Model. R-20 
used in combination with either the 
R-40 or the R-41 make up two 
separate and distinct types of con- 
sole cabinets. 


Patents Pending 


Model R-20 
List $19.50 


The R-20 cabinet accommodates 95% of 
the kits sold and most of the complete 
sets made. Panel frame is adjustable to 
30 sizes, from 6’x17” to 8”x26” and to 
any angle from vertical to 25° sloping. 
A complete set of filler panels is furnished 
with each cabinet, which enables you to 
supply any demand with only a few cab- 
inets in stock. 

Send for bulletins giving complete infor- 
mation on the new line. 


Model R-41 
List $34.50 


Model R-40 
List $34.50 


Blandin Phonograph Co., Inc. 


1000 16th Street 
Racine, Wisconsin 





| while. 














mean the death of your prospect. It 
isn’t his death that should worry you, 


but think of the time and the sale | 


you would have lost. 
It might be wise to get some pre- 
interview dope on your prospect as 


to the average amount of knowledge | 
he possesses and by consulting your | 
| rate card, you'll determine approxi- 
| mately how long it will take to ex- 
| haust it. 


Of course, when you run onto a 
customer who doesn’t know anything 
to begin with, you won’t have to spend 
so much time evaporating him to make 


' room for your own knowledge, but 
| such a man is not easy to hold the 


attention of. Since he didn’t have 
much in his own mind to begin with, 


| he isn’t particularly anxious to take 
_on a man’s sized cargo of intellectual 
| dope, whereas the man who has had 
| something in his mind and eliminates | 
_ it, wants to fill it up again because | 
the air pressure on the outside causes | 
| a pain where the vacuum is. He | 


wants information to relieve the pres- 
sure. 


The tired customer—he’s another 


one you'll meet and will require 
handling somewhat different from the 


general run. He’ll be too tired to 


_ talk much about himself and thereby | 
empty his brain, but you can overcome | 


this by patience and calesthenics. 


| While you have him on his feet and 
| are still whistling ““The Star Spangled 

Banner,” open all of the windows in | 
| the place and force him to take a few 
| deep breaths and move his arms and 
If he is | 
| slightly rotund, let him take a few re- | 
| duction exercises while lying flat on | 
| his back on the floor. 


legs in various positions. 


fastened upon the diamond in your | 
tie. (If you have a fancy Adam’s ap- | 
| ple, you may dispense with the dia- | 


mond. ) 


gin to talk, whereupon you may revert 
to the general rule of keeping him 


| talking until he’s exhausted and will- 


ing to let someone else talk for a 


| a way, according to some pre-historic 


salesman,.and any modern salesman 
who is determined to dominate the sit- 
uation, hold his customer’s attention, 


| arouse his desire to purchase and au- | 
| tograph an order book, may do so, 
no matter what the odds, providing, of | 
| course, he isn’t a dead prospect. Pre- | 
| vious experience has proven that the | 
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: Pyurns 


“B” ELIMINATOR 


Delivers full voltage with capacity. 
No sharp drop of amperage. 

Smooth constant plate current. 
Variable detector and amplifier sup- 
ply. No A. C. hum. 

Uses Raytheon rectifying tube 
Remarkable results under test. 


SATISFY ‘ YOUR TRADE 
Write for Jobber’s Prices. 


COMPANY 
State and 64th Streets 
CHICAGO, U.S. A. 
Makers of Burns Loud Speakers 








During all of | 


| this, compel him to keep his eyes 


Pretty soon the fresh air and 
exercises will take effect and he’ll be- | 


Where there’s a will there’s | 


A GOOD 
BUY 


A majority of the job- 
salesmen of this 
THE 
JOBBER’s SALESMAN the 


bers’ 
country consider 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, interest- 
ing sales helps for one 
little ironman! Subscribe 
today and recommend 
THE JOBBER’S SALESMAN 


to your friends. 
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STANDARD FIVE 


An exceedingly capable five tube 
instrument and in strict keeping 
with the Howard standard of excel- 
lence. 


Designed to use a power tube in the 
last stage without change. 


A fine instrument. 
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BIG SIX CHASSIS. 


HOWARD 
BIG SIX Neutrodyne 


The ability of the Howard BIG 
SIX has never been questioned 
—thousands of prowd owners 
would have nothing else. 


Equipped to use a power tube in 
the last stage if desired, or it will 
give excellent results with just 
90 volts of “B”’ battery and 
UX201-A type tubes through- 
out. 


A better Neutrodyne 


Howard Radio Company 
Chicago, U. S. A. 
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4,000,000 Radio 
Buyers See the 
Kurz-Kasch Ads 


The powerful, striking Kurz-Kasch ads are 
directed to genuine radio buyers—the 4,000,- 
000 readers of Popular Science, Radio News, 
Popular Radio, Citizen’s Radio Callbook, 
Radio Magazine and Radio Broadcast— 
those important fans who influence buying 
habits in their communities. 


This month they are reading about our 
amazing FREE Offer. They expect to find 
Aristocrat Vernier Port Dials and the Kurz- 
Kasch Log Book at your customer’s. Are 
you making the most of this opportunity? 





If you haven’t received your copy of our 
Every American Radiocast Station “08 Book, if you have not received full de- 


of 250 watts or more is listed in tails of our merchandising plan that means 

00) ndex * 

letters, “wave iengths. and tities, | Profits to you, write for them today, SEND- 
so contains important Canadian 

and foreign stations. Bound in ING THIS AD TO US. 

ene oe with embossed 

cover. 5 f - 

pee, ee — practical —- 49 THE KURZ-KASCH COMPANY, DAYTON, OHIO 

pages — worth $1 — given FREE Moulders of Plastics 

with every purchase of 3 Aristo- 

crat Vernier Port Dials. 


KURZ @KASCH 


cAnstocrat Dials and Knobs 











Serer person connected with the selling end of 

the electrical industry will find something of in- 
terest, something worth reading, in every issue of 
THE JOBBER'S SALESMAN 


The sales experiences of some of the leading men in 
the industry will prove interesting and instructive to 
many. Various other features will be well worth read- 
ing each month. 


We want you to become a regular reader of THE 
JOBBER's SALESMAN 


Send a dollar for a year’s subscription. 





| only way to handle a dead custon 
is to adopt the undertaker’s metho 
In conclusion let me say, that, w! 
you may need several hours to co; 
plete a successful interview, ne\.+ 
start out too early. If you call y 
a prospect before 6:30 a. m. he'll s:. 
pect that you’ve been out all night « 
and are calling on him as you retu 
to your hotel and to bed. No mr 
chant likes to be the last man calli ( 
upon in a day, he prefers to be first. 
His motto is “The early bird catcls 
the worm,” and, realizing his status 
—that of a prospect—he knows he’s a 


worm, and wants to be caught early. 
* * * 


Elliott-Lewis Opens Branch 

The Elliott-Lewis Electric (Co.. 
Philadelphia, Pa., will open a branch 
at Second and Mulberry Sts., Harris 
burg, Pa., on August 16. 

A complete line of electrical sup 
plies and appliances will be carried 
in stock to serve the trade in that 
locality. 

The branch will be in charge of J. 
S. Tickner. Geo. C. Freeman will 
travel western Pennsylvania out of 
this branch..replacing G. €. Gramley 
who has been promoted to manager 
of the Allentown branch. 

The company also announces that 
it has become a distributor of “Socold’ 
refrigerators. E. R. Grant and W. H. 
Behrens who formerly handled supply 
territories have been transferred to 
the refrigerator department. Wm. 
Vogdes who formerly handled the fix- 
ture department will take over Mr. 
Behrens’ territory in south Jersey. 

H. A. Parsons who was former|) 
purchasing agent for the company, 's 
now on the sales force. Many of his 
old friends, the manufacturers’ sales 
men who formerly called on “Hap” 
are rejoicing now that he is going 
over the hurdles himself and learning 
to realize just what a tough egg he 
was when he held down the P. A. job. 

* * # 
Cribari to Take More Orders 
“Pete” Cribari, assistant to Frani 
Hagerman, sales manager of tli 
Electric Appliance Co., Chicago, has 
had another quotation accepted. This 
time it was not on pole line materia!. 
but rather on his personal qualific: 
tions. Miss Kulas, Frank’s secretar). 
accepted the quotation, so “Pete” wis 
married on August 21. Frank los:s 
a capable and loyal employe >! 
“Pete” secures a very much wort! 
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while bride. 

































Moulded Bakelite base 
brass contact—Moulded 
handle. 






Base 244” x 1% 
Stock No. 2020........ 


Triple Pole, Double 
Base 214” x 2” 
Stock No. 2030........ 


Five Pole, Double 


Stock No. 2600......... 











Knife Throw 
Switches 





Single Pole, Double Throw 
Base 214” x %” 
Stock No. 2010........... 70c list 


Double Pole, Double Throw 
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— Spring 
insulated 


” 


-$1.00 list 





Throw 


-$1.50 list 
Throw 


; Base 214” x 3%” 
Stock No. 2050.........$2.50 list 





Antenna Plug 
Black moulded Bakelite. 214” long. 


. -60c list 





Resistance Amp!l fiers 


Completely wired, ready for installation. Individ- 
ially packed, with instructions. 


Stock No. 1410 (2 stage)...........-. 
Stock No. 1400 (3 stage).............. 





$6.00 list 


Dependable 
Products 


—for the 1927 Season 


Used by leading set builders— 
Quality with a Popular Price 


Nationally advertised— easily 
sold—big dealer appeal—extra 
wide margin of dealer profit. 
Complete catalogue upon 
request. 


Write Dept. J. S. 


LESLIE F. MUTER Co. 


76th and Greenwood Avenue 
CHICAGO, U.S.A. 


“ities 








Standard 
Complete Aerial Kit 
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Transformers 
Hivhly efficien:—popular price— 


fully shielded in an enameled 
metal case. 
Stock No. 1500 
3% to 1 ratio........$2.25 list 
Stock No. 1550 
2.50 list 


a gO ee 





Variable High Resistance 
Controls oscillation and regulates 
quality and volume. Highly nickel 
plated metal shell with moulded 
Bakelite knob. 

Range 0 to 200,000 Ohms 


Stock No. 2120... ......$1.25 list 
Range 0 to 500,000 Ohms 
Stock No. 21 


ee $1.25 list 





Interference and Static 
Eliminator 
Moulded Bakelite case with insul- 
ated a sm. 
Stock No. 1800......... $2.50 list 





Variable Condensers 
Moulded Bakelite case. 
Balancing condenser .000003 to 
d 5 M. F. 
Stock No. 1900........ .$1.00 list 
Variable grid condenser .00015 to 
0005 M. F. 
Stock No. 1950.........$1.00 list 








Highly polished metal end plates with adjust- 
able soldering lugs. i 


Bakelite plates—mica in- 


sulation—brass electrodes—gives maximum re- 


Contains all necessary parts to erect. Attrac- 
tive individual cartons. 


Stock No. 250......... Ssec0 dn canes $3.50 list 


sults. 


8.00 list 





Used by leading set builders. 
All popular sizes—from 30c to 85c list. 
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MANUFACTURERS 





New Produ 





cts; Literature; etc: 


suaiiineastattingeients 














Schott Made General Sales 
Manager of National Carbon 


Announcement has been made by 
the National Carbon Co., Inc., manu- 
flashlights, 


facturer of “Eveready” 











Harry S. Schott 


radio batteries, and dry cells, of the 
appointment of Harry S. Schott as 
general sales manager, effective Aug- 
ust 1. Mr. Schott goes to his new 
office from the post of assistant gen- 





eral sales manager, which he has oc- 
cupied for the past two years. 

Mr. Schott is a widely known fig- 
ure in the electrical industry, with 
which he has been identified in both 
the jobbing and manufacturing ends 
of the business for almost 25 years. 
During most of this period he was 
actively engaged in selling and sales 
direction in the Eastern States and 
Canada. 

His first association with the line of 
goods made famous by the “Eveready” 
trademark was in 1913 when he went 
with the old American Eveready 
Works to assist in launching the first 
advertising campaign undertaken for 
“Eveready” flashlights. Mr. Schott 
then entered the Canadian territory 
for the American Eveready Works, 
whose Canadian branch was _ estab- 
lished in 1914. When the Canadian 
branch was taken over by the Cana- 
dian National Carbon Co., in 1918, 
he was named assistant sales manager. 

Mr. Schott returned to New York 
in 1920 as eastern sales manager of 
the American Eveready Works, and 
when they were absorbed by the Na- 
tional Carbon Co., in 1921, he became 








the eastern district manager for tli 
latter concern. He was appointed 
assistant general sales manager in 
1924, and continued in that capacity 
until his recent appointment as gen 
eral sales manager. 


* * * 


Federal Holds Convention 

The Federal Radio Corp., Buffalo, 
N. Y., held a wholesalers convention 
on August 2 and 3, at the Hotel Stat 
ler, Buffalo. 

Merchandise helps 
items were on display as well as 
proofs and schedules of advertising 
for the 1926-27 season. About 125 
attended the meeting. 


sales service 


* * * 


Speaking of Speaking Tubes 

W. R. Ostrander & Co., New York, 
reports that it has been manufactur 
ing tin’ speaking tubes for 76 years 
and that there is still a large demand 
for this product. Jobbers will be in- 
terested in learning that four or five 
carloads of tin plate per year are 
being used by this company alone to 
meet the demand for speaking tubes. 

















On Wednesday evening, August 18, the many friends of 
Major Herbert H. Frost gave a farewell banquet in his honor 
Sponsored by practically all 
the associations in the radio industry and attended by a repre- 
sentative group of its men the affair was a fitting tribute to 
the esteem in which Major Frost is held by his business asso- 


at the Palmer House, Chicago. 








flowers. 





ciates and friends. A loving cup was presented as a gift from 
his friends, and his “world war” buddies gave him a beautiful 
saber. In recognition of the part which a wife plays in a mans 
success Mrs. Frost was remembered by a beautiful bouquet of 
Major Frost goes east to become the general sales 
manager of E. T. Cunningham, Inc. 
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The “Hemco” Sales Convention 


Four outstanding events mark 1926 
as one of the most important years in 
the history of George Richards & Co., 
Chicago—the acquisition of a new 
plant at Bridgeport, Conn., an in- 
crease in the sales of “Plural Plugs” 
of 17.6 per cent in the first six months 
of the year; the ““Hemco” Sales con- 
vention at Bridgeport; the announce- 
ment of the 1926 fall merchandising 
and sales campaign. 

The sales convention this year took 
place at Bridgeport on August 16, 17 
and 18. In these three days, their 
representatives were given a training 
comparable with that of any organiza- 
tion in the country. The determina- 
tion of the company to have in the 
field the best trained salesmen was 
assured more completely than ever be- 
fore at this convention. 

The system used was to divide the 
men into groups of four. Each group, 
with a competent instructor, was then 
taken through the plant. A meeting 
was then held of the entire force under 
the direction of B. P. McKinley, man- 
ager of the “Hemco”’ plant. Questions 
were answered and additional infor- 
mation given. This was repeated three 
times during the course of three days. 

Specific periods were devoted to 
the study of each item. Specialists in 
the manufacturing of these items were 


present at the meeting. On the third 
day of the convention, after all of the 
other work had been completed, the 
fall campaign was described and let- 
ters given for direct presentation to 
dealers and jobbers. 

The feature of the first day was 
the meeting annual dinner, at which 
the following men took the platform: 
John G. Engler, of St. Louis,—sub- 
ject, “How to win a contest.” Mr. 
Engler has won the “Hemco” sales 
contest for two consecutive years and 
spoke with mastery on the subject 
of increasing jobbers’ sales. 


Miles A. Tierney, of Philadelphia, 
delivered an address, entitled “Meet 
the President.” His story was woven 
around an incident in Philadelphia, 
which won him an introduction to 
the president of an important elec- 
trical distributing house. This in- 
troduction was gained through his be- 
ing able to sell certain accounts, which 
the jobber’s salesman could not sell. 

William L. Geuder, of Chicago, 
gave an address on “Getting the 
Order.” He is the largest producer 
in the George Richards organization 
and his message was of great import- 
ance to the entire organization. 


George C. Richards delivered an 
address, which summed up the points 











Men in Attendance at the George Richards & Co. Convention. 
Richt, Top Row: W. L. Geuder; O. Pfannkuch. Second Row: L. A. Drew, Gen- 
era! Manager, George J. Kirkgasser & Co.; C. W. Muench; W. F. Beck. Third Row: 
M. Edds of “Liberty”? Magazine; H. V. Lips, Branch Manager, Southern New Eng- 


land Electrical Supply Co., J. R. McGinnis. Fourth Row: 
Mcinley; J. P. Randall; E. J. Hansman; J. G. Engler; J. F. Lamar. 


From Left to 


L. B. George; B. P. 


Front Row: 


.. Conroy. C. J. Grandy; M. A. Tierney; L. R. Keller; H. E. Colliver; Geo. C. 


Richards; H. V. Flora; J. Behan. 
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“American Brann” 


” WEATHERPROOF Wire Ano Casies 
y HAS NO EQUAL 


7) 


Ort 


The dependability of ““Ameri- 
can Brand” Weatherproof and 
Bare Copper Wire and Cable 
and “A-1” Magnet Wire has 
never been in question. They 
have been giving “longer life” 
in use for more than 26 years. 
For this reason contractors 
never hesitate to place their 
orders with us. REAL con- 
tractors never take 

with substitutes. 

YOU can get a big share of 
this business. Get started 
today and send for samples. 
They will be a big help in 
securing orders. 
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OSHKOSH 


TRANSMISSION LINE TOOLS 
ARE SALES BUILDERS 


Oshkosh Tools are so 
well known and so well made 
that they are as easily sold 
as many small staples. Their 
reputation paves the way 
for you. And, incidentally, 
Oshkosh sales add greatly 
to your monthly volume. 


While your good friend the 
Purchasing Agent is perhaps 
your “best bet” don’t overlook 
the fact that there are other men 
in the organizations -where 
Transmission Line* Tools are 
used who can recommend, spec- 
ify, or influence the use and pur- 
chase of Oshkosh tools. It will 
pay you to cultivate these men. 
Familiarize yourselves with the 
needs of the places you visit. 
Find out what they use and need 
and you will then be in a better 
position to get the business. 


HERE’S A CONCISE DESCRIPTION 
OF THE OSHKOSH CANT HOOK. 






Designed for Safety. Handle is \ 
straight grain, selected wood. All 
material used is carefully selected 






to stand up under the hardest 
usage. 






Write for complete descrip- 
tion of this and other Osh- 





| Bridgeport. J. 
| tournament, 
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Speakers’ Croup at the George Richards & Co. Convention. From Left to Right, 


Top Row: 


B. P. McKinley, Manager ‘“‘Hemco’’ Plant at Bridgeport, C. W. Muench, 
£ales Manager, Geo. C. Richards, President. 


W. L. Geuder of Chi- 


Front Row: 


cago, J. G. Engler of St. Louis, Miles A. Tierney of Philadelphia, L. A. Drew, 
General Manager, George J. Kirkgasser Advertising Company. 





which the three preceding speakers 
had made. 

The annual golf tournament was 
held on the afternoon of August 17, 
at the Brooklawn Golf Club, at 
G. Engler, won the 
while L. A. Drew won 
the blind bogie. 

The special speakers, who made a 
trip to Bridgeport, were: Leslie A. 
and M. Edds. Mr. Drew is 
* neral manager of George J. 
Kirkgasser & Co. of Chicago, (ad- 
vertising agency). He delivered an 


Drew 


inspiring talk on the purpose of the 
trade journal and national advertis 
ing programs. Mr. Edds explained 
in detail the story of “Liberty” and 
its influence in the purchase of elec 
trical commodities. 


The fall campaign is centered 
around the distribution of a new 
metal display stand.» This — stand 
gracefully mounts seven “Hemco 


products and is being distributed pra 
tically free of all dealers. 
The metal stand is the feature in all 
full page ‘“Liberty’’ advertisements. 


cost to 















kosh Tools. 

We will gladly give 
you personal sales 
helps if you will 

write us. 


WE 
ALSO 
MANUFACTURE: 





Pike Poles 
Peavies 
Tamping Bars 
Lug Hooks 
Shovels 
Spoons 


Digging Spuds 
Tree Trimmers 
Barrow Reels 





LEACH COMPANY 
OSHKOSH, WISCONSIN 


OSHKOSH 
POLE LINE 


CONSTRUCTION TOOLS 


































New Factory Building of George Richards & Co., at Bridgeport, Conn. 
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ARTISTIC RESIDENTIAL LIGHTING FIXTURES 
EXCLUSIVELY FOR THE JOBBING TRADE 


QUALITY, SERVICE, PROFIT—Assured! 


The introduction of the ‘‘Crownco” line met with a hearty re- 
ception by discerning jobbers, far beyond our expectations. These 
jobbers realize that ‘‘Crownco” offers them a simplified line of attrac- 
tive, high-class fixtures that are medium priced, yet assure an attractive 
profit. ‘ 


There are still a few territories open. * As the ‘fixture lighting 
season is fast approaching we urge you to get in touch with us now, 
today, if you are interested. 


Send for our new Plate Book, a work ‘of art, just ready. It is 
printed in four colors, reproducing the entire ‘‘Crownco” line in'their 
exact colors. The Plate Book is concise and condensed to eight large 
pages, six of which are double size and devoted entirely to illustrations 
of our fixtures. Illustrations are so grouped that they can be shown 
with all inter-related types of fixtures. 


We furnish a supply of these handsome Plate Books to jobbers 
for distribution to their trade. 


Again we say, the season is here. Lose no time! 





CROWN ELECTRICAL MFG. CO. 


(CROWNCO LIGHTING FIXTURE DIVISION) 


ST. CHARLES ILLINOIS 
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WHY 
“BUCKEYE” 
LEADS 


The marked preponderance of 
fine structures in all parts of the 
United States in which “BUCK- 
EYE” Conduit has been installed is 
the best possible evidence of its high 
quality. 

Conduit for such structures is 
chosen with care by men who know 
—men who must know. They stake 
their reputation on its dependability 
and the satisfaction that it will give. 
They know what good conduit 
should do and they know that 
“BUCKEYE” will do it. 


Because of this ‘““‘BUCKEYE” has 
come to be the most widely used 
Conduit in the world and our output 
the largest of any single manufac- 
turer in America. 


J 
Fi 
3 
# 
$ 
3 
% 
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“BUCKEYE” 
THE RIGID CONDUIT THAT STANDS 
EVERY TEST 


When any building anywhere in 
the United States gives you the im- 
pression that it has been designed 
and erected by Master Craftsmen, 
you may almost take it for granted 
that the electrical work has been 
done with “BUCKEYE” Conduit. 


The Youngstown Sheet 
and Tube Company 


Youngstown, Ohio 


DISTRICT SALES OFFICES: 


ATLANTA—Healey Bldg. 
BOSTON—Massachusetts Trust Bldg. 
B Bldg. 


CHICAGO—Conway Bldg. 

CINCINNATI—Union Trust Bldg. 
LAND—Union Trust Bidg. 

DALLAS—Magnolia Bldg. 

DENVER—First National Bank ‘—- 

DETROIT—First National Bank Bldg. 

KANSAS CITY, MO.—Coi 

MINNEAPOLIS—Andrus Bidg. 

NEW ORLEANS— Audubon Bldg. 

NEW YORK—30 Church St., Hudson Terminal 


PHIEADELP HIA—Franklin Trust Bidg. 
ye ag ed Bldg. 
LOUIS—Mo. State Life mete. 
SAN FRANCISCO—Sharon Bldg. 
SEATTLE—Central Bldg. 
YOUNGSTOWN—Stambaugh Bldg. 
LONDON REPRESENTATIVE — The Youngstown 
Steel Products Co., 316-17 Dashwood House, Old 
Broad 8t., London, E. C., England. 
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During the last week of July the Trumbull-Vanderpoel Electric Mfg. Co. held 
a sales conference at its home office in Bantam, Conn. Representatives of the 
company from all over the country were present. "During this conference Ralph k. 
Mason, president of the company, announced his retirement. As a mark of a) 
preciation of his long and valuable servicies, the sales force presented Mr. Mason 


with a very beautiful watch and chain. 


The officers now are: Harmon J. Cook, president; John H. Lancaster, vic: 
president and general counsel; James N. Miller, secretary and treasurer. 





The members of George Richards 
& Co, who attended the convention 
are, as follows: Wm. L. Geuder and 
W. F. Beck, Chicago; John G. 
Engler, St. Louis; Everett J. Hans- 
man and Joseph A. Conroy, New 
York; John F. Lamar, Detroit; Harry 
V. Flora, Minneapolis; John P. Ran- 
dall, Dallas; Harold E. Coiliver and 
James R. McGinnis, Cleveland; 
Laurence B. George, Boston; Leonard 
R. Keller, Atlanta; R. D. Thomas, 
Denver; Miles A. Tierney, Philadel- 
phia; John B. Behan, San Francisco; 
George C. Richards, Carl J. Grandy 


and C. Wendel Muench of the Chi- 


cago staff. 
* * * 


Lemmert Now Sales Manager 
of Displays Stage Lighting Co. 

Harry L. Lemmert, formerly man 
ager of the Silverlite department of 
I. P. Frink, Inc., is now sales man- 
ager of the Display Stage Lighting 
Co., 334 West 44th St., New York. 
This company has specialized in stage 
and window lighting equipment for 
many years but also makes lighting 
equipment for practically every pur- 
pose. 
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BEAVER 





“The Beaver Machine & Tool Co. Inc., 


of Newark, N. J., announces the leasing 


of the factory building at the northeast corner of Third St. and Bloomfield A\¢., 
Newark. This three-story building is conveniently located from the Beaver mi! 
plant, being only two blocks south. This annex will give the Beaver company *! 
additional 12,000 sq. ft. of floor space available for taking care of its expansion iD 


the wiring device field.” 
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Reelite 


The handy light on a reel 


For use in the garage or 
chine shop where it is 
sired to bring the light 
ectly to the work be- 
: done, without having 

cord trailing about in 

‘ e grease and dirt. 
lipped with twenty- 

feet of cord, and can 
furnished with con- 
tor in place of light 
hatit will furnish cur- 
t for small machinery, 
1 portable drills, etc. 


Mogul Type 
Reelite with ball- 
bearing cable 
outlet installed 
at plant of 
Federal Drop 
Forge Company, 
Lansing, Mich. 
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Here are the worth-while selling features of the Appleton Line 
It mill pay you to know them 





The safe way to supply power to 


moving cranes and magnets 


With Reelite you have no exposed 
conductors because power current is 
supplied by insulated cable— the safe 
way for protection of workmen and 
elimination of fire hazard. 

The cable is paid out exactly as 
needed and reeled in automatically the 
moment the pull is released. No ex- 
posed rails, no slack cable trailing 
around. Reelite makes shipshape and 
workmanlike installations, always. 

Wherever current has to be sup- 
plied to lights that are moved from one 
location to another, the portable types 


of Reelite are as useful as the Mogul 
types. 

These smaller Reelites soon pay for 
themselves in absence of cc rd renew- 
als for they keep the cord up oft the 
floor, out of grease and dirt, away from 
sharp heels and heavy truck wheels. 

Suggest Reelite to your customers 
whenever current must be supplied 
from a fixed source to a moving or 
movable piece of equipment. They’lI 
thank you for the idea. You’ll profit 
by the transaction. Send for descriptive 
literature and prices. 


APPLETON ELECTRIC COMPANY 
1705 Wellington Avenue + Chicago, U.S. A. 


New York—150 Varick Street 


MOGUL 


Reelite 


Los Angeles—340 Azusa Street 


TYPE 





REG. U.S. PAT. OFF. 
Carries Current Where Needed 
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Mr. JOBBER 


It is YOURS for 


THE ASKING 


cq 
“ONVEN'IENCE OUTLET 








It does not have to 
be seen to be appre- 
ciated—But— please 
take a peek, anyway. 


This kiln-baked 
Vitreous Porcelain 
Bracket, all wired 
complete—SENT 
FREE on request to 
any legitimate jobber. 


DO IT NOW 


Fill out the coupon below and 
send it to us today. Pin it to 
your letterhead. 


EFCOLITE CORPORATION 


Manufacturers and Designers of 
Lighting Equipment and Specialties 


264 CANAL ST. 
NEW YORK, N. Y. 








— ee ae cee eee 
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LIT 
a ai 


E CORPORATION 
w York, N. ¥ 


“ ¢F 


without any obligations e 
3@ wall bracket 
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When any of these men visit the radio distributors and dealers, you may be 
assured they have an important message about the new models of receiving apparatus 
which The Crosley Radio Corporation is making for the 1926-7 radio season. Top 
row: O. 'l. Thorson; B. Bessie; R. P. Crawley; E. K. Revercomb and C. B. Mead 
Center: J. C. Dalton; H. D. Johnson; E. B. Pfaff; H. C. Carey; N. Bauer; E. L, 
Shephard; B. H. Clark; J. L. Limes, assistant sales manager, and H. F. Jacks. Bot- 
tom: J. L. Woods; J. Allen; L. A. Kellogg; Powel Crosley, Jr., president of The 
Crosley Radio Corp.; W. B. Fulghum, sales manager; F. G. Evans, and C. Hays. 





Lighting Fixtures Budgeted 3% building cost should be budgeted for 
The Association of Lighting Fix- lighting fixtures. 

ture Manufacturers has inaugurated ed 

including Midwest Electric Moves 

newspapers, trade papers and some The Midwest Electric Co., manu- 

facturers of . conduit fittings, has 

moved from 227 W. Austin Ave. to 

1639 Walnut St., Chicago. 


an advertising campaign, 


magazines, designed to drive home in 
the public mind that, in planning a 
three cent of the entire 


home, per 




















The Franklin Pottery, Lansdale, Pa., is proud of this husky bunch of ball tossers. 
They are good workmen as well as good players. The “babies” of the Industrial 
League in their home town, yet they are in second place, one game behind the leaders 
when this is written (mid-August), but promise to overcome that lead before the close 
of the season. Readings from left to right, standing: George Zuch, 8b; Waller 


| Wurster, 1b; Malcolm Thorp, 1b and p; R. A. Williams, president of club; J. 8. 


Barrett, manager and p; Harvey Hunsberger, 2b; Clayton Richards, p; D. D. West: 
brook, If. Seated: John C. Weir, c; Clem Regli, ss; Willard Kratz, ef; Raymond 
Bean, c; Theodore Heysham, Jr., rf. 
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Pickling ‘‘Central’’ Pipe 


For 


This ts No. 7 of 
a series show- 
ing operations 
it the making 
of “Central: 


Conduit. 









/ 
NAT 





FTER being threaded, “CEN- 
TRAL” pipe is transferred from 
the pipe mill to the conduit pick- 
ling room by an electric truck, 
from which the pipe is picked up 
by an overhead crane and se- 
curely locked in a large cage. 

These cages, loaded with pipe 
in vertical position, are carried by 
the crane and then immersed in 
a cleaning solution which re- 
moves all oil and grease from 
the pipe. 

The loaded cages are then 
transferred to acid vats, where 
the scale is removed by slow, 
careful pickling, while the pipe is 
agitated to insure uniform action 
of the acid on all parts of the 
pipe. Special skill and care are 
required in this operation to pre- 


PUT t..823 Ve G 





vent injury to the threads by the 
acid. 

The pipe is next placed hori- 
zontally on inspection benches 
and all loose scale is blown from 
the inside by compressed air. The 
exterior is examined under pow- 
erful lights to detect any possible 
defects in surface or threads, and 
a light is placed at one end of 
each piece of pipe, to enable the 
inspector at the other end to ex- 
amine the interior for possible 
obstructions. 

Any piece of conduit in which 
the slightest defect is observed is 
rejected and scrapped. The pipe 
that passes examination is rolled 
into an adjoining building where 
it is finished into “CENTRAL 
WHITE” or “CENTRAL 
BLACK” Conduit. 


Z Z 4 4 + 


Conduit 


Pickling Room 


in the 


Central Plant 
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New Electrical Products, Illustrated 








The Frank E. Wolcott Mfg. Co., 
Hartford, Conn., has announced two 
new “Torrid” numbers. On the left 


is shown the No. 725-nursing bottle 
warmer having a wattage of 500 and 
on the right is the No. 628 table 
stove and chafing dish. 








The Beaver Machine & Tvol Co., 
Inc., Newark, N. J., has just placed 
on the market an improvement in at- 
tachment plugs. As shown in the illus- 
tration, the new feature consists of 
the cap portion of the standard sep- 
arable plug being made in the form 
of an enlongated handle. This handle 
cap gives the user a substantial arti- 
cle to get a hold of, and facilitates 
directing the brass blades in the 
slots. The brass blades are made 
somewhat longer than standard so the 
plug will hold in more securely. 








A new six-pound “Star-Lite” elec- 
tric iron has been put on the market 
by the Fitzgerald Mfg. Co., Tor- 
rington, Conn. It it designed so that 
the tip is hotter than the rest of the 
iron and the heel does not drag. It 
will sell at a low price. 








The Trumbull Elec. Mfg. Co. 
Plainville, Conn., has a new four- 
circuit residence panel on a porcelain 
base. By removing two screws the 
whole block may be taken out or 
the box. This unit, which is low in 
price, is of the single fusing type. 















A new “T-V” safety switch has just 
been announced by the Trumbull- 
Vanderpoel Electric Mfg. Co., Ban- 
tam, Conn. It is the “77” which has 
been designed for use on all appiracus 
using small motors up to one-quarter 
horsepower, such as electric refrig- 
erators, oil burners, etc. It is very 
small, and compact. It also has a re- 
movable end plate that makes wiring 
and the fitting of conduit or cable, a 
simple matter. 








<> 


The “Baby Hercules,” manufac- 
tured by the Display Stage Lighting 
Co., 384 W. 42nd St., New York, 
introduces to the jobbing trade a flex- 
ible method of window lighting inas- 
much as a bank of “Baby Hercules” 
may be arranged to throw the light 
at any angle and to suit any particu- 
lar display as well as being able to 
furnish color. 















The All American Radio Corp., 
4281 Belmont Ave., Chicago, is man- 
ufacturing the Belmont “Tree-Liter” 
shown above. This unit is constructed 
not only to hold the tree, but more 
especially is designed to give a col- 
ored flood-lighting effect to the 
branches. Two convenient outlets for 
colored light stringers are also em- 
bodied in the unit. 








An entirely new type of “Buss” 
light has just been announced to 
meet the present demand for a light 
that is useful as well as ornamental. 
These new lights are equipped with 
translucent parchment shades. Four 
attractive designs created by a noted 
lamp shade artist permit a selection 
suitable for the decorative scheme 
of any room, They are not only 
ornamental but also are satisfactorily 
used to read by or sew by or any- 
where about the house where useful as 
well as decorative light is wanted. 
They are made by the Bussmann Mfg. 
Co., St. Louis. 





The Tork Co., New York, has just 
announced its new product, “Wire 
Nuts.” It is designed to replace 
solder as a means of joining and in 
sulating wires. A threaded brass lin 
ing forms a permanent bond. 





The Leach Co., Oshkosh, Wis., 
is manufacturing the tree trim- 
mer illustrated here. It is light, 
strong, and has positive locking 








ferrules. It will cut limbs up to 11% in. in diameter with ease. The handle | 
made in three rigid, easily dismantled sections of 11% in. straight grained Wash: 
ington fir. It is furnished complete with handle and pull rope ready to operate 
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Every Contractor has in mind a group-picture of his 
outstanding jobs. The finest buildings he has wired:—they 
stand for his Reputation. They are his pride; his public 
pledge of reliable work; his bid for a lot more work. 


The big job done de /uxe; the small job done dependably:— 
each stands high in the owner’s eye so long as it functions 
smoothly and never fails. 


The ‘‘functioning’’ part of the job being the Switches, we 
make them stand for one high standard in three distinct 
price-levels. For the costly edifice, the GOLD STAR Push— 
or the ‘‘8901’’ Tumbler. For the medium-price job, ‘‘2081’’ 
Push—the friendly OLD RELIABLE. For competitive- 
price jobs, NUTMEG Push or ‘‘8601 Square’’ Tumbler. 


Such switches help your Contractor more than anything 
else you can sell him—to-make his work stand out on the 
‘*Good-Wiring’’ horizon. 


Have vou started using the new Catalogue “S” in selling for 
. ° 6 . “ff , 
Fall shipments? Have us mail you a copy if you haven’t one. 

















Pat Your Customers’ Jobs 
on the ‘‘Good- Wiring’’ Horizon 














T HET HaRT SoHEGEMAN MFG Co. HartForp,' Conn. 


Makers oF of Electric Switches since 1390 
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New Electrical Products, Illustrated 














The new Bryant “Simplex” or “Du- 
plex disappearing door” receptacle 
is mounted on a special flush plate 
that has in its center two little doors 
(four with the “Duplex” receptacle) 
which open inward in the center and 
disappear on the insertion of the 
plug. The principal advantage of 
this receptacle is its value in hotels 
and other public buildings where free- 














dom from tampering and unauthor- 
ized use of current is an important 
item to owners. The composition cup 
will not crack or warp, and is a high 
quality insulator. The metal parts are 
phosphor bronze. The terminals are 
ample in size and accessible. Left 
to right: The device in operation; 
the receptacle; the plug, and the flush 
plate. 











Pass & Seymour, Inc., Syracuse, 
N. Y., is placing on the market, a thin 
type of canopy switch with an espe- 
cially short body and narrow in width. 
A general description follows: P & S 
canopy switches, Nos. 8806 and 3307, 
are designed with the wires leading 
into the narrow side of the body. This 
allows the switch to be used for 
French Back and other small bracket 
fixtures. The new thin body is but 14 
inch and will fit in a small type of 
bracket. The width is less than %,- 
inch. 








The Reynolds Spring Co., Jackson, 
Mich., manufacturer of “Reynolite” 
molded electrical devices and fittings 
is showing a new item, a pendant 
switch No. 175 which is readily con- 
vertible into a feed-through appliance 
cord switch by removing a little but- 
ton at one end. ‘The whole piece is 
of neat design and is practically un- 
breakable—the finish and color is 
unaffected by atmospheric conditions. 











George Richards & Co., 557 West 


Monroe St., Chicago, has_ recently 
placed on the market a new type bell- 
ringing transformer. This trans- 


former is designed for residences and 
small apartments. It is mounted on 
a round outlet box cover and can be 
furnished mounted on either a 31/-in. 
or 4-in. cover. The 4-in cover is equip- 
ped with a knockout for drop-cord in- 
stallation to the same outlet box. ‘The 
81,-in. cover is not equipped with a 
knockout. 








The Rodale Manufacturing Co., 492 
Broome St., New York, N. Y., an- 
nounces that it is in production on a 
new Bakelite base canopy switch, 
which is one of the most compact 
switches of its type on the market. 
The switch mechanism contains gen- 
uine phosphor bronze parts, and will 
stand up for over 6,000 turns. 





















An electric refrigerator, Type 
“DR-2,” that meets the requirements 
of the small apartment or home, has 
been announced by the General Elec- 
tric Co. The motor, compressor and 
all moving parts are hermetically 
sealed in a compact steel case con- 
taining sufficient refrigerant and 
lubricating oil to last years of serv- 
ice. It is 28 inches wide, 60 inches 
high over the unit, and 24 inches 
deep, and the food storage capacity 
is five cubic feet. The weight of the 
complete refrigerator is 475. pounds. 














Fairbanks, Morse & Co., Chicago, 
have introduced an improvement in mo- 


tor lubrication for 
tors. ‘They are furnishing the grease in 
collapsible tubes, each containing just 
enough grease for a motor’s annual re- 
quirements. After flushing out the old 
grease with kerosene as_ directed in 
printed instructions supplied with the 
tube, the new “FMCO” grease _ is 
squeezed from the grease tube directly 
into the bearing. The directions show 
just how much to put into each bearing 
for the best results. Four sizes of tubes 
are available for corresponding sizes 0! 
bearings. 


ball bearing mo- 
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Features 


eAn Achievement 
in Simplicity 
Brown-tone handle matches either brass or molded plates. 


Direct kick-off and positive indication. 


Combination yoke and frame, one piece. Eliminates parts. Plaster ears 
position switch and save installation time. 


Main bearing-pin permanently fastened when assembled. 
Self-supporting spring for long life and smooth action. | 
Continuous carrier plate. Always in alignment. 

Contact blades of heavy bronze clamped to assure perfect contact. 
One-piece contact and terminal held in positive position by two screws. 
Thick walls prevent breakage. 


Dust cover, securely fastened by lugs on frame, protects the mechanism. 


—— eA New Development 
(ale. 








THE ARROW : ; HARTFORD, 
ELECTRIC COMPANY The complete line of Wiring Devices CONNECTICUT 


No. 6444 Single Pole 
No. 6445 Double Pole 
No. 6446 Three Point 
No. 6447 Four Point 


IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





Tear Here 





We are interested. Please send a new 


Arrow-Head Switch. 
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C & E SAFETY HANDLES 


(PATENTS ISSUED AND PENDING) 





A complete line of high 
quality flexible rubber 
safety handles for electric 
utensils—extension cords— 
electric drills—wall plugs, 
etc. Also plug protector 





for heavy shop service. 


“ eyes display carton containing 24 
- 10 2 “a 
ry Complete merchandising 


helps and a clean _ trade 


policy. It might be a good 





suggestion that your sales 


manager write for full in- 


No. 10 Handle fitted to th 1 d . . . 
cable. ome pise = formation on this line. 
[ There are a number of x 


able territories still open for the 
right kind of manufacturers’ 
agents. 





THE ERICSON MANUFACTURING CO. 
1987 East 105th street, Cleveland, Ohio 




















Link 
Switch 


Here is a switch that every 
electrical contractor will be 
interested in. Installed on 
either new or old fixtures without 
changing their length. Used be- 
tween two links of chain on lighting 
units having small canopies. Resem- 
bles a link of chain. Takes the place 
of the “sore thumb” and pendant switch and is a lot less ex- 
pensive in original cost and in installing. No extra wire is 
needed. 

Get in touch with us today for prices and further par- 

ticulars on the Levolier Link Swutch. 


| PEC GILL/: 


AREAS TES G Co. 


The Levolier Link 
Switch is away 
from the heat of 
the lamp. 









. - INDIANA 





— 






Triangle Conduit Increase; 
Chicago Force 






T. H. Bibber, western manager 0{ 
the Chicago factory and offices of ||. 
Triangle Conduit Co., Inc., Brook): n, 
N. Y., has just announced two aidii 
tions to his sales force, A. L. Glick, 
who for many years has been identi 
















A. L. Glick 





fied with the Habirshaw Insulated 
Wire Co., will be city salesman for 
the company. Fred C. Rieker, for- 
merly assistant to the president of 














F. C. Rieker 





Otto Reiman, Inc., Chicago, wil! be 
a combination city and country salc> 


| Man. 


Mr. Bibber, or “Tom,” as he ' 
known throughout the country, *! 
tended the Electragists’ convent!" 
and exhibition which was held Aucust 
24 to 27 at Cedar Point, Ohio. \s 
usual, “Tom” was scheduled to «-s's' 
in making the convention a grand 
success. 
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SALESMEN— 


38,000 
DEALERS 


have received the 


Fall Merchandising 
Campaign Book 
























tured in Hamilton Beach fm 
Advertising. Retail Price 
$18.50. 


Denver and West $19. Kitchen 
Attachment at Slight Extra Cost. 





which describes the Advertising 
and Merchandising Plans back of 


| Hamilton Beach 


Necessary Electrical Devices 


These Dealers know the quality of this line with its 19 Fast Selling 
Numbers, and the liberal margin of profit it carries. They know, too, 
that— 





20 Million Selling Messages 


go into America’s Best Homes this Fall through ads in 





The Saturday Evening Post — Good Housekeeping 
The Ladies’ Home Journal,—and Liberty 





As you know, Hamilton Beach Products are sold only through legiti- 
mate Jobbers. Dealers find it pays to be a Full Line Dealer. The 
Line carries a liberal margin that insures a handsome profit. 


it ~ It will pay You to make Full Line Dealers of Your deelene. 





Hamilton Beach Mfg. Co. Racine, Wis. 
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ull Das 


REGISTERED 


Assembled Split Knobs 


Are much more than 
ordinary split knobs! 


N addition to extreme care taken with) 
process of manufacture, the materials’ 
that go into them have special features. | 
Adopted only after careful study of the! 
requirements—and deficiencies—of split 
The result is, Bull | 


Dog Split Knobs give an exceptional— | 


not just ordinary—service. For example, | 


knobs in actual use. 


there is the special feature of the projec- | 
tion on the top piece and the depression 
The top piece is 
That's | 


the hammer-abuse must come. 


in the bottompiece. 
the smaller of the two pieces. 
where 
Therefore it is easy to see why Bull Dog’! 
Split Knobs have less breakage because 
the top piece is reinforced with the pro- 
jection. There are other special fea- 


tures, too! 


PY mee 





a 








Note . | 
These | 


Five 








Features 


1. Centering projection on the top, strengthen- 
ing the point of greatest strain. 


2. Recess in bottom piece. Most knobs are | 
recessed in the top, weakening the knob at the | 
point of great strain. 


3. Cement-coated nail, quarter inch longer than | 
nail usually used. 


4. Genuine leather washer—not fibre. 


5. Metal washer on nail. Does away with 
crimping, which weakens the nail. 


We would like to send you our catalog, 
showing complete line of standard porcelains. 
Where shall we send it? 


Holly Bros. Expanding 
Holly Bros., formerly of 207 S. 


Green St., Chicago, have recently 


| moved to 624 W. Adams St., into the 


| arch Electric & Wire Co. 


building which is owned by the Mon- 














E. O. Holly, Holly Bros. 


Here they 


have considerably larger quarters 





made necessary by an expanding busi- | 


ness, and they have also increased 
their organization. 

This company is headed by E. 
(Ed) O. Holly and Fred C. Holly. 
They have added to their force Na- 
than Kaufman, as office manager; I. C. 
Rieff, and A. E. Provost, salesmen; 
and G. A. Fischer has been made In- 


| dianapolis representative. 


This manufacturers’ 
agency has for some time past been 
handling the products of the Eastern 


progressive 


| Tube & Tool Co., Seward Wire Co., 


and Steelduct Co. A short time 
ago they added to these three lines a 


Inc., 


| fourth, namely; J. R. Paulding, Inc. 


* * % 


Continental Lamp Division 
Holds Sales Conference 
The 


Continental Lamp _ Division, 


| National Lamp Works of the General 





ILLINOIS. 


| 
| 








Lectures and 


| Electric Co., held its annual sales con- | 
| ference at Nela Park, Cleveland, O., | 
| the week of August 15. 


entertainment combined to make the | 


meeting a success. 


Ralph C. Nash is 


sales manager of the division. 





— 











Jobbers and 


Jobbers Salesmen 


Remember These Points When 
Ycu’re Calling on Your Trade 
for Insulator Sales. 


Sell Them 
Hemingray 


Their efficiency has been estab- 
lished over many years of long 
and satisfactory service. 


They combine the qualities of 
durability, uniformity and low 
cost. 


They are known universally to 
the trade. 


They are immediately available 
for prompt shipment. 


They are particularly suitable 
for all low and medium volt- 
age lines ranging from 2300 
to 15000 volts. 

These Points Will Make Hem- 
ingray Glass Insulator Sales 
for You. 





HEMINGRAY 


GLASS COMPANY 
MUNCIE, INDIANA 
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out of GUYING 


ONSTRUCTION men know 
the trouble which arises 
with guy thimbles when they are 
pulling up a guy. The strand either 
pulls out of the groove in the 
thimble or the thimble itself pulls 
out of line. 


The Hubbard ‘‘Guyeye” which is 
furnished on Anchor Rods and Eye 
Bolts has been designed to elim- 
inate this trouble because the Guy- 
eye combines the Hubbard Drop 
Forged Eye and a Guy Thimble. 
This Eye has been designed exclus- 
ively for the use with guy strand 
and the ends are well rounded with 
a generous radius so that the 
strand will not be sharply kinked. 
Under tensile tests this Eye will 
develop the full strength of the 
Rod or Bolt. 


For additional information and list- 
ings, write for your copy of the 
Hubbard Linebuilder. 


HUBBARD 


The Hubbard “Guyeye”’ Rods and Bolts are carried in stock and sold 





The illustrations show a comparison } 


4h between the new “Guyeye” way of 
| attaching strand to an Anchor Rod 


and the old Guy Thimble method. 
























exclusively through the leading Electrical Jobbers 


MOST IMPORTANT MAN IN THE INDUSTRY.” 


The GUYEYE 


takes the TRICKY THIMBLE | 


a 





































/Hubbar an COMPANY 


PITTS BURGH ” OAKLAND, CAL.“ CHICAGO 
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ARISTOCRA 


Daylight Desk Lamp 
for 


OFFICE, BANK, STORE 
LIBRARY and the HOME 


Here’s a new type desk lamp—a 
quality product in every respect— 


\ ML V4 
22 S7, 


and at the unheard of price of 
$9.50. 
Our new process daylight glass 


screens the red and yellow rays 
furnishing a pleasing light, easy to 
work and read by, protecting the 
eyesight. Ideal for reading, writing 
and typing. 







50 


Only $92% 


Complete With Daylight 
Feature 





Without 
$ 8 00 Daylight 
List Feature 


TRY THIS ON YOUR 
OWN DESK FOR 10 DAYS 


The market for the “Aristocrat” Day- 
light Desk Lamp is limited only by your 
efforts. They can be used everywhere— 
and the unusually low price means more 
sales to the home for your dealers. 


It is an excellent fall item and one for 
which there is an established and increas- 
ing demand. The “Aristocrat” has quality, 
price, finish and correctness of design to 
recommend it. 

Try it out on your own desk for 10 days. 
If you want it keep it at our regular 
jobber discount—otherwise return it ex- 
press. Just sign and mail the coupon— 
NOW. 


SIGN HERE FOR 
TRIAL SAMPLE 


Sun-Ray Lighting Products, Inc., 
119 Lafayette St., 
New York, N. Y. 


Please send me sample of “Aristocrat”? Day- 
light Desk Lamp for 10 days free inspection 
and trial, . 


Oe ene sides winsbiicescucaebiamaas 


COMIN oo sscnhiny het neon 


AGES: csindin 


PIII siisiisesssnsnsiessicusccnasiecicininsssteniineniiaiuaaemenimgutcaad 

















| 
| 
| 
| 
| 








Larry Glass Now with 
Benjamin 
“Larry” H. Glass, who has been 
with the Central States General Elec- 
tric Supply Co. for the last five years, 
has gone with the Benjamin Electric 





| 
| 








“Larry’’ H. Glass 


Mfg. Co. and will be in charge of its 
near southwest territory. That is, he 
will cover Texas, Louisiana, and prob- 
ably a part of Oklahoma, wandering 
around the cotton and oil fields. 


Mr. Glass has been in very intimate 
contact with the lighting business for 
most of his 15 years experience elec- 
trically. For five years of this time 
he was with the commercial lighting 
department of the Detroit Edison Co. 
He then went with the Frank C. Teal 


Co., distributer, Detroit, where { 
about five years he sold lighting goo 
and the full general line of electri: 
supplies. During the last five yea 
he has been with the Central Stat, 

“Larry,” as he says, is simply goi: 
back home down South when he go. . 
down to Dallas to make his hea 
quarters. He spent 18 months 
Louisiana, hailing from Tremont. H 1. 
father was in the lumber busine. 
down there for many years. 

* * 7 
Balkite Entertains Pittsburgh 
Jobbers 

On July 26, a luncheon was held 
for the Balkite jobbers in the Pitt: 
burgh district at the Pittsburgh 
Chamber of Commerce. This lunch- 
eon was arranged by Wm. R. McElro\ 
of the company of the same name, 
the Pittsburgh representative of thi 
Fansteel Products Company, Inc. 
The meeting was also attended by 
Major Harry Wilkins of the Tung 
sten Mfg. Co.. of London, European 
representative of the Fansteel Prod- 
ucts Company. The general discus- 
sion of the sales campaign on Balkite 
for the coming season was conducte | 
by Ronald Webster, secretary of tle 


Fansteel Products Co. 
* * * 


Multi Takes Over Newgard 
Receptacles 

The Multi Electric Mfg. Co., Chi- 
cago, has taken over the Newgard linc 
of “Vaporproof” receptacles from the 
Major Equipment Co., Chicago, who 
recently purchased the manufacturing 
business of the Henry Newgard (Co. 

Bulletin No. 5 has just been issued 
describing the line. 















































George Hull Porter, general manager of the railroad department of the Gray!' 


Electric Co., Chicago, was the recipient recently of a $5000 oil painting. 


This wis 


presented to him by the Crystal Lake Country Club when he was elected as its new 
president. Mr. Porter is to be seen at the left with his hand on the picture frame. 
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No. 7056—Two-Wire 
10 Amp.-250 Volt 






No. 7055—Three-Wire 
10 Amp.-250 Volt 


Z | ? 
No. 7083—Double Te-Slot 
10 Amp.-250 Volt 





No. 7081—Three-Wire 
10 Amp.-250 Volt 











No. 7085—Polarized 
20 Amp.-250 Volt 
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Cord~Grip 


Caps and Connectors 
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Stronger—More Durable! 


Built to withstand the wear 
and tear of hard shop service 


These Hubbell Cord-Grip Caps and Connectors are 
built to last—they mean longer life, fewer replace- 
ments. 


Plug and connector caps of composition are com- 
pletely armored by a heavy, “all-over” shield of steel. 
Binding posts are large and accessible. Rugged con- 
struction throughout withstands exceptionally rough 
handling. 


10 ampere devices accommodate all styles of two and 
three conductor cords up to 9/16” in diameter; 20 
ampere devices take cords up to 5/8” in diameter. 


There is a real need for these stronger, more durable 
devices in industrial plants and other places. ‘Take 
advantage of this sales opportunity. 


HARVEY HUBBELL 


ELECTRICAL SPECIALTIES 
BRIDGEPORT, CONNECTICUT. U.S.A. 
NEW YORK. N.Y. CHICAGO, ILL. 





 RoEet TRILCAL- SPECIALTIES 
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A. B. Ayres, who for the past three 
years has been general sales man- 


SUGGESTION 








“RELIANCE” 


AUTOMATIC TIME SWITCH 


Offer the “RELIANCE” Time Switch to | 


your trade. They will be interested be- 


cause for more than sixteen years the | 
“RELIANCE” Time Switch has proven | 
itself to be absolutely reliable and de- | 


pendable. 


Its simple construction, high quality 
materials and accuracy of manufacture 
place this time switch on a par with 
any other on the market for perform- 
ance and service. 


Every switch is guaranteed for one year. 
It is made in 12 different sizes for 10, 20, 


30 and 50 amperes and priced from | 


$28.00 to $36.00 list. This switch is 
approved by the National Board of Fire 
Underwriters. 


“RACINE” 


AUTOMATIC TIME SWITCH 


A lower priced Eight Day Time Switch 
for ON and OFF window lights, signs, 
bill boards, apartment house hall lights, 
etc. 


Made in two sizes, 10 and 20 amperes, 
selling for $19.50 and $23.00 list. It 
is made largely of “RELIANCE” parts 


and bears the same guarantee. 


RELIANCE AUTOMATIC 
LIGHTING CO. 
1907 MEAD STREET 


RACINE, 


/ ager of the 


| pointed 
| Electric Corp. of St. Louis. 
| the retirement of W. A. Layman from | 
| the presidency some three months ago, | 


WISC. | 


Eagle Radio Co., 16 
Boyden Place, Newark, N. J., manu- 


A. B. Ayres 


facturer of the Eagle 


radio receiver, was recently elected | 
| vice-president, secretary and general 
| manager of the company and now 
serves as the firm’s active head. Mr. | 
Ayres is well known in the radio in- | 
dustry especially in the neutrodyne | 
| field. 


at its inception merely because he saw | 


He started in the radio business 


| a great future before it. He went 
first with F. A. D. Andrea, Inc., then | 
| was general sales manager of the | 
Freed-Eisemann Co., after which he | 


went with the Eagle Radio Company 


| as its sales manager. 


* * * 


Postlethwaite President of 
Wagner Company 


P. B. Postlethwaite, has been ap- 
Wagner 


president of the 
Since 


control has been vested in a com- | 
mittee of four, of which Vice-presi- | 


dent Postlethwaite was one. This 
was a temporary arrangement, which 


| has been superseded by his appoint- 


ment to the presidency. 

Mr. Postlethwaite is only 42 years 
old, one of the youngest chief execu- 
tives of 
the Wagner company in the country. 
He has been with the company in 
various capacities for 17 years. 





neutrodyne | 


an industry of the size of | 








AdelaideStreet 


A New Detroit 
Hotel With A 
Definite Purpose! 


Equipped inthe finestand most 
modern manner—designed by 
a firm of world-famous hotel 
architects—directed by a man 
thoroughly versed in every 
phase of hotel management, 
the function of the new Savoy 
in Detroit will be to supply 
first-class hotel accommoda- 
tion at moderate rates. 





The Savoy has 750 rooms with 
baths, and is situated just six 
short blocks north of Grand 
Circus Park, on Woodward 
Avenue at Adelaide Street. 


It was designed by Louis and 
Paul L. Kamper (architects of 
the Detroit Book-Cadillac 
Hotel) and has as its managing 
director, A. B. Riley, formerly 
manager ofthe Bancroft Hotel, 
Saginaw, Mich. The Savoy’s 
rates are $2.50, $3.00 and 
$3.50, with suites and sample 
rooms ranging in price from 
$5.00 to $12.00. 


The cuisine of the Savoy is unsur- 
passed. Outstanding features of the 
Hotel are the Bohemian Room, 
the Coffee Shopand the Food Shop 
—the walled-in Garden Court- 
the International Suites (each dec- 
orated in the national style of some 
foreign country)—the 20-chair 
barber-shop and the 18-booth 
beauty parlor—the Emergency 
Hospital, with a nurse in constant 
attendance—the Valet and Check- 
ing service—the Florist’s Shop- 
the Humidor—and the Gift Shop. 
The Savoy opens for business on 
September 15. 


A. B. RILEY, Managing Director 


Detroit, 





‘ 
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JUST AROUND 
THE CORNER— 


The last lap of a race counts 
just as much as the first. The 
business that is just around the 
corner has just as much cash 
value as the business that walks 
into your store—the only differ- 
ence being that you have to go 
around after it. 


The nation-wide advertising 
on The New Standard Line of 
Lamps, “E” Contracts (to men- 
tion specifically), and the most 
comprehensive list of advertising 
aids in the electrical industry of- 
fer many opportunities for addi- 
tional sales to the Edison Mazpa 
Lamp representative. 


Are you getting your share of 
this business? 


Vo; a a A 


* 
i 
ey 


‘7000900090990 RR 9 A A 
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No. 1477 


tells the whole 


Chicago New York 





The neatest possible job in the shortest possible time 


A SAMPLE GLADLY SENT IF YOU WILL WRITE US. 


Taplet Manufacturing Co. 


The very last word in Plug Receptacles for Conduit 


work is this Taplet Receptacle with T Slots used on 
” and 34” oblong 


CONDUIT |TAPEE{| FITTINGS 





The base part sets entirely inside the 
Taplet with the Composition Cover on 
top. No tap wires, soldering or taping 
is required as the feed wires are looped 
through the Receptacle and fastened to 
set screws. 


story. 


3911 Powelton Ave., 
PHILADELPHIA, PA. 


Boston Atlanta Pittsburgh San Francisco 











KLEIN TOE 





SZZZCC 
L4E357 










Est. a | 1857. 


FSRE r Bara 


& Sons 


Mathias 





KLEIN 





































A familiar figure around Philadelphia 
is Ed Craven of 80 Bank St., who has been 
in the manufacturers’ agency business 
there for quite some time past, Ed is 
standing next to his new Big Six Stude- 
baker contemplating how many Beaver 
specialties he’il have to sell to pay for a 
year’s supply of gasoline for a bus like 
that. 









New All-American Repre- 


sentatives 


The All-American Radio Corp., 


| 4201 Belmont Ave., Chicago, has ap 





| pointed McDonough 


Brothers, 716 
Glenn Bldg., Atlanta, Ga., as its sales 
representatives on All-American radio 
products for ‘Tennessee, Mississippi. 
Alabama, Georgia, Florida, South 
Carolina and North Carolina, effect 
ive July 1. 

The George Hamburger Co., 1715 
California St., Denver, Colo., 
been appointed sales representative 
for Colorado, Wyoming and New 


has 


| Mexico, effective June 15. 


* * * 


Corbin With American Circular 
Loom 


Clyde L. Corbin, of Pittsburgh, lias 
joined the sales organization of tlic 
American Circular Loom Co., New ' 
York, and will represent the com 


| pany throughout the states of Olio. 


Kentucky, West Virginia, and Pen 
sylvania, west of Altoona. 

Mr. Corbin will make his hea‘ 
quarters at 206 Bessemer Bldg., Pit’ 
burgh. 
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The products listed below bear the 


IVANHOE 


name and label, which means that 
themethodusedinmarketingthem 
is governed by the well-known 
Ivanhoe policy—distribution 
through appointed distributors, 
satisfactory profits to dealers, care- 
fully planned re-selling helps, and 


genuine value for the consumer. 
myo 
For Industrial Lighting — 


[] RLM Standard Dome Reflectors 
(_) Porcelain-Enameled Bowl Reflectors 
_) Porcelain-Enameled Angle Reflec- 


tors 
C] Porcelain-Enameled Poster Board 
Reflectors 
C) Holders for B-Heel Reflectors 
{_] Glassteel Diffusers 
(_] Vapor-Proof Units 
(_] Weather-Proof Units 
(_) Industrial Flood Lighting Units 
(_] Industrial Spotlights 
(_] Trutint Units 
(_) Special Service Reflectors 


‘() Miscellaneous Reflectors and Fit- 


tings 
For Commercial Lighting — 


() The Trojan, fixture and glass 

(_] The No. 5243, fixture and glass 

(_) The Ace, fixture and glass 

(_] The Keldon, fixture and glass 

(_] The Tuscan, fixture and glass 

(_] Ivanhoe Celestialite, fixture and 
glass 

(_] Standard Fixtures for Commercial 
Lighting 

(J) DEPENDO Safety Fixtures for 
Commercial Lighting 

(_) Gooseneck Portables 

{_] Glass Reflectors and Shades 

(_] Aluminum Window Reflectors 

(_] Trutint Units 

(_] Color Equipment 

For Residential Lighting — 

C) Espantine Lighting Fixtures 

) Rozelle Decorative Glassware 

J The Daylight Kitchen Unit 

_) The Ivadine (Dining Room) 

(_] The Dyner (Dining Room) 

(_] Enclosing Globes (Bed Room) 

(_} Etched Glassware 

{_] Cut Glassware 


(_] Miscellaneous Lighting Glassware 
(_) Boudoir Lamps 


Many jobber’s salesmen sell all 
of these items al! of the time, at 
a — to themselves and the 
ouse for which they travel. 
How many do YOU seil? 








" 























Do You Sell 
Price or Profit? 


N° one has any monopoly on price. Always someone 
will sell a similar article cheaper until he learns 
his real costs. Then he adjusts his prices to provide a 
fair profit on service, or passes from the picture—while 


another “price man” takes his place. 


Ivanhoe believes that profit and not price is the big 
thing anyway—profit for the dealer who finds a ready 
acceptance; profit for the consumer who enjoys long and 
satisfactory service; profit for the distributor who serves. 
And profit seldom results from price alone. 


Ivanhoe manufactures a complete line of quality light- 
ing equipment, for which a real market awaits and whose 
published prices represent genuine value. Ivanhoe also 
offers definite sales policiés that make resale easy, with 
this result: Ivanhoe Distributors and their salesmen 
make a profit on Ivanhoe equipment, a profit usually 
proportional to the effort made to serve. 


Ivanhoe Division of The Miller Company 
Cleveland, Ohio 


IVANHOE 


Merchandise of Merit + Definite Sales Policies = Profit for All Who Serve 
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AN’T you 

just picture 
the wonderful 
time you would 
have at world 
famous French 
Lick Springs 
Hotel? Beauti- 
w» fully located in 
the semi-southern Cumberland 
foothills of Indiana, FrenchLick 
Springs knows no real severity 
of temperature. The two fine 18- 
hole golf courses can be played 
when weather interferes with 
play elsewhere. 






















Only 40 miles from the center 
of povulation of the United 

















Here is the Place~ 


for your next convention 


States. The recently completed 
new wing of the fire-proof, mod- 
ern French Lick Springs Hotel 
building includes a well-venti- 
lated ground floor, daylight con- 
vention auditorium of 1500 
seating capacity, giving thishotel 
first place among America’s con- 
vention sites. And, forthose who 
wish, the health-giving waters of 
the Pluto, Bowles and Proser- 
pine Springs. 


Today, get full particulars. Write 
for illustrated booklet with de- 
tailed convention information. 
Address Convention Secretary, 
French Lick Springs Hotel Com- 
pany, French Lick, Indiana. 


FRENCH LICK SPRINGS HOTEL 
*‘Home of Pluto Water” 











































Min 
parry, ()[ [| 
O00! gon 


500 Rooms 


RATES 
Room without Bath— 
$2.00 and up 
Room with Bath— 
$2.50 and up 
DoubleRoom with Bath— 
$4.00 and up 


Marble Coffee Shop 


TABLE D’HOTE 
Lunch+ « «© 4 © # 75¢ 
Dinner «+ +¢ 85¢ & $1.25 


also 
A la Carte Service 
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Eastern Tube & Tool An- 
nounces “Ettco-Flex”’ 
The Eastern Tube & Tool Co., »:\ 

Johnsen Avenue, Brooklyn, N. 

manufacturer of the “Ettco” brijd 

of non-metallic flexible conduit «)\( 
armored cable, has placed on 

market a non-metallic sheathed c:)\|, 
under the trade name of “Ettco-Fl.\.” 

I. G. Trattler, vice-president of {| 

company, states in discussing the n 

product that they have not only 1+ 

but exceeded the Underwriters’ 

quirements. 
“Ettco-Flex” 

loom covering such as has been ein 


has a regular woven 


ployed for years in the industry and 
is re-inforced by a further wrapping 
of twisted paper strands, the final 1 
sult being a very flexible product 
which will stand abuse and meet 
installation requirements, says \lr. 
Trattler. 

“Ettceo-Flex” is made in sizes 1+ to 
8 inclusive in both duplex and thre: 
conductor form. It is being announced 
to the trade in electrical trade papers 
and has been approved by the Under 
writers’ Laboratories. 























On the principles of illumination fro"! 
concealed sources, Curtis Lighting, !”- 
Chicago, has reached its present peers ion 
in the limelight, but this picture of “I ert” 
Pate, Curtis Lighting sales engineer in the 
state of New York, makes us think that 
“Bert” is on his way to a place where the 
sources of “illumination” are not as col 
cealed as they might be. The building 
looks like the Chateau Laurier in Ott:4 
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Your Own Exclusive Lighting Unit 


An exclusive line of commercial lighting glassware | 
gives you a sales advantage. When that line is Cora 
Cased Glass, you have a quality advantage. When it is j 
our Nuite Glass you have a price advantage. j 


What More Do You Want? 


Our proposition is open to one jobber in a territory. 
To him we give absolute protection, dependable service, 
practical sales co-operation and a price schedule that en- 
ables him to get the business at a good profit. 


Investigate — Compare 


Y 
| 
| 
1 
: 
I 
f 


Don’t say “NO” until you know 


CONSOLIDATED @& 


: /, LAMP & GLASS CO. \ 
: CORAOPOLIS, PA. 


ee 
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a/ \a 
RHODE ISLAND 
RED 


ARMORED CABLE 


RUBBER COVERED 
WIRE 


SILK anoCOT'TON 
CORDS 


RADIO WIRES 

















PRrovipence INsucatepWire(o 





\ eRovi0ence.R1. |, 








savanhinn ie): ICAT E ry 


(Enameled) 








(Electro-Galvanized) 


CONDUIT 


“Time has proved their 
worth.” 

They have been installed 
in many Prominent Struc- 
tures in every American 
City. 


Manufactured solely by 


GARLAND 
MANUFACTURING 
COMPANY 
Pittsburgh, Penn. 





| 








pany, 





| 











| 
| 
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A “Jimbetts” Party 


It was some birthday party Jim 
Betts celebrated. Folks come from 
all around to greet Jim on his return 
from a three months’ tour which in- 
cluded Mexico and Cuba. The party 
was held in the roof garden which 
surmounts the James H. Betts office 
and factory building in New York. 

Guests were greeted first with a 
libation from a bird-size Joyce Haw- 
ley bathtub. That started things go- 
ing with a boom and from then on 
the buildings rattled. Greenwich Vil- 
lage sent up a seven piece orchestra 
and feet just couldn’t keep still. Then 
there was food. Tohau Mio, the com- 
pany chef had worked overtime to 
reproduce a dish worthy of his ances- 
tors and the unpronounceable result 
was a luscious Chinese dish which was 
not at all hard to take. 

About 40 guests were present. With 
midnight came a full moon. Lights 
were turned off, and from the shadows 
of the garden came “O Sole Mio” 
sung as only an Italian can sing to 
the accompaniment of a throaty guitar. 

There were no casualties. 

* * * 


Golf Game Perfected in 
Hospital 

It was mentioned in Tue JoBBeEr’s 
SALESMAN some months ago that the 
genial general sales manager of Hart 
& Hegeman had met with a bad auto- 
mobile accident. But not all have 
yet heard the full details-or of the 
entirely happy outcome of what might 
have been a most serious business. 

On April 24, Everest, accompanied 
by J. W. Alexander, manager of the 
Philadelphia branch of the same com- 
was driving through 
central portion of Pennsylvania on 
their way to Philadelphia. At 4 
o'clock that afternoon, as they were 
leaving the town of Sunbury on their 
way east, a driver of a Hupmobile 
approached from the east at a ter- 
rific speed, sideswiped a car that was 
parked on the highway and _ then 
veered off to the left, hitting the car 
in which Everest and Alexander were 
riding, head-on. 

Mr. Alexander was not severely in- 
jured, but was quite bruised. Haynes 


on the other hand, received severe 
| injuries, and cuts. 


One cut over the 
left eye, narrowly missed the eyeball, 
in fact, the eye only being saved 
through some very skillful surgery 
displayed on the part of the surgeon 


the | 





mn on “PRESTO” 


when buying flashing plugs for you 
Christmas trade. 

The popular fancy of the public i 
to use flashing plugs with thei 
Christmas tree outfits. 










Tell your dea 

ers to sell t! 

reliable an 

inexpensive 
Presto Flas! 
ing Plug wit 
each outfit. 


Constructed 
Better 


Presto Flashing Plugs are easily displayed 
and sold through this attractive display ca: 
ton. Each plug individually packed—ten to 
a carton. 
Some territories still open to established 
manufacturers agents. 


PRESTO PRODUCTS CoO. 
126 East 23rd St., New York, N. Y. 














i 


SELL 


HOLYOKE WIRES! 


Tobbers’ 
salesmen, 
better your 
sales rec- 
ords! Hol- 
yoke wires 
are of 
higher qual- 
ity and 
greater 
durability. 





Holyoke Products are: 
Regular single strand annunciator wire 
Regular twisted annunciator wire 
Multiple conductor annunciator wire 

braided cover 
Weatherproof single strand annunciator 
wire 
Weatherproof twisted annunciator wire 
Damp proof office wire. 
K K wire 
Magnet wires 


We want jobbers who 
are not acquainted with 
our policy and our 
products to get in 
touch with us. Stock 
Holyoke wires and de- 
termine why other job- 
bers handling Holyoke 
products have increased 
their wire sales. 


You've tried the rest 
— now use the best) 





The Holyoke Co., Inc. 


611 BROADWAY 
New York, N. Y. 
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READNAUGHT! Confident man-o’-war, big, powerful 
and speedy—from you, dependable protector, a name. 


Dreadnaught Portable Cord! Big, thick and tough—a heavy 
duty rubber-covered cord—from you, a valuable service.. 

In construction work, in mining, in every industry you'll find 
Dreadnaught Portable Cord. You'll see it kinked, tied in 
knots, supporting loads, resisting heavy blows. Inquire— 
you'll learn Dreadnaught gives 100% service—a glutton 
for punishment. 


Dreadnaught construction is the secret—double conductors, 
each insulated with more than 30% rubber. Over all—a thick, 
soft vulcanized rubber applied under tremendous pressure. 


Dreadnaught for all heavy duty work. 


Indiana Rubber & Insulated Wire Go. 


JONESBORO, IND. 
CHICACO KANSAS CITY NEW YORK 


140 S. Dearborn St- LOS ANGELES The wes  ~ a. Co. 
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RENEWABLE 


~ 


‘‘Famous for Performance’’ 


Every day more Power Plant En- 
gineers and Particular Buyers specify 
TRICO RENEWABLE FUSES be- 
cause of recognized superiority. 
Every day more Dealers and Jobbers 
are adding TRICO RENEWABLE 
FUSES and TRICO Powder-Packed 
RENEWAL ELEMENTS to their lines 
because of rapidly increasing de- 
mand for same. 

They make satisfied customers 
because of their extreme dependabil- 
ity and satisfied Dealers and Job- 
bers because of constant repeat busi- 
ness. 

Write TODAY! Let us tell you how 
to enjoy this profitable repeat busi- 
ness on TRICO RENEWABLE 
FUSES and TRICO Powder-packed 
RENEWAL ELEMENTS — *‘Famous 
For Performance.” 

TRICO FUSE MFG. CO. 
1003 Cold Spring Ave. 
MILWAUKEE, WISCONSIN, U. S. A. 
Manufacturers of a complete line of Trico Renew- 
able Fuses, Trico Powder-Packed Renewal Ele- 
ments, Trico Special Fuses, Trico “‘Kantark’’ Non- 


Renewable Fuses, Trico 25-Volt Glass Fuses, Trico 
“‘Clear-Top’’ Fuses and Trico Fuse Pullers. 














Can You Always Accept 
Wire Orders for Im- 


mediate Delivery? 


When your stock of wire has run 
low and you can’t fill a rush order, 
why not let us help you out? 


In all industrial centers are located 
“U.S.” Sales Branches which carry 
complete stocks of wires and cables, 
ready for immediate delivery at 
prices that assure you a generous 
margin of profit. 


“U. S.” Paracore Wires and Cables 
and “U. S.” Royal Portable Cord 
have gained a reputation for su- 
perior quality and assurance of 
satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following Cities: 


Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. Louts 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha 
Chicago Philadelphia 
Cincinnati Pittsburgh 
Cleveland Portland. Ore. 
— Rochester 

ree Sacramento 
— Salt Lake City 
Indianapolis San Francisco 
Kansas City Seattle Trade Mark 








| at the Mary Packer Hospital in Sun- 
bury, where Haynes was confined for 
over two weeks. He was able to pro- 
ceed to his home at Hartford at the 
end of that time, but was out of com- 
mission for approximately three weeks 
longer until it came time to go to the 
jobbers meeting at Hot Springs in 
June, where he recovered some of his 
old time aplomb. 

Since then, however, he has recov- 
ered very speedily and today is able 
to play 18 holes with as much gusto 
as he ever did, in fact, not more than 
a week ago he shot a beautiful 79 on 
the Hartford Country Club course. 
He explains this score by the fact 
that while he was laid up, he figured 
out a theory for the gentle game to 
the extent that when he was able to 
put the theory in practice, he proved 





* * * 


Frank Withers Joins Illinois 
Electric Porcelain Co. 

Frank P. Withers, formerly service 
engineer for the Line Material Co. of 
South Milwaukee, Wis., has become 
associated with the Illinois Electric 
Porcelain Co. of Macomb, IIl., in the 
capacity of electrical engineer and in 
charge of the Chicago district office, 
located at 608 So. Dearborn St., Chi- 
cago. 

Mr. Withers was born in Bristol, 
England, and came to Chicago in 
1895. He received his education at 
Mt. Carmel Academy, St. Vincents 
College, DePaul University and Lewis 
Institute of Technology, all located in 
Chicago. 


He entered the service of the Com- 
monwealth Edison Co. in 1903 and 
divided his 15 years of service be- 


ing departments, specializing on distri- 
bution and transmission construction. 
He was with the G & W Electric 
Specialty Co. in the capacity of sales 
engineer from 1917 to 1919. In 1919 
he assumed the duties of manager of 
| the engineering department of the 


to himself that his theory was right. | 


teween the meter, street and engineer- 








Central Electric Co. and remained | 


with them until 1924. 
About this time the Line Material 


Co. required the services of a man of | 


| the qualifications of Mr. Withers to 
While 


| with them his time was devoted en- 


act as their service engineer. 


line crews, making suggestions and ex- 
changing ideas on matters pertaining 
to this class of work, including or- 


tirely to distribution and transmission | 


ganization and safety methods. He |. 















e FE 
APPROVAL 


Heinemann cutouts have come 
to be strongly favored by con- 
tractors. This is the result of 
having our products always up 
to the latest standards. 





3415 
30-Amp.—125 Volts 
3 Wire—4-2 Wire Branches 


Not content with merely meeting 
the new ruling of the 1925 Edition, 
National Electric Code and produc- 
ing a line of unfused neutral cutouts, 
we have gone further and have made 
the bases practically one quarter 
smaller. In addition, all solid neutral 
parts are identified by nickel plat- 
ing. 


Keep your cutout stock up to date 
by stocking ‘‘Heco” products. Send 
for our latest catalog. 


HEINEMANN ELECTRIC CO. 


“‘ HECO”’ PRODUCTS 
2 PHILADELPHIA, PA. 




















FiTz-M -ALL 


OUTLET BOX HANGERS 
With Lath Holder 











FITZ-M-ALL 
Trade Mark 193347 


Mean Profits 
For You-- 


FITZ-M-ALL Outlet Box Hangers are 
used universally by electrical con- 
tractors, because of their low cost, 
time and labor-saving qualities, and 
because it is only necessary to carry 
one type hanger for any type box. 
Already stocked and sold by Job- 
bers throughout the United States 
whose sales are steadily increasing 
because of the demand for a prod- 
uct of this nature. 


Free Samples to Dealers. 


Mid-West Metal 


Products Co. 
MUNCIE, IND. 
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Tape used on 2300 volt oil circuit breaker used on 
the primary side of the transformer in the picture. 


Friction Tape that 
Minimizes Leakage 


Pinholes in friction tape cause current leakage with subsequent short circuits. Labora- 
tory tests of Firestone Friction Tape show 1.9 pinholes, instead of 6 pinholes, to every 3 
yards, as permitted in the specifications of the American Society for Testing Materials, pil, 
the bureau that determines uniformity of products. iA - | 

Such a minimum of pinholes indicates first, firm-woven cotton sheeting; second, the ' | 
use of superior compound that readily lends itself to calendering, and third, good fric- | J) 


tioning. When Firestone Friction Tape is unrolled, the rubber stock does not pull off. The 


Order this dependable friction tape now—so you can supply local electrical 
contractors and manufacturers. Prices, specifications, etc., may be had from nearest 
branch or direct. from Akron. 


Firestone 


FRICTION TAPE 


AMERICANS SHOULD PRODUCE THEIR OWN RUBBER. .rouStauted 
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Sat UCTS 


TWO 


New 
Bell Ringing 
Transformers 


Outlet Box Type 


This remarkable new type is receiving 
exceptionally favorable reception from 
contractors everywhere. M-26 and T-26 
represent the greatest degree of efficiency 
in Bell Ringing Transformers. 





M-26 
8 Volt Type 
T-26 
6, 8 and 14 Volt 
DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, | Detroit, Mich. 


‘TRANSFORMERS of MERIT for FIFTEEN YEARS 














KILLARK 


Box Cover 
Transformer 





FIVE SELLING POINTS 


Which will help you sell the Killark 
box cover transformer: 

1. It will fit on any standard 4” or 
3” round or octagonal box. 

2. By the use of this transformer, 
it is unnecessary to leave the 
wires unprotected by conduit. 

3. The transformer is guaranteed 
by the manufacturer. 

4. It may be returned to the fac- 
tory for free replacement if not 
satisfactory. 

5. It is fully approved by the 
Underwriters. 


KILLARK ELECTRIC MFG. CO. 
3940 Easton Ave., St. Louis, Mo. 
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also has made an interesting study 
of actual time required for almost 
every labor operation involved in line 
construction in man minutes and sec- 
onds and it has been of great value to 
the power companies he has visited. 
This work took him to almost every 
state east of the Rocky Mountains and 
| required two years to make the sur- 
vey. Incidentally, it may be of in- 
terest to mention that all traveling 
was done in an automobile and 35,- 
800 miles were covered. 

Mr. Withers is a member of the 
American Institute of Electrical En- 
gineers, Society of American Military 


Engineers and the Chicago Engineers 
Club. 





* * * 


Interchangeable Shield Shade 
for Wakefield Attachette 


The F. W. Wakefield Brass Com- 
pany has developed a new and inter- 

_ esting shield shade, consisting of an 
| ivory finished metal frame having 
channels into which decorated inserts 


| or fillers of parchment, crackle or | 


_ fabric may be 
| changed at will. 


firmly. 


readily inserted and 

The shield is held 
in position by screwing the 
lamp base through a fibre ring and 
into the lamp socket. 
| especially 


field 


While designed 
the 
clamping bracket, 


for use with 
“Attachette” 


these new shields may be used upon 
any fixture where this type of shade | 


Supply the Demand 


is suitable. 


* * * 


| Fiske Joins C. E. Manufactur- 
ing Co. 

Edward R. Fiske, formerly eastern 
manager for the Waage Elec- 
| tric Co., Chicago, has recently joined 

the staff of the C. E. Manufacturing 


sales 


Co., Inc., 702 Eddy Street, Provi- 
dence, R. I., as assistant director of 
sales. 


Mr. Fiske has long been associated 
with sales work and activities, hav- 
| ing managed the eastern field for the 
| Waage Electric Co. for the past two 
years. Prior to that time, a number 
of ‘Mr. Fiske’s old friends will remem- 
| ber him as buyer for the radio section 
_of the John Wannamaker store, New 
York City. From shortly after the 
war, up until his entering the Waage 


| Electric Co., he was identified with 


that organization, and during the 
World War Mr. Fiske was on active 


duty in the Radio Communication De- 
| partment of the U. S. Navy. 





Wake- | 








Ask about our 
display rack—it 
makes the sales 





PAWTUCKET, R.T 





YOU CAN HELP 


; for 











AISLELITES 


Jobbers’ 
are waiting for you. 

The popularity of Aislelites has in- 
creased day by day, until their use has 


salesmen—Aislelite orders 


become nation-wide. Contractors and 
owners have found them the best suited 
for their auditoriums, playhouses end 
motion-picture theatres. 

Aislelites illuminate every inch of the 
aisle with a diffused light, thereby i»- 
suring the safe seating of patrons. A 
speedy exit is also made possible. 

This is a great opportunity for you. 
Get started now by sending for full s«!l- 
ing information. 


EXHIBITORS SUPPLY CO., 


825 S. Wabash Ave., 
Chicago, Ill. 





POPLAR 








COLLYER | 
Silk and Cotton | 
ords 


ColluerIngulated Wire Co. 





( 


——— 
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STANDARD 
DOME 


y 


MAKERS OF PORCELAIN ENAMEL LIGHTING FIXTURES 


OODRICH & 


Safety Garage and Laun- 
dry Outfits contain the 
equipment listed below. 


Safety Garage and Laundry Light 


A complete lighting and service unit boxed and ready for installati on 


This unit chases darkness from the private garage and allows the owner to 
make repairs on his car with well distributed light. It is equally well adapted 
for placing over laundry tubs in the basement where low head room requires 
a unit which has close mounting. 


OUTFIT NO. 1 


(For use where supplies are furnished from local stock) 


Outlet Box Outlet Box Cover 
Socket 14 in. Standard Dome Reflector 


OUTFIT NO. 2 
(Complete, ready for installation) 


Switch Box 15 ft. BX Conductor Screws 
Outlet Box Cover Outlet Box Pipe Straps 
Socket Convenience Outlet Nails 

2 BX Connectors Box Cover 

Toggle Switch 14 in. Standard Dome Reflector 


Material is of the 
highest quality 
and is all stand- 
ard and approved. 


onvenience out- 

let’ shown above 

rovides for a : f 
Fee Write for infor- 
portable device in , 

addition to a mation now. 

itch for the 
livht. : . 
Carton Contains a Complete Outfit Ready for Installation 


Goodrich Electric Co. 


Me 1650 Ogden Avenue CesO \"Tanern 


LIGHT 4 
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BIG LEADER 
FOR JOBBERS 

















No. 411 
Here is a chance to buy a pop- 
ular lantern at a price you can 
use as a business getting special. 
It is made of cast iron and fin- 
ished in green or black. 
Catalog of our complete 
line will gladly be sent 
you on request. 


Write for our prices. 


GLOBE METAL MFG. CO. 


2122-32 E. Hazzard St. 
Philadelphia, Pa. 











Universal Fuse and 
Circuit Tester 


Shocks, Burns or 
Loss of Time 
Never Occur 

With the 
Universal 






For A.C. or 

D.C. Circuits 

110 to 600 
volts 


Has proven, by 
test with the 
smallest to the 
largest Light & 
Power Companies, 
Industrial Com- 
panies, Railway 
Companies, Elec- 
trical Contract- 
ors, to be the 
most safe, handy 
and economical 
tester. 


Pi 
y 
. More than 20,000 in 
% use today Fully 
Retail SF gene for one 
Z year, will last any 
Price, $5.00 ‘ Pe 


SALESMEN CAN MAKE 10% 


If this coupon is signed by Jobbers’ Sales- 
men and attached to company’s regular 
order for any number of testers, a check 
will be mailed direct to Salesman for 
10% of order. 


Name 

Company 

Address 

Electric Tester Mfg. Co 
1844 E. Glisan St. Portland, Ore. 




















M. R. Lash Dies 


Morrison R. Lash, who for years | 


| has been sales engineer in charge of 
| steel tape and underground cable 


sales for the M. B. Austin Co., Chi- | 


cago, died on Friday, August 20. 
“Doc,” as he was known to his 

many friends in the industry, had 

been sick for about a year, and was 


thought to be on the road to recovery | 


when death came quite suddenly. 
He was a credit to the industry to 
| which he devoted his business life and 
his passing is a loss to it. 
* * * 
Weyler Joins Bright Star 
Battery 


R. E. Weyler, commonly known as | 


“Dick,” has been appointed manager 
_of the Chicago office of the Bright 
Star Battery Co. of Hoboken, N. J. 
He has been traveling Illinois, In- 
diana, Ohio and Kentucky for the 


last 11 years, selling “Red Seal” dry | 


batteries. For the past six years he 


has been directing the sale of “Red”’ 
Seal” batteries in the Manhattan 
Chicago office territory. 


* * * 


Hart & Hegeman Sales Con- 
ference 
The annual sales conference of the 
| Hart & Hegeman Mfg. Co. selling or- 
ganization will be held in Hartford 
on the dates of August 25, 26 and 27, 
winding up with the annual sports 
meet at the Griswold Hotel at New 
London on the afternoon of the last 
day. All of the men from the various 
sales offices and territories will be in 


attendance. 
1 ae Ge 


McGraw Contractor-dealer 
Award 


| The second annual presentation of | 
the contractor-dealer medal and purse | 


given.under the James H. McGraw 
Award was a feature of the opening 
session of the convention of the As- 


| sociation of Electragists, Interna- 
tional, at Cedar Point, Ohio. The | 
bronze medal and the purse of $100 | 
in gold was awarded to Louis K. Com- | 


stock, president of L. K. Comstock 
& Co., New York; and certificates of 
honorable mention were extended to 
Arthur L. Abbott, technical director 
of the Association; Charles F. James, 
president of LeKtric Shop, Fort 


Piece, Fla.; and G. Fred Laube, | 


president Laube Electric Co., Roches- 


ter, N. Y. 


| 


| 
| 





HARTFORD» 
TIME 
SWITCHES 





Nationally recognized and inter- 
nationally known and appreciated 
for the dependable, lasting serv- 
ice which they give. A type i. 
wide range of capacities for 
every practical time switch se:v- 
ice and—guaranteed. 


Write for descriptive Bullet:a 
and prices. 


A. HALL BERRY 


General Sales Agent 
71-73 Murray Street 
New York, N. Y. 








GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 














Every Business 


of consequence Tank card 
WIGGIN 

Peerless Patent Book Form Cards 

are used by many of America’s 

largest card usere—euperiority 

of engraving and the 

convenience of the 


form style ex- 
plains why. 






The John B. Wiggins Company 
lished 1857 
vers Makers Die Embossers 
105 Peoples Gas Bids CHICAGO 
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“The House of a Thousand Lanterns” 
Weatherproof 


<> 


Copper Lanterns 
Never Rust 





Help Make More 
Sales With Less 
Effort 





Sold Thru 
Distributors 








Write for Booklet +15 





No. 243 
Gruber Brothers 
392 Broadway New York, N. Y. 














PUT YOUR WIRES ON THE SURFACE WITH 


IN 


~Y THE WIREMAN’S FRIEND 
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HOOD RIVETED ON 


Wrigley Toggle Bolts 


Made of heavier gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 


First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman 8t., Chicago, IH. 


‘> 
K) 


a\ 





NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24-Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashIn On BELL Poles 


SS SEND FOR BOOKLET CONTAINING+ 
se OO LUABLE. 


—— 


MX | 


| 








Latest Trade Literature 


The Buffalo Forge Co., Buffalo, | 


N. Y.—A new catalog, No. 475, de- 
scribing the “Baby” conoidal fans has 
just been issued. The catalog gives 


| complete information on this type of 


fan. A _ bulletin is also available 


| which illustrates and describes the line 
| of electric blowers made by the com- 
| pany. 


AMERICAN Blower Co., Detroit, 
Mich.—Bulletin No. 4413 superseding 


| bulletin No. 3013 on the reversible 


“Ventura” ventilator and permanent 
wall fixture. The company has also 


_issued a four-page circular and two 


new pamphlets on the same subject. 





Edison Lamp Works, Harrison, 
N. J.—A veritable library on illumi- 
nation comprising a series of booklets 


under the general title of “Lighting | 


Data.” These cover the subjects of 


| “Motor Car Garage and Display 


Room Lighting,” “Lighting of the 
Metal Works Industry,” “Calculation 
” “Theory 
and Characteristics of Mazda Lamps,” 
“Lighting of Offices and Drafting 
Rooms,” “Testing and Approval of 


of the Lighting Installation, 


lamps.” 
* * * 
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Superior Quality 
Supplied with 
Superior Service 


Four Hundred 
Jobbers Stock 
S I Goods! 


SUPERIOR INSULATING 
TAPE CO. 


3046 Lambdin Avenue, 
St. Louis, Mo. 
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YAGER’S 


Soldering 
Salts = Paste 
They will stand all the pushing 


you can do. They sell because 
they do good work and are 
priced reasonably. 
ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 








‘ a Cae 
_ Automobile Headlamps and Tail- | SSS 








ASK 


JIM BETTS 


He makes the only Flash- 
ing Plug with an uncondi- 
tional 5 year guarantee. 


1390 SEDGWICK AVE., N.Y.C. 






















LES | 


CEDAR 


Plain or 
Butt Treated 


Northern 
White Cedar 


Western Hi 
| 


PO 









Red Cedar 


THETA TTT TTT 


T. M. PARTRIDGE 


Lumber Company | 
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Screw on wires like a nut 


SAFER 


than Solder 


QUICKER 


than Tape 


CLEAN 
APPROVED 


for joining and insulating wires 
WITHOUT FIRE HAZARD 





The electragist who does not use Wire-Nuts 
is like the merchant who does not light his 
window every night with a Tork Clock. They 
are both wasting time and bucking progress. 


TORK COMPANY, 12 E. 41st ST. NEW YORK 
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Sanger Brothers— 
largest department store 


in Dallas 


Flashlight Department— 
main floor, center aisle 


Proud of 


Flashlight Department’s success, say 


Sanger Brothers, of Dallas, Texas 


“Our Flashlight Department,” they write, 
‘is located on the main aisle of the street 
floor. Flashlight sales and the attractive 
profit on the line justify this location. Fur- 
thermore, we use display-windows quite 
frequently, featuring the entire line of 
Eveready Flashlights and Batteries. 

“When we have a window-display, our 
sales increase materially. At times we also 
use a wall display-case at the main en- 
trance. . . . We have two salesladies per- 
manently in our Flashlight Department, 
but find it necessary to add more during 
the holiday season. 


“ur 


lo tie our business in with Eveready 
national and local advertising, we feature 
Eveready Flashlights and Batteries in our 
local newspaper advertising at regular in- 
tervals. We also circularize our charge 
accounts.” 

Tell your dealers to take a tip from 
Sanger Brothers—to display genuine 
Evereadys prominently . . . for profit! 

Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Ine. 
New York 


Atlanta Chicago Kansas City 


Canadian National Carpon Co., Limited, Toronto, Ontario 


San Francisco 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 


-they last longer 





EVEREADY 


sav qua 














The Complete Line of Fusenters 
For Every Requirement 
At Popular Prices 


Pioneers in developing the Safety Fus- 
enter, Bull Dog has added many im- 
proved products to this line to meet every 
requirement of domestic lighting control. 


4 Circuit Other new products will be announced 
Cat. No. B4F 
shortly. 


- - as Catalog No. BS4F 
(1) Standard Fusenters, luminized . 


finish, for 4, 6, 8 and 12 circuits. 
(2) Fusenters with plates punched 
Faseuten ) for toggle switches—4t, 6, 8 and 12 
88 : . ° 
| cee circuits. 
(3) Saf-to-Fuse, flush or surface 
type; the perfect switch for electric 
ranges. 








(4) Fusenter — Saf-to-Fuse Com- 
. bination — one cabinet containing both 
6 Circuit * em “ 
Cat. No. B6F the Fusenter and Saf-to-Fuse. 


Bull Dog passes on to the public the sav- 


ings made by large-scale production. Catalog No. BS6F 
Contractors’ price for Fusenters is as low 

as $1.50 each for the 4-circuit black finish. 

Bull Dog Quality Products include a 

complete line of safety switches, and 

switchboards and panel boards for every 

requirement of electric control. 


MUTUAL ELECTRIC & MACHINE CO. 
PE Detroit, Mich. 


Catalog No. 











12 Circuit 


Cat. No. B12F 
LJ E J GD cc Catalog No. B62F 


Fi SAFETY 
{FUSE CENTERS} 























